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More comfortable — the Choice of Men who Know Shoemaking Best F GY oll 
. A Product of the Dewey and Almy Chemical Company WK, MN, 





an ko 








“CRADLE HEE; ~ 
Pte ; 
O 
a 


unt 





Y F.) Sie 


pore 


1334 ynox 3 


ww 
(WwW 
PAVE FTLEN ALLELE ie 


fee @peatrait Gere Gane 
a @ cae ~2 ®APELIiIiicsrati 
EATTEESS £FCE TACT FAST 


Our new spring line’is smarter and CLEO..17/8 medium 

° round toe steoin. 

more salés-producing than ever. Also in 17/8 closed 

: toe. Made to ofder 

Styled with new lasts and fresh new style. 

fashion themes for the coming season 
. plus the famous “ true-to-foot- 
PINE DALE 16/8 form” last and innersole for supreme 
wall last. comfort. You are cordially invited to 


Made to order style. ; 
see them at the Chicago Shoe Show. 


A Write for new spring catalog of in-stock styles 
te IN 
Ne 


4 hh we WOODSHIRE..16/8 


wail last, 
% af) Made to order style. 


) = mT 3 HE 
VULCAN. .15/8 me- 
dium round toe last. 
Made to order style. 
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“MANUFACTURED BY 


CRADLE REST SHOE CO 


1900 WASHINGTON AVE sT tours MO 


DIVISION OF RIGE~O NEILL SHOE COMPANY 











Ju- Flex Nap Soles 


for,Street Shoes 


.. Milfrons 
have walked on U é i L i 


NAP 


light in weight stylish 

mT) comfortable 
have a velvet tread long-wearing 
are waterproof not expensive 


BECAUSE they are 


sole company 


AVON. MASSACHUSETTS 
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THE INDISPENSABLE, PROVEN CONTRIBUTION TO YOUR 





BUY A LONG WAY ABEFAD? 


THRIFT is foreseen as the keynote of 1942 
merchandising. ‘‘Binge’’ buying, if any, is not 
expected to last long. A store’s success will be 
determined largely by its having, and being 
able to restock, goods which the public wants. 
Bad reactions threaten speculative promotions 
of style and color. Staples are due for a new 
emphasis and store advertising already indi- 
cates such a trend. 


Every experienced merchant and buyer knows all-white kid shoes are 
irreplaceable in warm weather retailing. Consistently throughout the 
past generation, millions of women have bought white kid shoes, season 


after season without fail. Nothing else in summer footwear has so force- 
fully and profitably demonstrated stability of volume demand as has 
white kid. The versatility of all-white and its smartness with any costume 
is known to merchants, and certainly to women. 


Expect a long season for selling white kid shoes. 
Buy your full requirements early. 


Iblished... Peay... Iuede 
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FREEMAN SHOE ¢ 
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See the Complete 
WOHL LINE 


at the Chicago Show | 


STEVENS HOTEL 


Rooms 
1014A 
101I5A 
1016A 
10I7A 
1018A 
1O1I9A 
1020A 
1024A 
1028A 
1029A 
10304 




















PLATFORM 


LIGHTWEIGHT 
WHEELED EXTENSION EDGE 


LIGHTWEIGHT 
CLOSE TRIMMED EDGE 


(B/C SOLE STITCHING 
MACHINE — MODEL C 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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We have been manufacturing good shoes for 
over 50 years. Always we have tried sincerely to 


give our customers America’s best shoe value. 


These are important and vital times. Everything 
that goes into the cost of Red Cross Shoes is at 
the highest level in many years, but regardless 
of the cost, you may be certain that our present 
high standards of quality will be maintained — 
that Red Cross Shoes will continue to be 
“America’s Unchallenged Shoe Value.” 






























THE UNITED STATES SHOE CORP., CINCINNATI, OHIO 














MAKERS OF RED CROSS SHOES 


























See the Red Cross Shoe Exhibit at the | 
National Shoe Fair, January 5-6-7-8 


Rooms 445-A and 450-A 
Stevens Hotel, Chicago, Illinois 
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PLAY SHOES 


_.. for Men and Women by 








Caunbritge: 


HERE is the industry's outstanding producer of leisure and play 
shoes, for men and women,—again ready to prove for the coming 
season, as in the past, that Cambridge presents the “BEST SELLER” 


in the play shoe line. 


SCcOOP/ 


Build up that leisure shoe business for extra profits and pairage with 
the proven excellence and quality of a line that each season leads 
its respective field—and that line alone is by Cambridge. 





| see US ROOMS 1107-A—1108-A, HOTEL STEVENS | 


ra ——_—— 

FACTORIES oe 
CAMBRIDGE, MASS. Main 

St. REMl, QUESEC ; ssn] sae 

RUBBER CO. | a7 w, Me 


SALES MGR. OFFICE: Room 213 Keyser Bldg., Baltimore, Md. 542 S. Broadway 
NEW YORK SALES OFFICE: ROOMS 830-843 MARBRIDGE BLDG., 47 W. 34TH ST. Los Angeles 
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Not only at Notre Dame, but at Yale, 


other colleges, shoes of Brogandi Les th 


and college sophisticates. All ai 


F Brogandi’s 


staying power, smartness a Mustrated matricu- 


lated at Notre Dame 7 bts. Note that the soles 


rors 


are WO Pshapely and unscarred. Yes, 


college men fa leather on which you can 
- ES 9 oe mi 


build a hardy, sit 88 for wear in all walks 


of life. 
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CAMDEN, N. J. 
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MASTERLASTS 











HE period of making hit or miss lasts is 

over because D & W have proven that style 
can be combined with accuracy if a system has 
been installed that *calibrates with speed and 
certainty the true proportions of the new 
wood. 


Why not insist that your new lasts are made 
by the D & W system. The lasts cost no more 


—so why not get the best. The secret is in the 


mechanical skills evolved by successful expe- 


rience and research. 


D & W have brought last-making out of the 
realm of doubt into a new field of accuracy 
that makes an 11 B true to the line, propor- 


tion and design of a 4B. 


See to it that your new shoes are made over 
D & W designed-in-the-wood lasts. 


ARE FIT-CALIBRATED 


AND WE CREATE 
"Dew 


SAYS EARL. wuire 


FASHION FEEL 
woop “3 


SAYS Dewey WHITE 








MASTER 


en 


"BDBESIt_GONE DOD isN THE 


115 FOURTH AVE., BROOKLYN, N. Y. 


wooop*’ 589 ESSEX STREET + LYNN, MASS. 











AMALGAMATED 
LEATHER COMPANIES 


WILMINGTON ...DELAWARE 





The new lustre leather 
with the scuff resistant 


Finish. 














KAFYKID is available in two finishes— 
Smooth and Hand Boarded. 
The smooth finish is recommended for tips and foxings on your 
spectator shoes. 
The hand boarded finish is designed to take the place of dull 
leathers, heretofore used in lastex type of shoes. 


KAFYKID is avaliable in Black, Turftan—color 171, and Airway 
Blue—color 194. 


The supply of raw skins for Kafykid is ample, insuring prompt and 
uninterrupted delivery. 























WRITE OR WIRE FOR SAMPLES IMMEDIATE DELIVERY 
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LEISURE 


LEISURE STYLES FOR 


Casual sheel wear 


HESE shoes are all merely represen- 

tative of a complete line of leisure 

and casual footwear, adapted both to relaxation at 

home, or resorts, and to street and business wear. They 

sian oar kena justly carry on the Curtis tradition of advanced styling. 
gst ei i wee Le-Be Write for further information to: 


@ D 
D A aeeeey Slack tast. 


CURTIS SHOE COMPANY, INC., Marlboro, Mass. 


THE OU Maks 


December 27, 1941 





A FACTUAL 
RECORD OF PROGRESS 


United engineering has 

brought about improvements 

that conserve cements and 

solvents at a time when the 

elimination of waste is vital 
in shoe manufacturing. 
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SOLVENT 
APPLYING 
GRID MACHINE 














GAC SOLE CEMENT 
APPLYING MACHINE 
MODEL A 
Fitted for Viscous 
solvent. 

















GC SOLVENT 
APPLYING MACHINE 
MODEL B 
Barrel type nozzle. 
Straight feed. 














/C SOLVENT APPLYING 
MACHINE — MODEL C 
Automatic Operation 


Cross Feed 
Barrel Type Nozzle 














ITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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January 5th to 8th is the time, as you know. And you 


have a big date at our headquarters, where Jack Gorman 


and other Dunn and McCarthy representatives will 


introduce you to a knockout line of Spring 1942 shoes! 


Put us down for an early visit. 











wheel turns for another 

calendar change. Many great uncet 
tainties lie bevond the herizen for all of us 
In shoe TERI te however. there ts 


4 


definite foreknowledge of a successful season 


lor pate nt leather. 


Belore smart women begin to weary of then 

coats. they Il be buying flower touches for 

hats and gleaming black patent leather shoes. 
lhere’s nothing casual about the desire ol ill 
women tO appeal extra dressy in early Spring oe: 


its as natural.as the vernal season itself and as 


carefully planned as a flower garden. 


Nor is there anything casual about the preferences 


for Seton patent by shoe manulacturers. 
[his tannage aims solely at one quality standard 
... the very best. You have the assurance of 
satisfaction in Seton “patent because you 
know it is good leather and it gives your 


shoes extra sales appeal, 
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Shoes 


bit of Quality 


i 


Foresight is an indispensable part of your business. If you want the right shoes, 
at the right time—link up with an organization that thinks ahead and pines ahead. 
I. MILLER has that reputation. 

This is a day for friendly relations with quality resources. You need to know their 
reliability, their capacity to make and deliver. It is important that they have an 
ability to merchandise with you and that they have promotional skills, fashion 
enthusiasm, a strong national standing and integrity. All these go into I. Miller 
Beautiful Shoes. 


Our FOUR-FACTORY PLAN gives you balanced operation—more sales on less 
inventory—a comprehensive quality shoe service under one brand name. This plan 
embraces four styling classifications which anticipate the natural demands of quality 
customers, as follows: 


I Costume Shoes 

2 Town and Country Millerkins* 
3B Fitting and Service Types 

4 Handsewn Guildhall Shoes 


Concentration of stock under one brand name enables you to do a greater volume of 
business with less inventory. In-stock facilitates size-upse—increases turnover. 


Coming events are very important. Spring is more than a one-time festival. It is a 
progressive opportunity to sell more and better shoes—providing you have 

promotional cooperation with I. Miller and a coordination with fashion and color 
acceptable to discriminating women. * Trademark 


I. Miller & Sons, Ine. 


Long Island City, New York, N. Y. 
* Eye Psy au CHICAGO CONVENTION HEADQUARTERS: 
Stores and agencies in principal cities. Room Nos. 2301, 2302 and 2310, Stevens Hotel 


December 27, 1941 











PANTHER-PANCO RUBBER CO. + CHELSEA, MASS. 


SOME SHOES STRETCH WITH “LASTEX” YARN 
AND SOME SHOES JUST STRETCH 


And what a whale of a difference! 


y/ 


\ 
IT FLEXES 


\ 3 RE you getting returns of supposedly elasticized shoes which have lost their 
45 stretch? 
L 
Are supposedly stretchable shoes coming back with wrinkled and distorted on 
backing? 
we If so, the answer is simple. You have been sold a lemon. Here is the story: 


The rapid-fire and sensational success of Vamosized stretchable shoes, invented 
and patented* by Alfred Vamos, and made possible by “Lastex” yarn, has brought 
the inevitable flood of imitations which have had some success with manufacturers 


Of course you do not have to be a weaver or a textile expert to know that any 
rigid fabric cut on the bias will stretch to a limited extent. BUT—and a very big 
BUT—after a very few flexings the rigid fabric stretches but does not come back. 
When that happens your shoe stretches no more. 


who put profit before value. 

; é The most injurious of these imitations, injurious alike to manufacturer and 
N: retailer, is the substituting of a backing made from an ordinary rigid fabric cut 
on the bias for the genuinely elastic backing made with “Lastex” yarn. 

\ 
{ 


T SPRINGS A 
. ND Moreover, pulling a fabric on the bias is pulling against the weave, which IT SPRINGS-BUT LIFELESSLY 
TAKES THE SHOCK means pulling the threads out of place. That is the answer to shoes where the shee Yo 

backing has-become wrinkled or distorted. J 


No doubt you bought such shoes believing in good faith you were getting 
genuinely elasticized shoes. In many cases the bias-cut backing has been woven 
to resemble so closely the popular “Lastex” yarn backing that it cannot be idefié} 
fied merely by look or touch. There is one simple and easy way to make sure: 
Cut a small piece of the backing out of the shoe, unravel it and see if it contains 
any elastic thread. Or if you get complaints from your customers send us one of 
the shoes complained about and we will gladly, promptly and without charge tell 
you what the trouble is, 








Of course it is your privilege to buy any shoes you want to but, for your own 
sake, we urge you not to sell a shoe as elasticized unless you are quite certain 
the description is correct. 


When you are in Chicago for the National Shoe Show be sure and visit our 
showrooms in the Stevens Hotel for new ideas, new styles and new materials. 


T-RETURNS-TO ITS 
LIEWT IT HAS NO 
kiLT 


fee ALFRED VAMOS = 


406-416 MARBRIDGE BUILDING... NEW YORK CITY 


INVENTOR OF STRETCHABLE SHOES AND SPECIALIST IN ALL SHOE FABRICS MADE WITH “‘LASTEX’’ YARN 












Only four years old yet already towering on 
the shoe horizon! That is the amazing story of the 
stretchable shoes made possible by the use of 
“Lastex” yarn—the most revolutionary idea in so 






many centuries of shoemaking. 

It was in 1938 that the stretchable shoes made 
\ under the Vamos process made their first public 
appearance, sponsored by the famous house of 
I. Miller & Sons. Their success was immediate 
and brilliant. But in those pioneer days styles and 
materials were necessarily restricted because there 
were problems still to be solved in both textile 
manufacture and in shoemaking. 

Today the number of manufacturers making 
stretchable shoes has risen from the initial hand- 
ful to several hundred. At the close of this year 
1941 there is scarcely an important shoe factory 
in America that does not include stretchable shoes 
in its line, the percentage of production ranging 
from 15 to 60 and 70 per cent. 




















“Tall Oaks From Little 


Acorns Grow”’ 





An elastic yarn manufactured exclusively by United States Rubber Company, makers of 
“Laton” yarn, 1230 Sixth Avenue, Rockefeller Center, New York City 


A recent survey of factories both East and: 


West shows that this triumphant rate of growth 
will be maintained in 1942. Thanks to the coop- 
eration of tanners and textile manufacturefs the 
range of leathers and fabrics available for stretch- 
able shoes has been steadily and systematically 
extended. While as to shoe styles, there is no shoe 
style in vogue today which is not being inter- 
preted in stretchable material. 

Stretchable shoes made with “Lastex’’ yarn 
are not a fad or a fashion. They embody a perma- 
nent improvement in the technique of making 
shoes. They make the best looking, best fitting 
and most comfortable shoes any woman ever 
wore. They make the easiest-to-fit and easiest-to- 
sell shoes any retailer ever stocked. That is why 
they are making money for shoe material makers, 
shoe manufacturers and retailers. That is why 
they have attained so prodigious a growth in so 
short a time. That is why they are here to stay. 
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For models, samples and prices 
on all types of shoe materials, 
fabric or leather, made with 


“Lastex” yarn, ly to Alfred 
Vamos, 406 Marbridge Build- 
ing, New York City. Alfred 
Vamos is the inventor and pat- 


F PATENTS ASSIGNED To ‘ 
UNITED STATES RUBBER COMPANY 


December 27, 194! 


entee* of Vamos stretchable 
shoes, the authorizea manufac- 
turer of stretchable materials 
for shoes, and the selected con- 
sultant for shoe manufacturers 
using materials made with 
“Lastex” yarn. 











BIRTH OF AN IDEA 


“Lastex’ Yarn Stretches and Recoils 


EUREKA |! - LEATHER MADE 


RESULTS... 


BIRTH STORY OF 
THE WORLD'S MOST 
REVOLUTIONARY SHOE 





S IX years ago Alfred Vamos learned of the properties and possibilities 

of “Lastex” yarn, and saw that he could at last realize the dream of 
a lifetime — the creation of a permanently stretchable shoe which, 
yielding to every movement of the foot but always returning to its 
original dimensions, would bring a new comfort to footwear hitherto 
impossible. 

It took two years however to make the dream come true. New mate- 
rials had to be created, tanners had to be persuaded to adopt new tan- 
ning methods, new patterns and styles had to be designed and an almost 
completely new shoemaking technique had to be worked out. 

But in 1938 the job was done. Pioneered by the famous firm of I. 
Miller & Sons, the now nationally known Vamosized stretchable shoe 
was launched on the market to meet a success unparalleled in the 
history of the industry. Here is the record in conservative terms of 
actual production: : 

1938— 800,000 pairs 
1939 — 15,000,000 pairs 
1940 — 30,000,000 pairs 
1941 — 60,000,000 pairs 
1942 — 80,000,000 pairs 

The last figure is of course an estimate but it is an estimate carefully 
based on the announced production plans of leading manufacturers 
throughout the country. 

Oh, yes, of course we have imitators and some pretty sorry ones, but 
the Vamosized stretchable shoe still holds the center of the stage and 
will continue to do so, its quality tested by time and the grateful en- 
dorsement of millions of women who have found a foot comfort they 
never before believed possible. 


When you are in Chicago for the National Shoe Show be sure and visit our 
showrooms in the Stevens Hotel for new ideas, new styles and new materials. 


ALFRED VAMO5 


ieee een 400-416 MARBRIDGE BUILDING... NEW YORK CITY 


WOMEN’S SHOES IS IN STRETCHABLE FOOTWEAR o bie Shoes and Specialist in All Shoe Fabrics Made with “LASTEX” yarn 


THE RESULT or VAMOS RESEARCH 








WHAT, FOUR GLAMOUR GIRLS (i ONE Famity 7? 


VES...THATS THE STORY 
ar SURPASS res sPRING/ 


Pardon us if we seem a little proud of the Surpass family for 
Spring. But, it's a rare day when one house can point to four 
such fashion-favored leathers. 

Surpass Blue Glazed Kid, No. 13; Brown Glazed Kid, No. 35; 
Surpass Black, and Surpass Suedes and Lining Leathers are 
receiving unprecedented attention from America’s finest shoe 
manufacturers. To their adaptability to the current and Spring 
fashion picture, Surpass Service gives the 

added dependability of delivery, uniformity 

and quality that make fine shoemaking finer. 


*Trademork registered 


You'll sell more shoes of 
Kid and Suede in 1942, 


if you specify Surpass — 
Fashion’s name for the 


correct in leathers. 


SURPASS LEATHER COMPANY 


9th & WESTMORELAND STREETS PHILADELPHIA, PA. 


December 27, 194! 31 





@ It’s a natural!—an orthopedically correct, molded rubber 
support that embodies all the principles of rigid, semi-rigid 
and flexible shoe construction. 


Eliminates Conventional Shanks 


This new Seiberling CUSH-N-ARCH eliminates the con- 
ventional rigid shank of steel or wood. It — the su port 
on the outside, where it belongs . . . where its flexibility 
allows the foot muscles to exercise themselves. 





Shoes e uipped with this Seiberling development will not 
own 


“break *... even if their owner weighed a ton! The 
CUSH-N-ARCH is so constructed that it preserves the 
original shape of the shoe—so vital to lasting style and 
comfort. Shoes feel better, look better, wear better. Cus- 
tomers become enthusiastic boosters! 


The Seiberling CUSH-N-ARCH is built of “live”, light- 
weight rubber that can really “take it.” It’s both economical 
and easily replaceable. 


SEIBERLING RUBBER COMPANY + AKRON, OHIO 


Already Adopted by Brown Shoe Co. 


One of the latest additions to the Brown Shoe Company line... 
the new ARCH RELAXER shoe... is built with the Seiberling 
CUSH-N-ARCH. Ask your Brown Shoe salesman about it. 


EIBERLIN 
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FOR THE 


1942 NATIONAL SHOE FAIR 


Stevens Hotel .... Chicago 


RETAIL PRICES January 5, 6, 7 and 8 


$ $ 
Behind those doors there'll be big doings from January 5th to 8th! 
T0 That’s where Jack Gorman and other ENNA JETTICK welcomers 


A few at $6.50 will show you a line of Spring 1942 shoes with profit written all over 
them! We'll be seeing you— 


ENNA JETTICK SHOES, INC. 


America’s martest Walking Shoes 


December 27, 1941 
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Millions of Little Feet... ... 

will wear EDWARDS’ Shoes this year— 
| “1. They are recommended by Doctors oS 
They are preferred by Mothers. . . . . 


They will be in Parents Magazine. . . . 
Little “Debs” will see them in Mademoiselle 


Edwards 


junior footwear 


The Seal of Quality The Sign of a prosperous business 
We invite you to inspect our compléte new line, 
combining all the famous EDWARDS’ “EXTRAS” 

‘in fit and quality with styles never before perfected 
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Now a new line of Church’s Flexible Welts 
for ladies to complement our famous 
Men’s Shoes. . . . Don’t fail to see them. 


* 


x 
HROUGH GOOD TIMES, BAD TIMES, 
PEACE AND WAR, THE QUALITY OF 


THESE FAMOUS ENGLISH SHOES 
HAS BEEN SCRUPULOUSLY 
MAINTAINED. 








loa showing of CHURCH'S 


aud Avan McAree Gc 


ROOM 648A 


HGTEL STEVENS . . . CHICAGO 


Lay 02 


CHURCH & CO., LTD. 
NORTHAMPTON ENGLAND 


W. G. Downing . . . . North American Representative 
424 Madison Avenue ° New York City 





DANIEL GREEN WILL HELP 
YOU SELL 3 PAIRS OF SLIPPERS 
INSTEAD OF ONE 


Coi®]y 
Indo 


O es 


‘ See the new collection of 1942 models 
at the HOTEL STEVENS—ROOMS 760A, 761A and 764A. And 
ask about our increased 3-Way Advertising and Merchandising 
Plan, backed by 48,496,782 Daniel Green advertising messages, of 
which 45,480,294 will be in full color. It will help you sell three 
pairs of Daniel Green slippers to every customer in 1942. 
DANIEL GREEN CO., Dolgeville, N. Y. 


DANIEL GREEN 


* Registered U.S. PAT. OFFICE 
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oF LADIES’ 
ASSEMBLED 








THESE CITIES... AT THESE SHOWS. 


LESTER PINCUS SHOE CORP. 
131 DUANE STREET - NEW YORK CITY 


37 





Edward Cohen of Bonwit Teller calls on Julian Samuels of the Samuels Shoe Company, St. Louis, to discuss the new Spring line of DeLiso Debs. 


Ome takes a tour with D: LisoPD 


DESIGNED BY PATER Pua utseo 
/ 
f 


Edward Cohen’s Reputation as a foremost stylist and To insure these qualities in DeLiso Debs 


merchandiser rests on an unfailing ability to select Samuels Shoe Company makes them exclusively 


what will “go” with his sophisticated New York by the Compo technique of sole attachment. As 


clientele. He has selected Julian Samuels says, “In order 


DeLiso Debs for a number of W/, WI to make DeLiso Debs worthy 
reasons. He finds they appeal LF — } >. | of their fine designing, we must 
\ yy i produce them by methods we 


can count on to maintain a 


to women who are accustomed 


to buying the most expensive 
uniformly high standard of 


quality. We find, too, that 


shoes. Such customers appre- 
ciate the inspired design by 
Palter DeLiso. And they are many of the patterns would 
particular, too, about the be practically impossible if we 
fit, flexibility and lightness of were restricted to older meth- 


a shoe. ods of manufacture.” 
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John Devine, manager of the midwest district of the Compo Shoe 
Machinery Corporation, drops in on J. C. Sullivan, superintendent of the 
Samuels Shoe Company. Compo field and service men maintain constant 
supervision of the equipment used in making Compo Shoes. . . machines 


to rough the leather and prepare it for penetration of the cement into the 


deep fibres . . . machines also to apply the cement and attach the soles. 


Scientific control is the secret of uniform excellence of shoes made by 


the Compo technique. 


Fifth Avenue at Fifty-sixth Street. Walking out of Bonwit’s 
with two pairs of DeLiso Debs she has just purchased, this 
customer has experienced a common reaction. Charmed from 
the first by their beautiful styling, she found they felt so 
comfortable and their fit was so superb she selected two pairs 


—wears one as she leaves the store. 


The Samuels Shoe Factory. Close-up of Compo 
Cementing Machine Model “A”. So constructed that 
the operator can see what is going on at all times, it 
can be minutely adjusted so that the desired flow of 
the adhesive can be applied without waste or drip- 
page. This machine is one of the numerous reasons 
which account for the absolute reliability of the Compo 
technique— and for the prestige Compo enjoys today 


as the standard procedure for cementing soles to shoes. 


Compe Shoe Machinery Corporation, Boston, Massachusetts 


December 27, 1941! 











A STATEMENT on RETURN SHOES 


* 


The OFFICERS and DIRECTORS of 


* 


the 


NEW ENGLAND SHOE and LEATHER ASSOCIATION 


has authorized the Secretary to make public the following statement: 


“Tie Association by its Directors reaffirms 
its statement of Fair Business Principles 
concerning the practice of returning and 
allowing the return of merchandise, without 
just cause, for credit or price refund, and 
in particular the return of worn shoes which 
are free of latent defect where no prior notice 
of claim has been made. 

“It announces a service of its Customer 
Adjustment Bureau to assist subscribing 
members to deal promptly and justly with 
returned worn shoes. The Bureau employs 
an expert shoe man with manufacturing, 
buying and jobbing experience, whose duty 
it is, on the request of members, to examine 
returned. shoes promptly after receipt by 
members and to render an impartial report 
on all observable points material to the 
question of a just return. Mr. William F. 
Gaffney is now serving in this position. 
Members remain entirely free to deal with 
claims as they see fit. The expert may be 
expressly authorized by members to com- 
municate with the wholesaler or retailer as 
to the condition of the shoes as he finds 
them, and the manufacturer’s view of what 


should be done. 


“The Customer Adjustment Committee 
has reported to the Association that after a 
survey of the industry in New England they 


have come to two conclusions: 


1. The large number of unjustified returns 
has constituted a major trade evil tending 


to increase costs for all concerned. 


2. Full and fair determination by an expert 
of the facts relative to all returns will do 
more than any other one thing to elim- 


inate the evil. 


“The Association subscribes to the opin- 
ion of the Committee that retailers as a 
whole want prompt adjustment of all just 
returns and no more, and that manufac- 
turers, by making use of the services of the 
Bureau in all cases where they wish to do 
so, will be assisted to act fairly and promptly, 
thereby securing retailer cooperation and 
effectively overcoming the worn shoe 


problem. 


“The Association calls attention to its 
arbitration service which it recommends 
for all cases where there is an honest 
difference of opinion as to the merits of 


any return.” 


New England Shoe and Leather Association 


Maxwell Field, Executive Secretary 
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GOING to RONANTA | 





Smartly and sturdily shod in their net 
GARRISON Oxfords with Spaulding Counter 


As its name implies, the “Garrison” Oxford 
was designed principally 
for general wear 
around the camp, on 
parade or on leave. 
It’s a first-grade men’s 
shoe in every respect, 
with counters of top quality 
fibre specified. 
Yes, SIR! As fast as those new Garrisons 
can be delivered, the Army'll be hot-steppin’ it to town it 


the trimmest, struttinest foot togs ever issued to its enlisted 


personnel. 








Don’t worry about the Army going 






soft and civilian—or spending tax money on _ barracks and other off-duty soldier attire, the 






luxuries for the boys. An abundance of scien- § Garrison Oxford is admittedly a style item. 






tific, military study and reasoning went into the _‘ Fine leathers . .. durable but not extravagant 






design and adoption of these shoes. And the materials... flawlesslysmooth quarters... straight 






specification of No. 1 fibre counters was no ac- back seams. . . and counters that will take the 






cident either. heel pounding of soldier wear and probably be 
















In keeping with the present mode for _ the last part of the shoe to play out. 
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Oxford 
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a, A BIG GRIN OF APPROVAL for you shoe men who recognize that wherever | 
. 
amp, on practical factors govern the specification of counters, top-grade fibre is 
n leave. indicated and Spaulding is first choice. | 
le men’s | 
respect, | 
. quality 
, | 
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COUNTER 
Specified for Soldiers . . . First Choice for Civilians 







SPAULDING FIBRE CO., INC., North Rochester, New Hampshire 





Principal Counter Specifications for the 
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.. . for Endurance too . . . The rugged endurance that 
Spaulding builds into its counters with superior basic 
materials and precision manufacturing methods. Only the 
high-grade hemp and flax that Spaulding uses could achieve 
the flexibility that allows the Garrison Counter to adapt it- 


self to the contours of the foot correctly and comfortably yet 


have the strength to keep the quarter standing after months 
of strenuous wear. 

Shoes with Spaulding Counters never have twisted back 
seams nor sag at the quarter. Think what this means in 
terms of better shoes for your customers—and_ repeat 


business for yourself. 


SPAULDING FIBRE CO., INC., North Rochester, New Hampshire 














(ORE BEAUTIFUL THAN EVER FOR °42 


Wore canchully made .. . 
(More cttinadive to WER... Wokinrallly . .. 








4144 
Woman's Natural Bridge Elasticized Black Caracul Kid 
KIMKO Pump, Black Patent Vamp trim and Foxing, punched 
through Vamp, Built-in Arch. Cushioned Heel, Instep and 
Metatarsal. Littleway Lockstitch Process. 19-8 Covered Con- 
tinental Heel, 717 Last. Sizes: AAA 5% to 10, AA 5 to 10, 
A 4% to 10, B 4 to 10, C 3% to 10 
4145—Same style, sizes and 
price in Elasticized White 
Brogandi with White Kid trim 


























Hat by 


An over America there is more money in family budgets and that 
Maynox 


means more money for shoes. Mothers, daughters and sisters, by the 
hundreds of thousands, move up into the $5. to $6. Natural Bridge 
price brackets. Naturally, they'll be Natural Bridge customers, 
because keener styling, finer materials and better fit and workman- 
ship have convinced discerning women that Natural Bridge Shoes 
are a “best buy.” 


But, that’s not all; Natural Bridge’s beautiful advertising campaign 
in National Media, bright seasonal, direct mail folders; clever 
point-of-sale displays and personalized retail ads will add this great 
army of new customers to the tens of thousands of women who are 
tried and loyal wearers of Natural Bridge Shoes. 





$ 
TRADITIONAL QUALITY MADE TO RETAIL AT THE ACCEPTED $5 To" 6 PRICE * 





NATURAL BRIDGE SHOEMAKERS-: 


DIVISION OF CRADDOCK-TERRY SHOE CORPORATION, LYNCHBURG, VIRGINIA 























An Invitation and a Pledge 


to Our Customers 


Stylewise, the new Spring lines of 
Matrix and Collegebred Shoes are 
the most brilliant in our history, ac- 
cording to buyers who have already 
seen them. No effort has been spared 
to maintain, in these new lines, the 
high standards of workmanship and 
quality for which the names, MATRIX 
and COLLEGEBRED, have so long been 
synonymous. Prices, of necessity, 
have been increased in a ratio con- 
sistent with the maintenance of these 


standards. 


As we look forward to the new sea- 
son, and beyond, we give you our 
pledge that whatever curtailments it 
shall be our patriotic duty to effect in 
the future, we will continue to make 
shoes that fully measure up to these 


high standards of quality. 


We are looking forward to greeting 
you in Suite 2306, at the Stevens 
Hotel, where the new MATRIX and 
COLLEGEBRED lines will be on view 


from January sth to January 8th, 1942. 


E. P. REED & CO. 


ROCHESTER, N. Y. 
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Faille... Gabardine 


—ELASTICIZED WITH 


® “Darleen”—aristocrat among elastic shoe cloths. 


® “Darleen”—whose resilience inspired designing 
of stretchable shoes among America’s highest 
ranking manufacturers. 


@ “Darleen”—whose uniformity established a 


Quality Gauge. 


—exemplification of the “royal prerogatives” which gave this 
company the name “Palatine”.* Exemplification of the standards 
which we have consistently emphasized for twenty-five years. 


See Palatine’s new elasticized “HEATHER’— 
complementary to luggage calf. 


PALATINE CORP. + 357 FOURTH AVENUE, NEW YORK 


December 27, 1941 











pay swoes GALORE FoR A 
MORE PRO-FITAELE (9F#Z 


| hey're new, they're bright, they're different, they're HI-LARKS; and, although they’re only 6 weeks old, 
they’re the talk of the play shoe world... 


With straps and ropes so much a part of the play shoe picture this year, it was logical that we should have 
them in the HI-LARKS line. 


“But, look”, said one of our designers, “what a grand opportunity to go right back to sources and build 


a whole family of HI-LARKS, each using native themes for designs” . . 


“And, what a chance for promotion”, said a leading Fifth Avenue department store buyer, “A co-ordinated 
promotion on The Mexican, The Grecian, The American Indian, The Chinese, not forgetting our Hindu 
Rope Tricks; display, newspapers, magazines; why the whole thing has limitless possibilities”. 


That’s what we thought too, and that’s why we've gone so “all-out” on HI-LARKS Themes In Her Life. 


Now, it’s up to you to see them at the Shoe Fair, in our HI-LARKS Theme Room. It’s the outstanding floor 
show in Chicago. 


If you can’t come to the Fair, ( And it's worth coming just to see HI-LARKS) 


send us a wire or letter, and we'll try to stage our little show in your store. 


de beaker wPLI MODE, wenere nase 





In the Sic Nigh 


fe 1942 


Men’s Felt Slipper styled by 
Berté Shoe Styles; Ladies’ Felt 
Slipper styled by M. Heineman; 
Child’s Felt Slipper shown 
through courtesy of United 
Slipper Company. 


The Qeadty Felt Slipper 


A cursory analysis of the slipper merchant’s pros- 
pects for 1942 promises generally increased sales 
in all grades of merchandise. But a deeper glance 
into the market background reveals the following 
important facts: 
1. The average consumer enjoys a higher weekly 
income than at any time in the past 15 years. 
2. The average consumer has gone without many 
personal luxuries during the lean 1930's. 
3. The average consumer is going to spend more 
money in 1942, but he’s going to buy quality 
merchandise. 


The salient point of this outlook for 1942 is that 
more people will want to buy better felt slippers 
than ever before. Families that have had to pinch 
pennies for the past few years will be prospects 
for luxurious felt slippers. 

Alert merchants featured quality felt slippers 
for holiday selling. The result: higher profits and 
more satisfied customers. Remember, the public is 
sold on the comfort and healthfulness of felt slip- 
pers. Now they want the added styling and service- 
ability of high quality Felt. Order felt slippers 


now ...in the heaviest weights. 


American Felt 
Com 


TRADE MARK 


General Offices: GLENVILLE, CONN. 
Plants at Franklin, Mass., Glenville, Conn., Newburgh, N. Y., Detroit, Mich. 
Sales Offices at New York — Boston — Chicago — Philadelphia — Cleveland — Detroit — St. Louis — San Francisco 


PRODUCERS OF THE FINEST QUALITY SHOE FELTS FOR UPPERS, PLATFORMS, SOLES, INSOLES, 
HEEL PADS, TONGUE LININGS, BOX TOES, FILLERS, CUSHION INSOLES, LININGS, AND DOUBLER FELTS 
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H ARD footwork and difficult jobs call for shoes of strong, 
long wearing leathers. Symbol of the dependability and 
durability of Northwestern Leathers is the Northwest 


Mounted Policeman. His assignments are as varied as the 


seasons, yet each must be efficiently and faithfully executed. 


0 Pe ea ee geting 








1, Fee DeFreNsE puts new emphasis on the right shoes for the 



















right job, and the right leather for those shoes. In steel mill, ordinance 
plant, or in the far flung bases which America has established for her 
defense, Kitchener is playing a vital role in keeping working feet warm, 
dry and comfortable. It’s a big job, and an important one; but, one 
which Kitchener fulfills with ease and assurance born of years of 


practical experience. 


Proven on Flanders fields by the American Army 23 years ago, and 
constantly improving since, it is a better leather for today’s big job. 


Kitchener is a tough leather, durable and pliable, even after exposures 






to heat, cold and water. 





WHEN YOU SPECIFY a Northwestern leather, whether it be 


Kitchener or any of the other leathers comprising this great service, NORTHWESTERN 


you are assured of better and more salable shoes for the job. LEATHERS 


Elko 


* Northwestern See 


Chrome Custom 


Leather Company Trust | aaa 


a, BOSTON, MASSACHUSETTS 
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HELPS UNCLE SAM 


GOODYEAR simplification does two things 
. . » Saves essential rubber stocks for defense 
and armament requirements . . . enables 
GOODYEAR to produce its share of rubber 
footwear for Uncle Sam's fighting men. 


SI 
























HELPS RETAIL DEALER 


GOODYEAR simplification helps GOOD- 
YEAR supply its customers with smart, serv- 
iceable, saleable footwear to meet essential 
civilian demands. 


HELPS THE CONSUMER 


GOODYEAR simplification means fewer 
styles and types of smarter, more tasteful, 
ankle-hugging footwear . . . qualities which 
have been achieved without sacrifice of 
quality or serviceability. 














GOODYEAR FOOTWEAR CORP. 


MAKERS OF RUBBER AND CANVAS FOOTWEAR 


44 WARREN STREET, PROVIDENCE, R. I. 
STOCKED AT NATIONAL DISTRIBUTING POINTS 
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SIMPLICITY AND DUTY MAKE SMARTER RUBBER FOOTWEAR 
AND SAVE ESSENTIAL MATERIALS 


Pledged to conserve materials in the in- 
terests of national defense, GOODYEAR 
designers and production experts have 
discovered that lighter, more graceful, 
slenderizing footwear results from the 
elimination of unnecessary frills, and 
from improved production methods. 


Consequently, GOODYEAR today is 


December 27, 1941 


making more pairs of rubber footwear 
from less raw material than ever before 
... frubber footwear with every ounce 
of service and value, and every mark of 
skilled workmanship expected and al- 
ways found in the GOODYEAR product. 
We are glad to share these aids to de- 


fense with our industry. 
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Te LIFE Leads in Shoe Advertising 

'€ j LIFE’S shoe advertisers set sales records this year... 
more shoe advertising dollars were spent in LIFE than 
in any other magazine. Tenth on the list of national 

ry F magazines in 1938, first in 1940, and still further out 


in front in 1941. 


iy LIFE gratefully acknowledges this striking evidence of 
the shoe industry's confidence in LIFE as an advertising 
medium. ; 


" It has opened new sales possibilities as proved by the 
—_—_—— fact that its leadership largely represents added adver- 


tising investment — not curtailment of former media. 


LIFE Advertising Sells Shoes 


LIFE creates new markets, new sales. possibilities for 
shoes.- LIFE readers respond to editorial and advertis- 
ing pages alike. Retailers too, sense. this faster selling 


tempo that LIFE creates for its advertised. lines; and 
dealer cooperation reaches a new high. Yes, ‘/LIFE 





Gives a Lift to Your Shoe Selling”, and makes your job 
at the fitting stool more effective, more interesting, 


and vastly more profitable. X 
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DURING 1941 


THESE LINES ADVERTISED 


LIFE 


SOLE COMPANY 
COMPANY, THE 
SOLES 
OWN SHOE COMPANY, imc. 
ROBLEE — MEN 
‘ a= Sour 


‘saueenwinre SHOE 8 Re courany 
MANSFIELDS — *n pes 


EVANS’, a Pe son co. 
MEN'S HOUSE Sti 


FLORSHEIM shor COMPANY, THE 

; SHOES — MEN 

FREEMAN sue CORP., THE 
FREEMAN SHOES — 


GENERAL TIT? CORPORATION 
JARMAN SHOES — MEN 


pgh 4A AAAI B. Fa, cOMPANY 
WOMEN'S 


HOOD nunben co., bee. 
RUBBER SOLED 


HOUSE OF cnossy SQuaRe, THE. 
~ CROSBY SQUARE SHOES 
HUTH & JAMES SHOE sanoragranine ¢0. 


MODERN MISS SPORT SHOES — WOMEN EN 
INTERMATIONAL SHOE eon 
TALITY ; 


“America’s Strongest 


Selling Phrase”’ 


JOHNSON, STEPHENS & SHINKLE SHOE CO. 
RHYTHM STEP SHOES — WOMEN 


JUVENILE SHOE CORPORATION, OF AMERICA 
CLINIC SHOE — NURSES 


KEITH, GEO. E., COMPANY 
WALK-OVER SHOES — MEN 
WALK-OVER SHOES — WOMEN 


Ota wWEKIiCGO SHOP 


HUARACHES — MEN AND WOMEN 
O'SULLIVAN RUBBER COMPANY, (NC. THE 
RUBBER HEELS 


‘PANTHER-PANCO RUBBER COMPANY, INC. 


BILTRITE HEELS & CORD ON END SOLES 


RASMUSSEN SHOE COMPANY 
_ SADDLE-MASTERS — WOMEN 


REED, £. P., & COMPANY 
_ MATRIX SHOES — WOMEN 


REGAL SHOE COMPANY 
MEN'S SHOES 


RELIABLE KWITTING WORKS 
~ KNITTED SLIPPERS — WOMEN 


SHU-MILK PRODUCTS GORP. 
SHU-MILK 


TAYLOR, E. E., CORPORATION 
TAYLOR-MADE SHOES — MEN 


“WRITED STATES RUBBER CO. 
: KEDS — CHILDREN 


uniteD STATES SHOE CORP. 
RED CROSS SHOES — WOMEN 


- WEYENBERG SHOE MFo. co. 
, PORT 4E SHOES — MEN 






































THE SIGN OF 


ROOM 657 
HOTEL STEVENS * CHICAGO 
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THE RASMUSSEN SHOE COMPANY 


SO MILK STREET 
WESTBORO, MASSACHUSETTS 
December 1, 1941 


Mr. Ray Livingstone 
Dewey and Almy Chemical Company 
Cambridge, Massachusetts 


Dear Ray: 


When Paul Rasmussen and I decided to specialize 
on saddle oxfords, we approached them as @ new shoemaking 
problem. For today's casual shoes aren't the heavy sport 
shoes of yesterday, and you can't build them by the old 
ideas. Each designer has to find the right methods and 
the right materials for his particular job. 


For instance, a dress shoe obviously calls for 
a hard box toe, but a leisure shoe like "Saddlemasters" 
demands a soft: one. I was willing to go to any length to 
get the materials I needed--invent them if I had to! But 
on these soft box toes I found Darex had just the charac- 
teristics I was looking for. 


And the success of "Saddlemasters" has proved I 


was right. Darex has firmess without hardness, the smooth 
lines, the resilient "snap" I demanded. And, because they're 
laboratory-controlled, I know I can count on the same unvary- 


ing performance in pair after pair. 


I've never written a paid testimonial, and I 
never expect to. But, when you give me a material as good 
as Darex Soft Box Toes, I'm glad to tell the trade what 
I think of then. 


Cordially yours, 


blealy 2 Ore 








word of it. 












THANK YOU, 
Charlie Cristy. You've 
been a shoemaker too 
long — had it too much 
in your blood — to 
make snap judgments 
about the materials you 
choose. You're used to 
working with the best, 
and you've never let 
your shoemaking stand- 


ards down for anyone. When you say Darex Soft Box Toes 
enable you to make a better shoe, we know you mean every 


DEWEY AND ALMY CHEMICAL COMPANY 
CHICAGO + CAMBRIDGE + MONTREAL 
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Charles Cristy is one of those 
Italian-born shoemakers to whom 
shoemaking is naturally a creative 
art. For five generations his family 
had operated their own small fac- 
tories in Italy, building fine shoes 
with patient, loving craftsmanship. 

When Charles came to America 
in 1900 as a boy of twelve, he 
brought these same shoemaking 
ideals with him. Thirteen years in 
plants like Hanan Shoe Company, 
Johnston & Murphy, Stetson, gave 
him the firm foundation in quality 
shoemaking he was looking for. 
And, when he left the superinten- 
dency of C. H. Alden Company, it 
was to help reorganize Peck Shoe 
Company in Worcester, where he 
became a director and stockholder 
as well as general superintendent. 

His reputation was already so high that United 
Shoe Machinery Company hired him as a techni- 
cal expert. But he had always dreamed of operat- 
ing his own factory, so in 1937 he joined forces 
with Paul Rasmussen — outstanding shoe mer- 
chant — to organize Rasmussen Shoe Company 
in Westboro. 

Enthusiastic acceptance of their “Saddle- 
masters” has already quadrupled production — 
and this in a single-type shoe priced for women 
willing to pay a little more for extra niceties of 
craftsmanship and material. He has given the 
classic saddle oxford universal appeal through 




























CHARLES CRISTY, Vice-President and Superintendent, Rasmussen Shoe Co. 


meticulous styling and fresh color combinations; 
has patented his own shoemaking inventions: 
“Stay-Smooth” innersoles to give cushion com- 
fort to welt shoes, “Steel-flex”’ innersoles, a steel- 
shank arch support. 

It’s the limitless devotion to perfection that 
makes the master craftsman. And Charlie com- 
bines the finest traditions of Old World crafts- 
manship with the American genius for quantity 
production. He has the true craftsman's feel for 
the materials he chooses. In judgment, as well 
as in skill, he is one of the Men Who Know 
Shoemaking Best. 








att 
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the Bhewshom Shae Dome WUny 


CORDIALLY INVITES YOU 


TO VISIT OUR 


Diflielh Guniversary Showing 
7 


OF 


SPRING AND SUMMER STYLES 


Lhe Sevens Hlolel 


JANUARY 5, 6, 7 AND 8 


FLORSHEIM SHOES FOR MEN FLORSHEIM SHOES FOR WOMEN 


Roems FOL, FOF Rooms CDS, ODO 
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Built by Smith, PLUS in footwear ... 


FOU RANDS < 


Among the sure head- 

liners for Spring, this 

Smith Smart Shoe in 27 

Tan Cretan or Black 
Steel Calf. 


S 229, Tan 
S 429, Black 





























The preferred moccasin 
type for Summer...One 
of the new British Walk- 
ers in White Buck and 
Suntan Calf on the 
Plateau Last. 


S 1819 


The PLUS Shoes for 42 with the 
patented PLUS feature... Synchro-Flex 


construction ... will be on display in 


ROOM 430A—HOTEL STEVENS 


during the National Shoe Fair 
at Chicago 


JANUARY 5 to 8 inclusive 


The J. P. Smith Shoe Co., Chicago a Tw 
Builders of Fine Footwear For 75 Years _Seeesennan™™ clos 
Stat 

Western Headquarters, LANKERSHIM HOTEL, Los Angeles . . . . Eastern Headquarters, MWARBRIDGE BUILDING, New York City iF 
Ame 

plan 


and 


SKITS ERS ~~ 


FOR WOMEN 
proy 


Vogue —the fashion-bible of femininity makes ; 
many complimentary remarks about British tt. 
Walkers for women—shoes just right for speedy, shoe 
styleful days. See the brilliant showing for 


Spring and Summer in 


Room 430A — Hotel Stevens, Chicago 
during the National Shoe Fair B 
JANUARY 5 to 8 inclusive a F: 

gath 


ing | 


= | 


the 
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TWICE in my life, conventions of shoe men have come 
close upon declarations of war involving the United 
States of America. 

In a very few days, shoe men from all parts of 
America will converge upon Chicago. It was first 
planned as a National Shoe Fair—a meeting of buyer 
and seller to trade, under the joint auspices of the 
National Shoe Retailers Association and the National 
Boot and Shoe Manufacturers Association. It is, very 
properly, a showing of the best efforts of industry and, 
as is the custom, there follows a natural selection of 
shoes for Spring and Summer by merchants who serve 
the American public back home, in every state in the 
Union. 

But, on January 5, 6, 7, 8, 1942, it will be more than 
a Fair. It will be a Congress of all our industry—a 
gathering of the best minds in manufacturing, market- 
ing and merchandising to consider and plan for national 
and public service in footwear. 

Steady and straight the road and plain the signals: 

DO YOUR WORK—DO IT BETTER! 


BUY AND SELL IN AN ORDERLY WAY. 

DON’T OVERBUY. 

DON’T OVERSELL. 

DON’T HOARD. 

MEET YOUR RESPONSIBILITIES COURAGEOUS- 
LY AND CONFIDENTLY. 

Remember, there are men, women and children who 
need the lift to the spirit that new and useful shoes 
can give. 

We said it before and we say it now: Shoes are im- 
portant! Let nothing interfere with their movement, 
turnover and re-supply. It will strengthen you to meet 
with your fellow shoe men in Chicago, January 5, 6, 
7, 8; and, as usual, Boot anp SHoe Recorper and its 
staff will be ready to greet you in convention as in the 
shoe stores of America, with the news and views of shoes. 


Faithfully yours, 


ae Sa Oe 


PRESIDENT 
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FROM A to W—aces to winners— 
Adams to Watson—we give this 
symposium of voices beckoning us 
enter the New Year. We opened 
on a pessimistic note a year ago. 

. We could sound the key an 
octave lower but in our experience 
we find that the business years 
somehow are of a like pattern— 
success and failure closer to our 
own acts and accidents. We live, 
eat, drink and sleep and pass the 
time in worrying—the worries deep- 
en—but somehow we continue, like 
shoes—the new and the old—every 


morning on and on. 








So the book opens and men tell 
of hopes. We read from A to W 
the full measure of our trade life. 


. 7 a 

W. H. ADAMS, president - of 'R. 
H. Fyfe & Co:, Detroit, Mich., says: 

“During the month of December 
we .expect our sales to increase 
about 5% over the same month a 
year ago; this increase may be 
raised to about 10% during the 
month of January as many mer- 
chants have special sales and natu- 
rally this stimulates business. Many 
people will be paying income tax. 
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in the lower bracket this year; this 
coupled with the fact that there is 
a great transfer of labor from non- 
defense to defense work, may cause 
a curtailment of business in Febru- 
ary and the early part of March. 





However, after that we do expect 
a good run of business.” 


JOHN SLATER of J. 
Slater, New York, says: 

“Study the goal and aim for it 
with confidence and perception. 

“Never before have we needed 
so much strength to cope with the 
possibilities.” 

PAUL JONES, president of Com- 
monwealth Shoe and Leather Com- 
pany, Whitman, Mass., says: 

“As the great majority of any 
taxes we now see will be collected 
from a small minority of the people, 
it stands to reason that the majority 
of people will have more money to 
spend. Probably, also, there will 
be less of the durable goods, par- 
ticularly of the metal types, for 
them to purchase. 

“The 1942 stage is set for thor- 
oughly satisfactory retail business in 


and J. 
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men’s shoes. We do not anticipate 
it will be of boom proportions— 
there may be periods of hesitation 
—but over the twelve months the 
possibilities are greater than the 
trade has seen them for many years. 

“Within the limits of the Nation- 
al income and the necessities of the 
situation, the industry should have 
a year of large volume and livable 


profits.” 
. . * 


REUBEN STIEFEL of Goldsmith’s, 
Inc., Orlando, Florida, says: 

“It is doubtful if there was ever 
a time so difficult as now for one 


FUTURE 
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to do intelligent planning for the 
following year. World conditions 
being so topsy-turvy, never know- 
ing what the next day will bring 
forth, simply force our future ac- 
tions down to simple guessing. The 
good old U. S. A. has always found 
a way out and I am confident that 
it will do so now. Surely we will 
continue to go forward with possibly 
a little jolt or two along the road. 

“You know, I was employed for 
many years by one of the best 
and most successful merchants this 
country ever produced. Among 
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many wise things he told me, one 
was: ‘Stay on the main line. Try 
never to get over on the side track, 
because if you do, someone will 
surely go by you!’ It remains for 
all of us to take a good grip on 
ourselves and continue to stay in 
our respective field and grade. By 
doing so we certainly will prog- 


ress. 
* * 


W. J. GIBBS, JR., of Marshall 
Field & Company, Chicago, IIl., 
says: 

“It is apparent that every shoe 
manufacturer and merchant in this 
country has the most serious re- 
sponsibility in 1942 to do his part 
to maintain the high quality stand- 
ards of our shoe industry. The 
many temptations and hazards 
which will arise in this coming 
year will call for special caution to 
guard against a general ‘grading 
down’ in shoe quality. This de- 
terioration once it has started is 
difficult to check and it will have 
its damaging effect for many years 
to come, and possibly permanently. 





There must be no lack of courage 
to produce and sell quality shoes. 
This country must continue to lead 
the world more powerfully than 
ever in the production and con- 


sumption of fine footwear.” 
* om . 


HERBERT LAPE, JR., president of 
The Julian & Kokenge Co., Colum- 
bus, Ohio, says: 

“The problems of the shoe indus- 
try, both manufacturing and retail- 
ing, are becoming increasingly com- 
plex because of the pressure of our 
defense effort. Now as never be- 
fore manufacturers and retailers 
must concentrate upon that phase 
of their business that brings them 
the greatest source of profit and 
eliminate those items upon which no 
profit can be realized. 

“In a measure this is a good thing 
for all of us. We will have to be 
good business men to survive. Dur- 
ing 1942 more than ever before our 
industry will realize the necessity 
for concentration, specialization and 
efficient management.” 
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GEORGE MILLER, president of I. 
Miller & Sons, of Long Island City, 
N. Y., says: 

“I feel that progress in 1942, re- 
gardless of the world wide con- 
fusion, should be based on such 
policies and principles that make 
the selling of quality, style shoes 
an easier job for the retailer. That 
means continued good quality— 
good values—and styles that are 
in keeping with the new habits and 
trends of the American women. | 
have a great deal of confidence in 
the future of quality shoes during 
this period.” 

a. cs a 
IRVING S. FLORSHEIM, presi- 
dent of The Florsheim Shoe Com- 
pany, Chicago, IIl., says: 


ak 


= 
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“It is my personal opinion that, 
unless something unforeseen devel- 
ops, the shoe business will continue 
to be good—~certainly for the first 
few months of the new year. Em- 
ployment and wages are at a high 
level and, while some commodities 
may be adversely affected by war 
economies, other commodities will 
get more than their normal share 
of business. 

“Shoe production for the year 
1941, as we all know, is at the high- 
est level ever attained in this coun- 
try. 

“From what information there is 
available, there are plenty of shoes 
in the hands of retailers—-and we 
are strongly urging our own cus- 
tomers not to speculate but to buy 
their normal requirements and to 
reorder at a later date, if their sales 
justify additional purchases. 

“ “Caution” seems to me to be the 


proper watchword at this time.” 
* te ” 


ROGER A. SELBY, president of 
the Selby Shoe Company, Ports- 
mouth, Ohio, says: 

“These are times that try men’s 
souls. The year 1942 will be an 
opportunity for business to prove 
that it can continue to prosper. If 
we do a good, consistent job, as we 
did in 1941, few of us will have 
so much time to worry about taxes, 
priorities and the thousand and 


one annoyances which have crept 
into present day business. For our 
own organization we have estab- 
lished five basic principles: 

1. Maintain quality. 

2. Control production smoothly. 

3. Watch inventories carefully. 

4. Listen to our customers. 

5. Keep selling. 

“No one can predict what lies 
ahead, but all of us can try to ease 
our fears and doubts by applying 
our native intelligence and energies 
to the task of producing and sell- 
ing shoes—good shoes at a fair 
price.” 

* - 7 
HOWARD V. STEPHENS, presi- 
dent of Johnson, Stephens & Shinkle 
Shoe Co., St. Louis, Mo., says: 

“I am a firm believer in back- 
ing up our Government in every 
way we possibly can during the 
present emergency. The situation 
changes from day to day, and we 
must attempt to keep our business 
in such shape that we are flexible 
enough to meet all the conditions 
which the emergency makes it 
necessary for us to meet. 


“It would appear to me that we 
may look forward to increasing 
prices on all commodities and an 
item such as shoes must necessarily 
increase in price unless a change — 
is made in the quality of the prod- 
uct. In my opinion, it will be 
increasingly difficult for retailers to 
obtain certain types of merchandise 
and for manufacturers to obtain 
materials. As I see the situation 
now—there will be plenty of shoes 
made and plenty to be sold, but 
perhaps some of the more frivolous 
and unnecessary touches may be 
hard to obtain until the emergency 


4 ” 
is over. 
* * * 


PAUL KIRSH of The May Com- 
pany, Los Angeles, Calif., says: 
“Our most important job for 
1942 is to keep our two feet square- 
ly on the ground. To have our 
house in perfect order, and to have 
our ‘shock absorbers’ well oiled to 
withstand any shock that might oc- 
cur during this unprecedented year 
ahead; to do a better job of long 
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range planning will produce real 
results, in other words, we must 
learn to play our strength that 
makes for profits, and to cut out 
our weaknesses that mean mark- 
downs and losses. This will take 
real courage but will make 1942 a 
successful shoe year.” 

~ a _ 


JOS. S. STERN, president of the 
United States Shoe Corporation, 
Cincinnati, Ohio, says: 








“1942 is a MUST YEAR. The 
shoe manufacturers of America 
must meet the challenge of high 
taxes and increased costs. They 
always have met this challenge, and 
they always will meet it by continu- 
ing to produce the ultimate in shoe 
value, and by maintaining their 
unchallenged leadership in style. 

“We will do our full share in 
completely meeting the needs of our 
country in its defense plans, and at 
the same time continue the tradi- 
tional job of our industry by creat- 
ing employment and fulfilling the 
demand for a constantly improved 


product.” 
* ie * 


HAROLD C. KEITH, president of 
the Geo. E. Keith Company, Brock- 
ton, Mass., says: 

“The shoe industry faces a big 
volume year, not only in manu- 
facturing Army and Navy shoes 
but in civilian footwear, as well. 
It will, however, be a difficult year 
for the manufacturer. He will have 
a problem in securing proper raw 
materials on time. He will face 
priorities. He will have difficulty in 
obtaining and holding good shoe 
workers. He will face rising costs 
on all sides and shoes are and will 
be higher, or if prices are held 
quality will be lower. It means that 
tanners, manufacturers and _ re- 
tailers must be patient with each 
other’s problems. It is a time when 
doing business with high grade, re- 
liable houses, will pay dividends.” 

* * * 


NEWTON ELKIN of the Newton 
Elkin Shoe Company, Philadelphia, 


Pa., says: 
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“The conditions which the indus- 
try faces for the coming year will 
create new problems for most of 
us. Probably the most difficult one 
will be the maintenance of quality 
standards for those who operate on 
a standard of quality basis. The 
first responsibility the industry has 
with its customers is to keep Faith: 
Number one: to maintain quality 
standards wherever possible and 
Number two: to make no mislead- 
ing statements where quality stand- 
ards cannot be maintained. There 
will undoubtedly be an increased 
demand for all kinds of merchan- 
dise. Let us do all that we can 
to meet it; but above all keep 
FAITH.” 
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MAXEY JARMAN, president of 
General Shoe Corporation, Nash- 
ville, Tenn., says: 

“It is my prediction that 1942 
will be the largest year in the his- 
tory of the shoe business—both in 
number of pairs and in dollar vol- 
ume. Increasing costs will continue 
to force higher prices, but there 
will be such an important demand 
for merchandise that this will not 
halt the increase in volume of busi- 


ness. 
e # & 


M. A. MITTELMAN of M. A. 
Mittelman Co., Cleveland, Ohio, 
says: 

“In 1942 it will be the task of 
every business man to put his house 
in order. The demands of the de- 
fense effort, the imminence of new 
taxes and the threat of higher prices 
make it necessary for each to plan 
most carefully for 1942. As shoe 
merchants, there is not very much 
that we can do to directly assist in 








building the defenses of our coun- 
try. But we can and must arrange 
our affairs so as to meet any situa- 


tion that may arise.” 
* sm a 


MERRILL A. WATSON, executive 
vice-president of the Tanners’ 
Council of America, says: 

“Under the stimulus of an in- 
tensified war economy, 1941 pro- 
duction reached unprecedented 
levels, almost 500 million pairs of 
shoes being made. In spite of the 










problems and obstacles arising out 
of the war, tanners succeeded in 
meeting the record demand for 
leather. The requirements of the 
defense program and of civilian 
life were filled with minimum de- 
lay. 

“Apart from any restrictions or 
difficulties which may arise out of 
war developments, the salient ques- 
tion before the industry is the ex- 
tent of inventory accumulation. 
Shoes have been made in excess of 
actual retail sales. In part, this was 
necessitated by greater consumer 
demand and turnover. However, 
the excess production also repre- 
sented protective buying and stock 
building. Consequently, the exist- 
ence of larger shoe inventories 
provokes a question of immediate 
interest to all factors in the shoe 
and leather business. Sooner or 
later merchandising must eschew 
speculation in future prospects and 
be governed by the realities of 
daily business.” 





























“No, thanks, | just wanted to check up and be sure my own shoes are really exclusive.” 
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CHRISTMAS IN AMERICA 


Perhaps this was the thought that illumined 
the bright eyes and smiling face of little four- 
ear-old Hanna Pilarski, formerly of Warsaw, 
‘oland, as this picture was taken the day she 
arrived with her mother at Jersey City, N. J., 


bound for Montreal, where they will stay until 
Poland smiles again. She'll need her boots 
and warm clothing in Canada, and the dog, 
whose name is Kret, can use his blanket too. 
A happier hemisphere than the one they left 
extends the season's most cheerful greeting. 
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LOOK FOR SPECIAL “SHOE STORE 
OF THE FUTURE" SECTION: IN 
THIS ISSUE OF THE RECORDER 





Point of Sale. 


by GENE BURKE 


Let's Look First at the Shoe Store, 
Where Merchandise Meets the Criti- 
cal Inspection of Customer at the 


Recorder Offers One Hundred Suggestions 


for Better Storecraft in the Coming Era of Retail Progress 
and Advancement. If You Plan Store Changes Study These. 


1. If your shoe store is not of the modern type, by all 
means bring it up to date. But remember we are in an 
unstable design era. Do not design your store with the 
hope it will remain up-to-date beyond seven years. 

2. A half-modernized store may be worse than the 
one you have now. By contrast, it will make the other 
half look bad, which only draws the public attention 


to the old. 
3. Do not be too eager to do something just because 


it is different. The public must usually be educated to 
unconventional things. 

4. The so-called “modern” design is not a passing 
fancy. It is here to stay but it will have the rough spots 
ironed out of it with time. 

5. Remember you are selling shoes and the store 
front should dramatize the shoes by creating a setting 
for your merchandise. Store fronts are not meant merely 

[TURN TO PAGE 146, PLEASE] 






































SHOE manufacturing in the United States reached a 
new peak of productive efficiency in 194], and that 
fact unquestionably affords cause for congratulation in 
a year when the national emergency demanded the 
utmost in effort from every industry supplying essential 
products required for national defense. 

Not only have shoe manufacturers answered every 
call for shoes to meet the requirements of the armed 
services, running into many millions of pairs, but they 
have continued to serve the needs and desires of the 
civilian population with little if any reduction in the 
variety of styles offered a fashion-minded public and 
no lowering in the quality of service rendered. While 


it is probable that the war, if long continued, may 
call for some simplification in styles of shoes worn 
by the public, there seems to be no immediate cause 
for apprehension that the shoe needs of the American 
people, in the coming year or any year, will suffer 
from any serious lack of serviceable, attractive foot- 
wear, purchasable within the means of the average 
citizen. 

Nor need the industry concern itself greatly with 
the need for immediate markets while the emergency 
continues.* Requirements of the Army and Navy and 
the needs of a civilian population more liberally sup- 
plied with purchasing power than at any time since 
the boom years following the last war, should not 
only provide a fairly constant demand for the output 
of shoe factories, but should also make it possible 
for manufacturers and merchants to educate the 
public to a better appreciation of the values and 
quality of shoes than has ever existed up to this time. 
Beyond this there is the unknown quantity of demand 
to satisfy the needs of Britain, Russia and other 
nations during the emergency and in the years imme- 
diately following the war. 

Emergencies, however, must eventually come to an 

| TURN TO PAGE 118, PLEASE] 


*A Washington forecast recently published in the Wall 

Street Journal in connection with probable demands upon 

the woolen industry for uniforms for the armed forces, 

predicted an increase in the size of the United States Army 

up to five million and possibly eight million men. On this 

basis, Army shoe requirements might rise to a total of 
from 30.000,000 to 60,000,000 pairs per year. 


so ‘ # The Shoe Industry Of 
The Future Find Consumption 
Outlets At Home and Abroad That Will Absorb The 
Increased Output Of A Highly Competitive Industry? 














1942 
CLIMAX 

OR 
ANTI-CLIMAX? 


IN many respects 194] was the most eventful year the 
shoe industry of the United States has encountered. Far- 
reaching international and domestic events catapulted 
the industry out of its normal channels. A defense boom 
of gigantic proportions stimulated production to un- 


precedented levels. And yet in the face of the most 
feverish activity ever witnessed in the shoe factories of 
the nation, the smokescreen of uncertainty is thick on 
the horizon. Will 1942 be climax or anti-climax? 

At the end of one year and the beginning of another, 





AN ANALYSIS OF THE ALL-TIME PRODUCTION 
RECORD OF THE INDUSTRY IN 1941 AND ITS 
CHALLENGE TO THE FUTURE 


the background of fact in the shoe industry is more im- 
portant than ever. The salient facts of the industry’s 
record in 194] are— 


Production 


Normally, shoe production follows the comparatively 
stable course of consumer goods industries, stable in 
contrast with the erratic fluctuations of the heavy or 
capital goods industries. Nothing better illustrates the 
relative stability of shoe output in the past than the 
violent upswing of 1941. When the final data are avail- 
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able, production will be recorded at close to 500 million 
pairs, an increase of almost 80 million pairs from the 
previous record year. Every category of production 
participated in this record-breaking performance, men’s 
and women’s shoes, misses’, boys’ and children’s shoes, 
slippers and sandals, and even the catch-all of miscel- 
laneous types not otherwise classifiable. 

What were the factors which contributed to the ex- 
traordinary 194] output? Three are dominant: First, 
the stimulus of rising national income and increased 
purchasing power; second, defense production; and 
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finally, the ominous element of inventory accumulation. 


Shoe production responds to changes in national in- 
come levels—which reflect employment and payrolls— 
by parallel changes in the dollar volume of shoe output. 
This relationship is plainly indicated by the accompany- 
ing chart which traces dollar shoe output and national 
income back to 1926. It is important to note that aver- 
age price times pairage makes total dollar volume. If 
national income moves up and shoe prices remain un- 
changed, then pairage will increase dynamically. But 
when prices of footwear begin to increase, fewer pairs 
are needed to yield an equivalent dollar total. 

Granting that the equation of national income and 
the dollar volume of shoe production is by no means 
absolute, it offers at least a partial clue to the produc- 
tion of 1941. With payrolls touching the best level in 
a decade, with farm income exceeding $11,000,000,000, 
purchasing power in the nation began to clamor for 
goods. Since shoes were and are cheap, the rise in na- 
tional income and the accompanying increase in dollar 
volume of shoe output was reflected mainly in pairage. 
In comparison with other goods, in contrast with the 
cost of living, low shoe prices have continued to offer 
extreme relative value to consumers. 

Disregarding for a moment the other reasons respon- 
sible for the huge gain in production, it is worthwhile 
noting the significant points in the 1941 output data. 
With a production of 500 million pairs, the per capita 
output soared to 3.77 pairs; the high water mark had 
previously been set in 1939 with 3.23 pairs per capita. 
As always per capita output of women’s shoes led all 
the rest and reached 3.9 pairs in 1941. Men’s shoe pro- 
duction, exclusive. of the footwear produced for Govern- 
ment account, was equivalent to 2.37 pairs per capita. 
Since 1923, production for the male of the species had 
never exceeded an average of 2.23 pairs per capita. New 
production marks were set also in the other categories, 
in misses’, boys’, and infants’ shoes, in slippers and mis- 
cellaneous footwear. 


Shoes for the Services 
In spite of the industry’s growing contribution to the 
defense program, the per capita output records in 1941 


represent commercial shoes only. Shoes for the Army 
and Navy, for the Marines and the Air Corps have 
boosted the total production, but are not included in 
the breakdown by types. Production of footwear for 
the Government in 194] was the largest since 1918. Ap- 
proximately 15 million pairs were made for the various 
services and by the close of the year, shoe factories were 
delivering almost one and a half million pairs monthly 
to the Government. 

Included in the production of military shoes are a 
notable diversity of specialized types. While the Army 
service shoe still accounts for the bulk of Government 
orders, manufacturers are turning out shoes for the 
Navy and Marines, boots, arctic footwear, shoes for 
aviators, flying cadets and nurses. Moreover, the private 
and the non-com are now outfitted with a new Garrison 
shoe for off-duty hours. It can be said without any quali- 
fication that the fighting men of the United States are 
the best shod in the world. 


Government Shoe Purchases 
(In pairs) 
1917—20,000,000 
1,650,000 1940 
1,238,000 1941* 
*Preliminary 


6,800,000 
15,000,000 


1938 
1939 


Consumption 

Are the facts of production duplicated by the facts of 
shoe consumption? The answer is no. Although the 
surge of consumer buying in 194] lifted shoe retailers’ 
volume to new records, retail sales did not increase to 
the same extent as production. Heavy sales gains were 
made early in the year, but the rate of increase tapered 
off in the second half. 

No single factor can be isolated to account for the 
relative comparison of consumption and production. It 
is only a relative comparison, of course, because con- © 
sumption in pairage was by far larger than in any 
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previous year. During the preceding three years, con- 
sumption had shown exceptional stability for an in- 
herently stable industry merchandising a product to 
meet a staple demand. The actual gain in consumer de- 
mand during 1941 was one of the sharpest ever wit- 
nessed. Consequently, the failure of consumption to 
equal output serves to highlight the extraordinary na- 
ture of production in 1941. 

On a per capita basis, consumption in 1941 indicates 
that consumers reached a new high in the shoe standard 
of living. The average for all shoes was 3.34 pairs per 
capita, a large gain from the 1939 rate of 3.15 pairs. 
Consumption of women’s shoes led all other types in 
total as well as in per capita ratio. Yet, surprisingly, 
the gain in women’s shoe consumption appeared to be 
considerably under trade expectations. It is uncertain 
whether the industry itself may not be partly responsible 
for the sluggish tendency in the women’s shoe trade. 
There seemed to be evidnce, at last, of a plethora of 
staples in the Fall of 1941, and an absence of sufficiently 
new styling or treatment to give an added lift to demand. 

Apprehensions felt last year that induction of almost 
two million men into military service would impair sales 
have certainly not been borne out. Per capita consump- 
tion of men’s shoes was the largest in many years and 
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the gain was concentrated in dress rather than work 
shoes. The gains in misses’, in boys’ and infants’ shoe 
sales were particularly marked. Apparently, increased 
wages and farm income are expended upon the younger 
generation even more rapidly than for adults’ require- 
ments. There is another reason of longer term sig- 
nificance. Prophets of race suicide who have vied with 
one another in dismal predictions on the falling birth 
rate may yet be refuted. The number of infants in the 
nation increased in 194] after years of slight but steady 
decline. Should the birth rate rise or even remain con- 
stant, there will be more children’s feet to shoe rather 
than less. 

Expenditure of supernumerary income appears to 
make itself most clearly felt in the demand for slippers, 
beach sandals and the other kinds of footwear which 
are thrown into the statistical catchall—miscellaneous. 
More of this class of footwear was sold in 1941 than in 
any previous year. There may be some ground for be- 
lieving that development of this market does not entirely 
represent added volume, but that in some respects the 
play shoe, the versatile moccasin slipper or kindred foot- 
wear affect demand for the more conventional types. 

[TURN TO PAGE 100, PLEASE] 


PER CAPITA PRODUCTION AND CONSUMPTION 
All Shoes Made Wholly or Partly of Leather 
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AND MORE THAN EVER BEFORE, SHOE MEN WILL LOOK TO THE NA- 
TIONAL SHOE FAIR IN CHICAGO FOR GUIDANCE IN FACING THE PROB- 
LEMS OF THE YEAR 1942—PROMINENT SPEAKERS ON THE PROGRAM 


CONDITIONS arising out of the national emergency 
promise to make the coming National Shoe Fair, to be 
held at the Stevens Hotel, in Chicago, January 5, 6, 7 
and 8, 1942, the most important since the custom was 
inaugurated of holding these national gatherings of the 
industry under the joint auspices of the National Shoe 
Retailers Association and the National Boot and Shoe 
Manufacturers Association. 

Uncertainty as to what lies ahead in styles and prices, 
interest in the outlook for leathers, materials and colors, 
as well as a desire to be better informed about the gen- 
eral business situation and the effects that the war is 
likely to have on shoe manufacturing and shoe retail- 
ing, promise to bring an unusually large attendance to 
Chicago next month. The Stevens Hotel, headquarters 
of the National Shoe Fair, will as usual be filled with 
the exhibits of shoe manufacturers and the makers of 
accessories, machinery, materials and store equipment. 

In addition, the Fair management looks forward to 
an unusually large attendance of retail merchants and 
buyers. Several weeks ago the management issued a 
statement advising those merchants who had not already 
arranged for hotel reservations to do so at once, and 
that advice is even more urgent today for those who 





are planning to attend the Fair and who have not made 
provision for sleeping rooms. The fact that another 
large trade gathering is to be held in Chicago the same 
week makes it evident that hotel facilities will be strain- 
ed to capacity limit. 

Program of the coming National Shoe Fair will fol- 
low, in a general way, those of previous years, with op- 
portunity afforded to merchants and buyers not only to 
inspect a wide variety of styles in all sorts of shoes for 
Spring and Summer selling, but also to attend merchan- 
dising clinics at which problems of store management. 
accounting, stockkeeping, advertising, promotion, dis- 
play and many other topics will be discussed by experts 
in those fields. 

Noonday luncheons will, as in other years, attract 


capacity crowds of merchants, manufacturers and sales- 
men, eager to hear the last word on vital subjects of 
the day from the lips of top-notch speakers, ably quali- 
fied to discuss their chosen topics. These luncheons will 


be held on Monday, Tuesday and Wednesday. The 
opening luncheon program on Monday will be devoted 
to fashions, featuring a tabloid style revue that will 
show trends in Spring styles. 

[TURN TO PAGE 144, PLEASE] 
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MONDAY NOON, JANUARY 5—12:20 O'CLOCK 


OPENING MEETING AND JOINT LUNCHEON 
NATIONAL SHOE FAIR 


12:20 o’clock—Grand Ballroom—Stevens Hotel (2nd Floor) 
(All Shoe Men Invited) 


Co-Chairmen of Meeting 


Carl Burgstahler, President, National Shoe Re- 
tailers Association 


L. V. Hershey, Chairman of Board of Directors, 
National Boot & Shoe Manufacturers Association 


Mr. Burgstahler, Presiding 
ReTaiLers’ WELCOME ...................-L. V. Hershey 
President National Shoe Retailers Association 


MANUFACTURERS’ WELCOME L. V. Hershey 
Chairman of Board of Directors, National Boot & 
Shoe Manufacturers Association 





“ca 


SHOR FAIR « 


Presenting 
A STYLE SHOW 
“Hicu, Low anp Jacx-Up Sages” 
Directed by, and Appearing as Commentator 


MISS ELIZABETH AMBROSE 


Fashion Editor, VW oman’s Home Companion 


Selecting the intriguing title “High, Low and Jack-Up 
Sales,” Miss Ambrose will bring to her listeners a prac- 
tical, basically sound style discussion, seasoned with an 
experience of many years intimately associated with the 
shoe industry. With a wide knowledge of leathers, shoes 
and consumer-selling appeals, Miss Ambrose brings to the 
shoemen on the opening day of the Fair a style story quick- 
ly absorbed and factually aceurate. 

The Fashion Staff of the Woman’s Home Companion has 
assisted in planning the style show. What shoes are wanted, 
and what shoes should be worn with what clothes, becomes 
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a part of the responsibility of Miss Ambrose, as Fashion 
Editor, in interpreting fashions for 5,870,000 readers of 
the Woman’s Home Companion. 

Shoemen will come to the style show with eager ears to 
hear a style story streamlined for a parade of bewitching 
models wearing Spring and Summer fashion footwear with 


authentic clothes. 

Advance luncheon tickets will be sold at Headquarters 
Booth, National Shoe Retailers Association, Michigan Ave- 
nue Lobby, Stevens Hotel, and at entrance to Grand Ball- 


room, Stevens Hotel. 


MONDAY THROUGH WEDNESDAY—ALL DAY 


Boulevard Room, Booth Display Floor, 2nd Floor, 
Stevens Hotel 


EXPENSE CONTROL AND STORE MANAGEMENT 
CLINIC 
Consultation Hours: 9:30 to 12:00 Noon; 2.30 to 5:00 P. M. 

Consult these business specialists on new management 
problems—new taxes—new operating expenses. 

These recognized authorities, members of the faculty, 
Northwestern University, School of Commerce, will gladly 
advise you without cost. 

Professor Delbert J. Duncan—In charge of all re- 
tailing courses, N. U. 

Professor James R. Hawkinson—Asst. Dean of 
School of Commerce, N. U. 

Professor Chester E. Willard—Dept. of Organiza- 
tion Marketing, N. U. 


MONDAY THROUGH WEDNESDAY—ALL DAY 
Boulevard Room, Booth Display Floor, 2nd Floor, 


Stevens Hotel 


MONDAY THROUGH WEDNESDAY—ALL DAY 


Boulevard Room, Booth Display Floor, 2nd Floor, 
Stevens Hotel 


STORE MODERNIZATION CLINIC 


Consultation Hours: 9:30 to 12:00 Noon; 2:30 to 5:00 P. M. 
Are you going to modernize your store? Is it possible 
to secure materials? What substitutes are available for 
exterior—interior modernizing? What about lighting? Is 
it possible to install air-conditioning? Get the answer to 
these and other problems by consulting nationally known 
authorities without cost or obligation. 
Robert L. Pioso—Architect and Store Designer of 
the firm of Pioso-Peterson and Associates, 
Architect, Chicago, II. 
Karl E. Peterson, Store Consultant, Architect De- 
signer of the firm of Pioso-Peterson and As- 
sociates, Architects, Chicago, Ill. 


TUESDAY NOON, JANUARY 6—12:20 O’CLOCK 
LUNCHEON MEETING 


NATIONAL SHOE FAIR 


12:20 o’clock—Grand Ballroom—Stevens Hotel (2nd Floor) 
(All Shoemen Invited) 
Presiding 
Carl Burgstahler, President 


National Shoe Retailers Association 
Presenting 


HAROLD M. FLORSHEIM 


Former Chief, Shoes and Leather Products Section, Divi- 
sion of Purchases of OPM, where he served eight months 
as head of this office. He recently resigned as active head 
of this office to return to private business, but will remain 


IOTEL STEVENS + CHICAGO * JANUARY 5-6°7-8 


% 


Jointly Sponsored by the National Shoe Retailers Association and the 
National Boot and Shoe Manufacturers Association, the Industry's 
Great Official Gathering Presents a Program of Extraordinary Interest 


SALES PLANNING—SALES PROMOTION 
CLINIC 
Consultation Hours: 9:30 to 12:00 Noon; 2:30 to 5:00 P. M. 
A rare opportunity to discuss your sales promotion and 
sales training problems with a group of experienced ad- 
vertising leaders. These experts on proven promotions will 
advise you. 
Michael Murphy—Secretary, Sales and Advertis- 
ing Manager, Krupp & Tuffly, Inc., Houston, 
Texas. 
C. Benjamin Rush—Advertising Authority and 
Sales Promotion Specialist. 
Robert A. Gallagher—Lay-out and Art Authority. 
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attached to Division of Purchases of the OPM as a member 
of the Division’s Advisory Committee. Hear the story of 
shoes and leather products and government's attitude to- 
ward industry. 

Advance luncheon tickets on sale at Headquarters Booth, 
National Shoe Retailers Association, Michigan Avenue 
Lobby, Stevens Hotel, and entrance to Grand Ballroom. 


WEDNESDAY NOON, JANUARY 7—12:20 O'CLOCK 
LUNCHEON MEETING 
NATIONAL SHOE FAIR 
12:20 o’clock—Grand Ballroom—Stevens Hotel (2nd Floor) 
(All Shoemen Invited) 
[TURN TO PAGE 246, PLEASE] 
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WHO'S WHO 
AT THE 
SHOE FAIR 


OFFICIAL LIST OF EXHIBITORS FOR 
THE NATIONAL SHOE FAIR AT 
STEVENS HOTEL, IN CHICAGO, 


SPONSORS: NATIONAL SHOE RETAILERS ‘ASSOCIATION a 
Ind RATONAL BOOT & SWOE MANUFACTURERS ASSOCATION ; 


STEVENS HOTEL 





CHICAGO 


The list of exhibitors includes all firms whose 
applications were received at National Shoe 
Fair Headquarters in Chicago, and assign- 
ments made on or before December |. 

Room 
AAA X-Ray Company 
Display Space—Booth Area 

Miiwaukee, Wis. 

Acme Boot Co.......... 

Clarksville, Tenn. 

Acme Shoe Company 

Cleveland, Ohio 
Adams Bros. .. 

Pittsfield, N. H. 
Adler-Jones Co., 

Chicago, Ill. 
Air Film Shoes 

Milwaukee, Wis. 

Advance Wool Skin Shoe Co. 
Chicago, Ill. 
Air-Kushin Shoes, 

Cincinnati, Ohio 
Air Poise Shoe 

Auburn, Me. 
Air-Tred Shoes, Inc... 

Auburn, Me. 

Alberts Shoe Co..... 
Middleboro, Mass. 
Alden, C. H., Shoe Co. 

Brockton, Mass. 

Algy Shoes 

Everett, Mass. 

Allen Edmonds 

Belgium, Wis. 

Allied Shoe Co... 

Elgin, Il. 

Altman Bros. Shoe Mfg. Co..752A-753A-754A 

Cincinnati, Ohio 
American Felt . 604 

Glenville, Conn. 

American Girl Shoe Co. 

Springville, Me. 
American Shoemaking 

Boston, Mass. 


742 
1357A 
862 
The Booths 15-16 
. 646-717A 
835A-836A 


Inc... . 848A 


.560 
2320A 
1412 
941-942 
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Room 


Ansin Shoe Mfg. Co. ....... . 1113-1155-1156 


Athol, Mass. 
Anwelt Shoe Mfg. 
Athol, Mass. 
Arch-O-Graph Co. 
St. Louis, Mo. 
Arch Preserver Shoes .... 
Portsmouth, Ohio 
Armstrong, D., & Co., Inc. 
Rochester, N. Y. 
Arnold Bros. & Co.... 
East Weymouth, Mass. 
Arnold Authentics (for women) 
(For men) 
South Weymouth, Mass. 
Arrow Decorating & Fixture Co. 
Philadelphia, Pa. 853A-854A-Booth 12 
Ascutney Shoe Corp... 1233-1236 
Hudson, Mass. 
Ashe, George, Shoe Co. 
Everett, Mass. 
Athletic Shoe Co., The 
Chicago, Ill. 
Atkinson Shoe Corp. 
Boston, Mass. 
Avon Sole Co. 
Avon, Mass. 
B & B Shoe Co. 
Chicago, Ill. 
B & C Shoe Co. 
Manchester, N. H. 
B & W Footwear Co., Inc. 
Webster, Mass. 
Badger Glove & Slipper Co. 
Milwaukee, Wis. 
Bally, Inc. 
Switzerland 
Bancroft Walker Co. 
Third Floor—Rooms |! and ? 
Waltham, Moss. 
Banister, James A., Co.... 
South Weymouth, Mass. 


Co.... 1113-1155-1156 
Booth 10 

757 
2339A-2340A 
561A 


.615A 
617A 


959A 
733A-734A 
1203A 

.. 764 
851-852 
1I55A 
1254A-1255A 
1137 


Suite 2305A 


5, 6, 7 AND 8, 1942 


Room 


Banner Slipper Co., Inc . .T30A 
Honesdale, P. 

Baris Shoe Co., Inc... . 

New York, N. Y. 

Barker Shoe Co.. 
Lewiston, Me. 

Barr & Bloomfield Shoe Mfg. Co. 
Seabrook, N. H. 1241A-1247A 

Barrett Shoe Co. 101 1-1012-1013 
Frankfort, Ky. 

Bass, G. H., & 
Wilton, Me. 

Bates Shoe Co. 
Webster, Mass. 

Beaudin, L. E., Shoe Co.. 
Hanover, Pa. 

Beaufort Products Co. 
Harrisburg, Pa. 

Beauty Rest Slipper Co., Inc 
New York, N. Y. 

Beckerman Shoe Corp. 
Boyertown and Kutztown, Pa. 
Beker & Friedman Shoe Co., Inc. 

Brooklyn, N. Y. 

Belcher, Geo. E., Last Co. 
Stoughton, Mass. 

Bellaire Shoe Co. 

Portland, Me. 

Belle-Craft Slipper Corp. 
Brooklyn, N. Y. F 

Belle Meade Shoes 
Nashville, Tenn. 

Belleville Shoe Mfg. Co. 
Belleville, til. 

Berte Shoe Styles. . 

New York, N. Y 

Best Shoe Co., Inc. 
Boston, Mass. 

Betty Barrett Shoe Co. (Div. 
General Shoe Corp.) 
Frankfort, Ky. 

Bickford Shoe Co.... 


Jamaica Plain, Mass. 


1311-1312 
.. 1082 


Co. TI3A 
556 
1161-1162 

. .836 

1164 
850A-851A 
2303A 
931A-938A 
734-736 

.. 1232 
509A 

737 

916 


1307-1308 


1011-1012-1013 
1128-1129 
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Billiken Shoemakers (Div. of Craddock- 
Shoe 


Terry Shoe Corp.).................. 818A 
Lynchburg, Va. 

Bloom Bros. Co... 1233A-1234A-1235A-1236A 
Minneapolis, Minn. 

Blue Ribbon Shoemokers 

804A-805A-806A-807A-808A 

St. Louis, Mo. 

Blum Shoe Mfg. Co.............. 839A-840A 
Dansville, N. Y. 

Boot & Shoe Recorder... .. 814A-Booth I! 
New York, N. Y. 

Boston Novelty Shoe Corp... ....... 1314-1355 

nm, Mass. 

Bostonian Footsaver Shoes........ 512A-5I13A 
Whitman, Mass. 

Bourbeuse Shoe Co.............953-954-955 
Union, Mo. 

Bourque Shoe Co., The................ 1112A 
Raymond, N. H 


. 1039A-1040A-1056A- 
1057A-2404-2405-2406 


Boyd-Welsh, Inc. ...:. 
St. Louis, Mo. 


Braver Bros. Shoe Co....... 1003-1004-1005- 
St. Louis, Mo. 1007-1009-1010 

Bridgewater Workers eenes. 00 
PPT See ee ‘ ..1225A 


Bridgewater, Mass. 


Brilliant Bros. Co. IZTIA-I312A 
Boston, Mass. 
British Shoes Ltd... Se ee 
London, England 
Brooks, Wm., Shoe Co. ya's 
Nelsonville, Ohio 
Brown Company .. Roca 1115 
Berlin, N. H. 
Brown, H. H., Shoe Co., Inc.... 624 
Worcester, Mass. 
Brown Shoe Co... . . .800-801-802-803-810-81 1- 
801 A-802A-803A-809A-810A-8I1A 
St. Louis, Mo. 
Buek Shoe Corp....... : 930A 
Philadelphia, Pa. 
Burg, A. S., Co........ eP ..... 0154 
Boston, Mass. 
Burtron Shoe Co..... ...1221 
Farmington, N. H. 
California Leisure Inc. iso Sans ee 


Los Angeles, Calif. 
California Shoes, Ltd. 
Los Angeles, Calif. 


-916A-928A-929A 


Cambridge Rubber Co .. 11O7A-1108A 
Chicago, Ill. 

Cantilever Ground Gripper Shoes. ..... 761 
Portsmouth, Ohio 

Capitol Shoemakers ... ike oe 
Charleston, Ill. 

Carleton, Geo. F., & Co., Inc..........1128A 


Haverhill, Mass. 

Carlisle Shoe Co...West Ballroom—3rd Floor 
Carlisle, Pa. 

Carmo Shoe Mfg. Co... 1000-1001A-1002A- 
Union, Mo. 1010A-1059A-1060A-1061A 

CIE OE oo oda, cn coeds .. 542A 
Los Angeles, Calif. 

Central Slipper Co., Inc.............1109A 
Wilkes-Barre, Pa. 

Charlsam Footwear Corp. .1251A-1252A-1253A 


Brooklyn, N. Y. 

Chelmsford Shoe Co. IISOA-IISIA 
Derry, N. H. 

Church & Co., Ltd. 648A 
Northampton, England 

Church's British Shoes 648A 
New York, N. Y. 

Clapp, Edwin, & Son, Inc. 637 
East Weymouth, Mass. 

Clark Shoe Co...... 444A 
Auburn, Me. 

Clayton, A. C., Printing Co. .... 1058A 
St. Louis, Mo. 

Clickstein —_ ee es ee FS 1310 
Boston, M 

Cobblers, — of Calif. 725A-726A 
Los oe, Colif. 

Cohen, 3 Song 1309A 
soy 

Cohen, M., “i "Sots Shoes, Inc. pa 


Brooklyn, N. Y. 
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Ce AO. os cw ta hon dens s 1152A 
Freeport, Me 

Se SSR een, hey 1350 
Norway, Me 

Collingwood Shoe Co., Inc............. 507 
Endicott, N. Y. 

Comfort Sandal Mfg. Co., Inc......... 1129A 
Long Island City, N. Y 

Comfort Slipper Corp............... 1167A 
Fitchburg, Mass. 

Commonwealth Shoe & Leather Co. 
Whitman, Mass. 5I2A-513A 

Compo Shoe Machinery Corp... .1200-1201A 
Boston, Mass. 

Conformal Footwear Co . 901-902 
St. Louis, Mo. 

Connell, J. M., Shoe Co............... 666A 


South Braintree, Mass. 

Connolly Shoe Co., Inc.. .. otk 1231A 
Haverhill, Mass. 
Connolly Shoe Co... 533A-534A 

Stillwater, Minn. 
Conrad Shoe Co...... ~ . 537A 
North Abington, Mass. 
Consolidated Nat'l Shoe Co. 
634-635-635A-636A- | 204-1 205-1 206- 
1207-1204A-1205A-1206A-1207A 
Boston, Mass. 


Consolidated Slipper Corp. 1260A-1261A 
Malone, N. Y. 

Continental Shoe Corp. .....1207A 
Portsmouth, N. H. 

Cool-Ees ...... = .626A 
Pasadena, Calif. 

Cooper, S., Mfg. Co... ..... 154A 
New York, N. Y. 

Corbin, B. A., & Son Co. gee 
Marlboro, Mass. 


Coronet Shoe Corp. .1213A-1214A 


Haverhill, Mass. 


Cosmos Footwear Corp. . 1239-1240-1254 
Brooklyn, N. Y. 

Creative Footwear : eee 
Boston, Mass. 

Crescent Shoe Co. _1333A-1334A 
New York, N. Y. 

Crosby Square, The House of 642-647 
Milwaukee, Wis. 

Crystal Fixture Co. Booth 8 
Chicago, Ill. 

Curtis Shoe Co., Inc....... 549 
Marlboro, Mass. 

Curtis-Stephens-Embry Co... .704A-705A-706A 
Reading, Pa. 

Cushman, Charles, Co. 747-750-1 119A 
Auburn, Me. 

Dalsan, Inc. 1053A-1054A 
Dolgeville, N. Y. 

Darex Shoe Products ...... 1258 


Cambridge, Mass. 
Darling, L. A. Co. 

Bronson, Mich. 
Dartmouth Shoe Co. 

Brockton, Mass. 


Booths 19-20-21-22-23 
1104A-1105A-1 106A 


David Brown Shoe Co. 1301-1302 
Baltimore, Md. 

Davidson Shoe Co...... 507A 
Nashville, Tenn. 

Dovis, H. E., Shoe Co...... 139A 
Freeport, Me. 


De Liso Debs. West Assembly Room, 3rd Floor 
St. Louis, Mo. 


Derman Shoe Co. 621-622-623 
Milford, Mass. 

Desco Shoe Corp. 1033A-1034A 
New York, N. Y. 

Devine & Yungel Shoe Mfg. Co....... . 106! 
Harrisburg, Pa. 

Dewey & Almy Chemical Co. a, 


Cambridge, Mass. 
Dickerson, The Walker T., Co. 
North Assembly Room—3rd Floor 
Columbus, Ohio 
Dobrein, M., & Sons... 1360A 
Booston, Mass. 





Room 


Dodd, Dorothy Shoe Co. 
939A-940A-950A-95 | A-952A-953A-954A 


St. Louis, Mo. 

Doerman Shoe Mfg. Co................738A 
South Milwaukee, Wis. 

Dominion Shoe Co...... 716 
Nashville, Tenn. 

Douglas, W. L., Shoe Co. ibaa vee 529 

. Mass. 

Dover Shoe Mfg. Co. 1211-1212 
Somersworth, N. H. 

SL MS in Sub avewcs ceeccseccns 648A 
New York, N. Y. 

Drew, The Irving Corp................. 421A 
Lancaster, Ohio 


Dunn & McCarthy, Inc. 
704-705-706-707-708-709 


Auburn, N. Y. 

Eagle Shoe Mfg. Co... . .960A-961A 
Everett, Mass. 

Eastern Footwear Corp. .. 1215-1216-1230 


Dolgeville, N. Y. 
Eaton, Charles A., Co. 532A 
Brockton, Mass. 


Edgewood Shoe Factories 721A-722A 
Atlanta, Ga. 

Edwards, J., & Co. 701-702 
Philadelphia, Pa. 

Elite Shoe Co..... . 1339-1340 
Norway, Me. 

Empire Specialty Footwear Co. 
Endicott, N. Y. 435A-440A-453A 

Endicott Johnson Corp................ 660 
Endicott, N. Y. 

Endicott Johnson (Women's 
Novelty Division) IZ11A-1212A 
Johnson City, N. Y. 

Endicott Johnson Corp. 664-666 


Endicott, N. Y. 
Enna Jettick Shoes, Inc. 
704-705-706-707-708-709 


Auburn, N. Y. 

Ennis, John, Inc. . .626 
Brooklyn, N. Y. 

Ephrata Shoe Co. B816A-817A 
Ephrata, Pa. 

Evans’, L. B., Son Co. 661A 
Wakefield, Mass. 

Excel Shoe Co.... lan ..1241 
Lynn, Mass. 

Exeter Shoe Mfg. Co. 1238 
Exeter, N. H. 

Fairchild Publications Booth 6 
New York, N. Y. 

Fairfield Shoe Co. 766 
Columbus, Ohio 

Farmington Shoe Mfg. Co. 520 
Dover, N. H. 

Fashion-Bilt Shoe Co. 831A-838A 
Pontiac, Ill. 

Federal Shoe, Inc. 1150 
Lewiston, Me. 

Fein & Glass, Inc. 859A-860A 
Reading, Pa. 

Fern Shoe Co.. The 904-905-906 
Hollywood, Calif. 

Field & Flint Co... 663A-664A 
Brockton, Mass. 

Fikany Shoe Co. of New York, Inc. 925-926 
Rochester, N. Y. 

Fisher Shoe Co. 1259A 
Hudson, Mass. 

Fitchburg Shoe Mfg. Co. 1113-1155-1156 


Fitchburg, Mass. 

Fleisher Shoe Co. ee 1250A 
Manchester, N. H. 

Flex-Walker Shoe Co. 
Athol, Mass. 

Florsheim Shoe Co 
Chicago, Ill. 

Foote, The John, Shoe Co. 1021 
Brockton, Mass. 

Ford Shoes 2312 
Brooklyn, N. Y. 

Forest Park Shoe Co. 
St. Louis, Mo. 804-805-806-807-808-809-92! 

(Turn to page 126, please) 
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“DAYLONG” means a long day . . . at tailored and they are certainly not dressy. 
least that’s the way we figure it...and They're just shoes . . . shoes for shopping 
shoes for all the 10 or 12 daytime hours and marketing; shoes for the office; shoes 
must include a great number of styles and for meeting the 5:15 or mid-week lunching 
types. With every new season the old class- at the Club; shoes for tweeds and cottons; 
ifications of sports, tailored and dressy be- for suits and spectator wash frocks. Just 
come less appropriate. Take the shoes illus- day in, day out, kinds of shoes for the 
trated on this left-hand page, for instance. Spring and Summer months. 
You can’t call many of them strictly Some of them have low heels . . . 16/8 










by 
ELEANOR 
RUTLEDGE 













No rule for daytime shoes these days. 





Fashion 






Styles vary from severely tailored to 






Drawings 
by MILDRED ADAMS 






easy casual. Types for every purpose. 
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to 14/8 and under; many have 17/8 and 18/8 heels; 
some have higher than 18/8 heels. Some have open 
toes; some have round walled lasts; some have square 
toes; few have bump toes. Some are in polished calf- 
skin, some in gabardine combined with patent leather, 
kidskin and calfskin; some in crushed kidskin; some 
in suede; some in alligator or alligator grain calf; some 
with snakeskin and lizard trimmings. 

And some of these daylong shoes are definitely casual, 
like the styles we show on the right-hand page. These 
range from the somewhat formal slide-fastened suede 


(4 AND 


shoe to the very casual buckle monk and open toe ghillie 
laced oxford. Definitely casual, however, every one of 
these, not play, shoes, according to the aeid test, “Would 
a smart woman, on certain occasions, wear these in 
town?” If the answer was yes, then they were included 
on this page. In most cases the treatment and material, 
rather than the pattern, was the deciding factor. The 
same shoe in a different material, with perhaps a dif- 
ferent kind of sole or sole material, would have gone 
into the play group. 











by ELLY NORDEN 


Casual types for town wear 


have low heels, platform soles, soft con- 


structions. 


Made in gay, young styles. 





Very Feminine Shoes for Dressy 
Easter Costumes and Formal Sum- 


mer Occasions. 


THERE’S gaiety and variety in dressy 
or very informal Spring and Summer 
shoes. Sandals, straps and pumps are 
the favorites in the dressy types. These 


shoes are opened-up in many different 


ways. There are sandals in many ver- 
sions . . . strap sandals, cross straps, 
strip and ankle strap sandals . . . these 
last growing stronger every day. San- 
dals, as you know, are number one 
news in patterns this Spring. 

Then there are the opened-up dressy 
pumps. Sling pumps are very definite- 
ly in the picture. The pump with closed 
back but open outside shank has style 
importance. And so have other asym- 
metric treatments where the whole de- 
sign of the shoe is different on the two 
sides. Perforations and mesh materials 





Originality and Charm the Keynote of the New Season's Styles. 
Many Versions of Sandals, Ankle Straps, Espadrilles and Ghillies 
in Dressy and Play Types. Adaptable to All Sorts of Materials 


STYLES 


Style Trends Strongly Marked in 
New Piay Shoes for Gay Summer 


| DRESS DOWN 


are other popular ways this Spring of 
making shoes more light and airy in 
both feeling and appearance. Synthetic 
meshes are the newest idea. 

All kinds of materials go into these 
dressier Summer shoes . . . kidskin, 
patent leather, light weight calfskins, 
suedes, synthetics and fabrics. Black, 
the cream-beige-c a r a m e |-brown-an- 
tiqued tan family, navy and a little 


royal blue, emerald green and red in 
three tonalities . . . these are the color 
predictions for shoes of this type. As 
we go into Summer, white, especially 
white with color, will play a big part. 
Cream is also slated to be of impor- 
tance. Multi-colors are good, especial- 
ly in sandals with multi-color strip- 
pings of leather, as well as prints in 
fabrics. There will also be some two- 
tone effects. We show a beige and 
brown combination here which is very 
smart. 

In the play group there is great 
variety, too. Here the espadrille and 
the ghillie are having a strong influ- 
ence. Various adaptations or simula- 
tions of the rope sole idea are being 
used, some with a multi-color effect. 

[TURN TO PAGE 163, PLEASE] 





LOW HEELS FOR MRS. AVERAGE NEEDS 
. « » SMART STYLES FOR EVERY OCCASION 
FROM SATURDAY MARKETING TO THE 
GALA EASTER PARADE. 


NO need to remind you these days that lower heels 
—16/8, 14/8 and down—are one of the two or 
three most important trends in all types of shoes 
for women. No longer confined to sport shoes and 
“sensible” walking shoes— where we have al- 
ways had them—or to play and casual shoes which 
gave them style impetus, lower heels are being used 
on more formal shoes from street to evening types. 

The two types shown in these illustrations have 
always been made on lower heels but they have not 
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LOW HEELS FOR SUITS AND 
UNIFORMS FOR THE STYLE- 
MINDED COMMITTEE WO- 
MAN, THE ACTIVE DEFENSE 
WORKER, THE BUSY CAREER 
GIRL. 


always had the smartness and variety of styling that are char- 

acteristic of them ‘today. 
Take, for instance, the so-called “mamma” shoe, several of which 
are shown in the accompanying sketches. Their first requirement 
[TURN TO PAGE 160, PLEASE} 
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slipon 
aroum 
effect 
in oul 

One-eyelet ties for men and women, leathe 

available in an assortment of at- soled 

tractive colors in a hopsacking the n 

fabric. The rubber fibre soles shoes 

have «a smooth surface for danc- 

ing. Top: The Cruiser for women. 

Bottom: The Gangway for men. 

Both from Cambridge Rubber Co. 


outsi 
embr 
Sprit 
Lil 
Shoe in foreground (below): The Eastpori, sole : 
a man’s blucher oxford with moccasin type and 
vamp, in white or natural. A compounded 
cork and rubber sole. Top to bottom: wer? 
Men’s Newport Locker Sandal in tan with red ; 
brown or white with black. Molded sponge | 
rubber sole with built-in arch and non-slip 2% 
outsole. The Parma, very feminine new mult 
, version of an ankle strap tie. Available in k 
duck or mercerized multi-color fabric. The — 
contrasting trim is in Poppy Red or Royal suce 
Blue. The Bermuda, a striking multi-color Bi 
mesh shoe . . . very cool and youthful. 
Also available in white. Adjustable front tant 
lacing makes it fit any foot and ankle. The has 
Bonnie, ideal closed shoe for small child. 
Elasticized instep strap makes this Nor- past 
wegian moccasin easy to put on and keep 
on. Last three in Summerette line. All by 
Mishawaka Rubber and Woolen Mfg. Co. 


MORE than usual care has been taken 
this year by rubber footwear manufac- 
turers to coordinate their Summer 
sports footwear with types, materials 
and colors in sports clothes, slacks and 
bathing costumes. Many styles have 
been adapted from regular shoe lines 
and the result is greater variety and 
style interest than in any previous year. 

Take, for instance, the opened-up 
laced vamp, popular in espadrilles, 
ghillies and ballet slipper adaptations. 
You will see this idea as a smart style 
also in rubber sole shoes, featured in 
one shoe as an adjustment that makes 
it easy to fit many types of feet and 
ankles. The cross strap sandal, the 
flared tongue, the opening up of the 












wo active sports shoes from Servus Rubber 
- (lower right) Boy’s shoe in navy with 
white. Women’s all white, reinforced rubber 
tip. Special non-skid soles. Three style models 
from Beacon Falls Rubber Footwear . . . Top: 
Men's Loafeze oxford .. . from the Grips line 
_. . with double side lace. Made of army 
duck with ribbed cork crépe sole. Below: 
Misses’ candy stripe strap with Dutch Boy 
hee Foreground: The Saronga, women's 
smirt new slipon with flared tongue, in spe 
cially designed fish and foliage print of white 
blue or red. Last two from Sunaires line. 
















ow and right—Reading clockwise, 
lef: to right: High-riding gabardine 
slivon with handsewn wool edging 
arvund tongue. Sling pump in knit 
efiect fabric. Asymmetric treatment . 
in outside shank opening. Both new 
leather - soled Sportimers. Leather- 
soled chenille boudoir scuff. One of 
the new Bedtimers line. All three 
shoes from I. B. Kleinert Rubber Co. 















outside shank in an asymmetric effect, the use of hand 
embroidery . . . all these style ideas have been adapted from 
Spring, 1942, shoe lines. 

Like the play shoe manufacturers, the makers of rubber 








sole shoes have gone to town on gay colors in solid two-tone 
















same and multi-color effects. The two-tone combinations are 
ottom: very popular in navy with white, red with white, navy with 
<i red and sand or natural with rust. All-white is, of course, a 
on-slip popular staple. Natural or sand is well liked. For women, 
Pod multicolor stripes and prints are good. An Indian motif 
c. The makes an attractive print pattern. This idea is also being 
Royal successfully used by a leading play shoe manufacturer. 

son ef But the big style news in sports colors, and very i . 
uthful. 8 Sty P : y impor 
front tant in one of the leading rubber-soled lines, is black. Black 
Po has been very gradually coming into sports clothes for the 
| Nor. past few seasons. This Spring it [TURN TO PAGE 163, PLEASE] 

























on 
c- 

Shoe in foreground: The Bandit, 
= a man’s slipon, in cool cotton, 
Is all navy or two-tone combinations 
d in brighter, lighter colors. A 

Kedsman. Top to bottom: One 
fe of the smart line of Strollers 
5 beach shoes in a cross strap .. . 
q stretchable . . . women’s sandal of 

Indian design fabric. Lattice cross 
P. strap sandal . . . a Kedettes . . 

of cotton fabric, available in a 
p wide color range. Corrugated sole. 
:, Girl's open toe strap sandal in 
many color combinations. A Ked- 
P ettes. Childs T-strap open toe 
4 Kedettes sandal in multi-color 






stripe. All five shoes from United 
States Rubber Co. 












nap . 
a stepit with f 
pr. Poser = 
Elastic 


pawards- 
C urt js-Ste 





WITH no less rapidity than that shown by their young 
sisters, the male half of our younger fry have been 
aping the styles shown for their fathers and big brothers. 
From the smallest tots to the older boys, we find an in- 
terest in the shoes worn by father, and an effort on the 
part of manufacturers to provide suitable adaptations 
of those shoes in the smaller size ranges. 

The plateau comes to mind as the foremost example 
of this tendency. While it has appeared successfully in 
men’s lines for a number of seasons, it was not until 
quite recently that it was brought down into the boys’ 
lines, and this Spring season’s crop of shoes for boys 
shows one of the first attempts to put the plateau last 
into smart, wearable styles which will please the very 
young men. These plateau lasts are roomy—an impor- 
tant factor in fitting active growing feet. 


Military effects were not so slow in being adapted; 
we have seen for some time plain toe bluchers, moccasin 
patterns, full rounded toes in boys’ sizes. And we see 
them again this season. They are extremely important 


to the boys’ shoe picture for Spring, and they carry 


with them the vogue for 
footwear that is polished 
within an inch of its life, 
footwear that might be 
worthy of the highest rank- 
ing officers in the army. 
And, speaking of polishes, 
don’t let us forget to men- 
tion antiquing which, com- 
ing in a few seasons ago, 
seems to be here to stay—at 


Left—Shoes they'll wear for 
country and play. Clock 
wise, starting lower : 
Classic shark tipped blucher 
pattern——W eatherbird from 
Peters. The quarter * 
stitched to the lace stay ™ 
this moccasin-type blucher 
—Buster Brown. Two-tone 
moccasin pattern with lace 
stay saddle extending dow 
to shank—Olympic, Jr. from 
W eyenberg. Moccasin patter® 
with quarter extending 
lace stay overlay—Craft 
Imitation hand sewn moc 
casin with notched scam, 
heavy rubber sole—Gerbe 
rich-Payne. 
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straight 
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Right — A group of street 
types. Clockwise, starting 
lower left: Medium brogue 
with overlaid vamp and 
stitched quarter — Buster 
Brown. Straight tip bal with 
perforated detail on quarter 
and vamp—Endicott-Johnson. 
Antiqued straight tip full 
toe blucher. Five eyelet 
blucher with outside butted 
seam on tip and lace stay- 
both from Charles A. Eaton. 
Antiqued custom bal with 
Straight tip—Skyrider from 
Belle Meade. Full toe heavy 
rogue with overlaid quarter 
—Corbin. 


MILITARY TYPES, PLATEAU 
LASTS IMPORTANT INFLU- 
ENCES IN BOYS’ SHOES FOR 
SPRING. POLISHED LEATH- 
ERS TAKE PRECEDENCE; 
WELL VENTILATED TYPES 
ALSO QUITE PROMINENT. 


Whites you'll sell for all-round Summer wear. Top: 
Perforated moccasin pattern with contrasting overlay, 
lace stay and quarter—Skyrider from Belle Meade. 
Tan and white brogue pattern on a full last—Auto- 
graph Jr. from Masterbilt Division, Craddock-Terry. 


least so long as heavily detailed shoes are popular with the boys. 
And they will be popular this coming season. Heavy looking brogue types with 
full toes and with medium toes are decidedly important. There’s plenty of pinking 
and perforation to make antiquing worth while. There are plenty of shoes heavy 
looking, heavily ornamented, heavily constructed to withstand the roughtest wear. 
Moccasin patterns still are of prime importance. Imitation hand sewn moccasin 
seams; butted seams; hand sewn seams on back and lace stay—all derive their 
interest from interest in the moccasin. Because it was the moccasin which first brought 
this type of seaming to the attention of the public, and [TURN TO Pace 160, PLEASE] 

































The Future of Shoe Manufacturing | 


[CONTINUED FROM PAGE 81] 


FACTORY VALUE OF SHOES 
FACTORY VALUE PER PAIR 
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Inventory 

The gap between production and estimated consump- 
tion in 194] points unmistakably to an increase in the 
total inventory of shoes. Under the stimulus generated 
by the fear of advancing prices and the desire to be 
protected against the uncertainties of future production, 
more shoes have been made than were actually required 
to meet retail demand. As always, the dangers and risks 
of inventory accumulation were subordinated in 194] to 
the dominant drive of acquiring more goods. There 
have been other inventory cycles in the shoe industry 
during recent years; never before has production ap- 
peared to outstrip consumption by as wide a margin as 
in 1941. There are no accurate data on the distribution 
of the increased shoe stocks, on the greater quantities 
held by retailers, by wholesalers or by manufacturers. 
A reasonable inference may be made, however, from 
such data as is available that the bulk of the greater in- 
ventory is held by retail distributors. 

Any facile interpretation of the significance of en- 
larged shoe stocks would be misleading and dangerous. 
These are not ordinary times and the desire to hold or 
to liquidate excess stock is rooted in more complex con- 
ditions than at any time in a generation. On the other 
hand, it is equally dangerous to dismiss the increase in 
shoe inventories, to concentrate attention upon imposing 
figures of re-employment, payrolls and agricultural in- 
come. When optimism is on the upswing there is always 
a tendency to ignore fundamental problems and to be- 
lieve that somehow or other “this time it’s different.” 
Yet the history of the shoe business has demonstrated 
time and again that fundamentals eventually make them- 
selves felt, however much they may be thrown into the 
shadow temporarily. For that reason, if for no other, 
the gain in inventory during 1941 should get the con- 
sistent and critical attention of the industry. 


Prospects 


In appraising prospective conditions in the shoe in- 


1935 


Dollars 
2.80 


2.60 


2. 40 
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1936 1937 1938 1939 1940 1941 


dustry, two questions suggest themselves: First, will 
the production of 1941 prove to be excessive by the acid 
test of reduced output in 1942? Second, will consumer 
demand for shoes increase again, perhaps sufficiently to 
absorb stocks created in 1941? 

Without regard to all the possibilities in the domestic 
or international scenes which may intervene to affect 
output, an examination of 1942 production prospects 
must begin with the fact that 1941 was a year of inven- 


tory building. In normal years the pattern of industry — 


maladjustment and adjustment is fairly plain. A year 
of excess is almost inevitably followed by a year of cur- 
tailed activity as manufacturers and retailers seek to ab- 
sorb and liquidate swollen inventories. Whether or not 
any incentive for inventory liquidation will develop in 
1942 is utterly unpredictable. Nevertheless, if 1941 out- 
put succeeded in bringing stocks to a level from which 


further increase will be limited, then production in 


1942 will be determined primarily by consumer de- 
mand. Stocks may be reduced and consumption may 


remain extremely favorable. However, the production 
pressure of favorable consumption alone is necessarily 
less than the pressure of consumption plus inventory 
building. From that point of view, therefore, it seems 
probable that production of civilian shoes in 1942 will 
be somewhat lower than during the past year. 


It is also doubtful that consumption will increase 
sufficiently in 1942 to stimulate further gains in output. 
During the first nine months of 1941 expendable con- 
sumer income rose more rapidly than retail prices and 
the cost of living, so that true buying power pyramided. 
During the final months of the year, however, the circle 
was closed and higher living costs began to press hard 
on the heels of wage or income gains. Consumers’ budg- 
ets have already begun to feel the strain of a war econ- 
omy and surplus income for the purchase of goods over 

[TURN TO PAGE 248, PLEASE] 
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What American Men Want in Shoes 


IN order to determine at first hand which shoes 
are being worn now and those that will be worn 
for next Spring and Summer by men throughout 
the country, Boor aNp SHOE RECORDER queried 
several hundred representative men’s shoe re- 
tailers and buyers in all of the 48 States. The 
returns on this survey, far better than average 
on a survey of this kind, provide a clear-cut 
picture of wanted shoes in stores now, and the 
expectations for Spring and Summer. 

Although at the time this survey was made it 
was not possible to get from retailers actual fore- 
casts on lasts and patterns that would be sold 

[TURN TO PAGE 105, PLEASE] 


PATTERNS 


In street and country shoes, retailers are selling NOW: 
Brogues (Bals and Bluchers) 53% Moccasin Fronts 24% Plain Toes 23% 
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FIRST shoe for Spring street wear is the smooth 
calf wing tip brogue made over broader toe lasts. 
Detailings will be more moderate in tone with 
medium-size perforations; soles will be 

fairly heavy. Tans are expected to 

outsell the blacks by more than 

two to one, according to the sur- 

vey. Typical shoe shown here. 


IN second place to the shoe above 


is the medallion-perforated straight 
tip brogue. Here, too, new lasts 
afford plenty of toe room and de- 


tailings strike an in-between note. 








NUMBER one shoe in the plain 

toe patterns is the blucher. Gaining 

strength from the new note of military styl- 

ing in men’s fashions, this shoe is expected to 
carry through strong in the Spring street picture. 
Colors will be lighter than the brogue patterns 
and antiquing, when this is used, will be light. 
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CLOSELY following _ the 
plain toe blucher is the monk 
strap which, going over big 
with the soldiers, quickly 
found its place in the civilian 
picture for street and town. 
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next year, but the slight degree of change on men’s shoes 
from season to season makes it possible to get a fairly 
representative picture of the outstanding shoes for next 
Spring and Summer, from the shoes being sold at the 
present time throughout the country, with the general 
expectations of retailers for the coming season. 

Taking the country as a whole, the outstanding shoes 
in the Spring street picture will be the smooth calf wing 
tip brogue and the medallion perforated straight tip 
brogue. Both will be moderately detailed with smaller 
perforations than we have been seeing. Soles will be 
fairly heavy and antiquing will be more important than 
ever, running from the dark mahogany shade to the 
black finishes over natural brown. 

Moccasin fronts and plain toe patterns run fairly 
close, with the former taking the edge in the country- 
wide average. 

First in the moccasin patterns is the heavy soled and 
detailed blucher, picked as the first shoe in all grades for 
early selling. Undoubtedly this will fall off somewhat 

[TURN TO PAGE 112, PLEASE] 


Intheir Street Shoes they expect.to sell 


68.66% in Tan and Brown. 
31.34% in Black. 


Of their Tans and Browns they expect to sell 
61.12% Antiqued. 


Of their Tans and Browns, 43.94% answering, 
expect an average increase for 1942 of 
11.87% in Antiqued Leathers. 


Of their Tans and Browns, 11.46% answer- 
ing, expect an average decrease for 1942 
of 15% in Antiqued Leathers. 


44.60% answering, expect sales in Antiqued 
Leathers to show no change. 


In their Street Shoes, 53.71% of their total 
sales are shoes with Rubber Heels. 





Rored Woccasin Pddlerws 


THE heav Vv 

soled and detailed 

moccasin front blucher, 

first in all grades in this popu- 
lar style group this Fall, will fol- 
low through for Spring as an all- 
round shoe for street or country 
wear in the darker brown shades. 


NEXT in line to the bottom shoe is 
the lighter detailed moccasin front 
blucher shown here in an all-over tan 
and a brown and white combination. 
As a combination, this lighter detailed 
shoe leads the field in the moccasin 
patterns for Summer sports wear. 





THE most important shoe in the Summer 
picture, the brown and white wing tip brogue 
continues its popularity. The trend is toward 
more brown and less white with the browns 
on the darker side with heavy antiquing. Per- 
forations and pinking will tend to be smaller. 


ANTIQUING as a 


“dress-up” and “extra” fea- 


ture in men’s shoes continues 

stronger than ever. Both in the street 

and Summer shoes, the staining or fin- 

ishing tends to the dark mahogany shade or 
the black finish over the natural brown color. 











THE plain toe bal, above, with red or 
white rubber soles is the whole story in the 
all-white picture. This shoe is selling well in cen- 
ters of naval activity being the dress white footwear of 
Navy officers. With the red rubber sole it is popular 
in the higher price grades. The important news is the 
red rubber soles which are expected to show a con- 
siderable gain this coming season over the “hard-to- 
get” crepes. 

Ventilated shoes which made up a good percentage 
of sport shoe volume in 1941, will show a gain this 
season, with most sales activity in the plateau types. 
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Tw0.TONE combinations, a comparative 
newcomer to the sport shoe group, finished up 
strong last season and are expected to show 
further gains in 1942. Harmonizing well with 
men’s Summer fashions, the practical side of 
these shoes is a strong factor in their popu- 
larity as an alternate to the white 
combinations for wear in town.. 








THE place of the casual or leisure shoe in the 
Summer picture cannot be overlooked. With the 
growing acceptance of casual dress in men’s 
Summer clothes, a definite market for this type 
of footwear has been made. The shoe shown 
here combines both the ventilated idea and the 
popular woven feature, each very important to 
the Summer sport footwear picture for 1942. 
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Can magazine advertising 


WALK-OVER 
Sales Reeord Tells 
Amazing Success Story 


Any progressive retailer will tell you that it pays to 
handle a nationally advertised line. 

But just how much does it pay? What's the dollar 
difference between a nationally advertised shoe and one 
that isn’t? 

Here’s concrete evidence, backed by cold hard sales 
figures, showing what Walk-Over advertising is doing to 
increase retailers’ profits. 


Whenever a Walk-Over Shoe is featured in LIFE or 
COLLIER’ S, the sales out of our In-Stock Department are 
doubled (often tripled) during the two weeks imme- 
diately following the appearance of the ad! 

Sales doubled because Walk-Over retailers immedi- 
ately felt the rush of consumer buying! And dealers had 
already stocked up on these best-selling styles in antici- 
pation of the national advertising. 

Are you handling a line of shoes with a national ad- 
vertising punch like that? Walk-Over also supplies re- 
tailers with complete local advertising tie-in material. 
Write for full information.. 

GEO. E. KEITH COMPANY, BROCKTON, MASS. 


@ Illustrated: Walk-Over KICKER TOE blucher. In stock No. 3982. 
Advertised in COLLIER’S and LIFE. 
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DEALER LOYALTY 


reaps reward in these uncertain times 


@ There are 231 retailers now selling Walk-Over Shoes 
who have had the Walk-Over franchise for 25 years and 
longer. A few for more than 50 years. 

Loyalty like this in business is based upon mutual 
understanding, cooperation, and the profitable selling 
of a good product that keeps the public’s interest and 
confidence. 

In these eventful times, loyalty to the Walk-Over line 
is reaping extra dividends for hundreds of smart retail- 


ers, some of whose names are shown above. 


December 27, 194! 


The KILLIAN COMPANY 


Now, as never before, it will pay you to tie to a sound, 
reliable company with tremendous resources and re- 
serves and a half century reputation for good shoes, fair 


»xrices and honest dealing. 
I & 


GEO. E. KEITH COMPANY, 


NATIONAL SHOE FAIR 
Hotel Stevens... January 5, 6, 7 & & 


Walk-Over Men’s and Women’s Spring Styles 
on Display, Rooms 5 15-A, 517-A, 528-A, 530-A. 


BROCKTON, MASS. 





What American Men Want in Shoes 


[CONTINUED FROM PAGE 105] 


LIGHTLY DETAILED 
MOCCASIN FRONT 
STREET SHOE 


as the season progresses in favor of the lighter detailed 
moccasin front shoes shown on these pages. SPORT SHOES 

Plain toes, receiving continued interest through the (Based on expectations for 1942) 
furthering of the military idea in men’s fashions, will be Of their Sport Shoe volume next year, retailers 
a strong point in Spring promotions. First in these is expect to sell: 
the plain toe blucher with the monk strap next in line. 

Both of these shoes stay close to the natural army russet Brown and White. . 52.82% 
shade and antiquing, when used, is fairly light. - 

In the ta iiee the brown and white combina- Two-Tenes 27.53% 
tions will account for a majority of the sport shoe busi- 
ness. First among them is the wing tip brogue pattern. Cream and Coffee .11% 
The trend is toward more brown and less white and 
away from the extremely large perforations. The colors All-White ........ 13.3% 
used in combination with the white will be much darker Black and White... 6.24% 
than heretofore with the dark stains and finishes very 
important. Very important too, will be the moccasin 
fronts and plateau types with, of course, the saddle shoe 
which has become more or less a staple in Summer shoe 
selling. 

Two-tones, comprising for the most part the two- 

[TURN TO PAGE 253, PLEASE] 


(*Black and Grey, Two-Tone Tans, etc.) 


Of their Whites, Combinations and Two-Tones, 
retailers expect fo sell in 1942: 


Brogue Patterns .. .50.27% 
Plain Toes 32.03% 
CASUAL SHOES Moccasin Effects .. . 17.70% 


(Based on last season’s sales) 70.5% 


Of their total Sport Shoe volume, THIS YEAR .. 19.5% 
retailers sold 15.87% in Casual or Play - 10% 


Shoes. . 
Of their total Sport Shoe volume, THIS YEAR 


They expect an average increase of retailers sold 32.12% in Ventilated pat- 
9.24% in them for the coming season. terns. 








Sestogios to Major Rowes: .... 
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SEE THEM AT THE SHOW 


Show 


Call at Rooms 502, 509, the Stevens. 
There’s a treasure chest of new ideas 
and styles awaiting you including the 
sensational new Conductive Shoe for 
Hospital Operating rooms and Defense 
Plant wear. 











; &. 


O'DONNELL SHOE COMPANY 


HUMBOLDT, TENN. ST. PAUL, MINN. 





December 27, 1941 
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Stevens Hotel... 


She SELBY LINES? 


ROOMS 757, 760, 761 and 763 


You’re Invited! 


Here's everything you want for 1942 


Better mark-up— greater net profit on a 
range of styles and lines that turn pros- 
pects into “wrap-ups” and bring them back 
for more! 

For years, in good times and bad, Selby 
lines have made shoe history and this year 
is no exception. You'll agree the minute 
you see the Selby lines for Spring. We 
extend you a cordial invitation to visit us 
at the Stevens and see what's new for '42. 


THE SELBY SHOE COMPANY 
PORTSMOUTH, OHIO 


New York Office: 3120 Empire State Building 
New York Retail Store: Fifth Avenue and 38th Street 
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Phe Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Yes. Shoes Will Live 


|T is true that we are going through a great period of 
misfortune, of distress, devastating war, death and 
burdensome taxes, but shoes will live. They will be 
wanted in the millions of pairs, come what may. Ours 
not to prophesy; ours but to do and try. It is common 
sense to believe that shoes will be made available to 
human beings, in convenient places of purchase and 
that with more than 130,000,000 customers, there will 
be a need for shoe men in cities, towns and villages— 
economic theorists notwithstanding. 

Not so many years ago, men tried to prove, on paper, 
that a few factories could make all the shoes needed 
and that a few major distributing depots could pass the 
shoes on to the public and eliminate the retailer’s mark- 
on. Those grand dreams of mass-distribution dis- 
appeared in, the light of reason. 

Before we lay down a few cold facts, substantiated 
by figures, let’s destroy, once and for all, the statement 
that has been so generally circulated that “chain store 
sales during 1939 equalled the combined shoe sales of 
owner-operated retail shoe stores. Chain stores totaling 
5721 sold $306,816,000; while 13,215 independently 
owned retail shoe stores accounted for a volume of 
$253,822,000; and 1522 leased departments reported 
gross shoe sales of $52,549,000 during 1939.” In other 
words, one-quarter of all the shoe stores in the country 
(i.e., chain stores) sold 50 per cent of the total volume 
of shoe sales that year.” So it is claimed! 

After reading that set of figures, if a merchant has 
an owner-operated store, he is more than likely to say: 
“What's the use? I'll throw it up! You can’t lick the 
chains! They’re going to have it all. See what progress 
they have made in the last twenty years, etc., etc.” 


Well, statisticians are only statisticians with the fig- 
ures that they have in front of them (lies though they 
may be in the light of figures that have not been taken). 


It is true that the 1939 U. S. Distribution Census was 
made of shoe stores that major in shoes, i.e., the bigger 
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part of their business was shoes, and they were classified 
as shoe stores. If they didn’t have a major part in shoes 
they were put in some other category. 

Stop—if the real truth were known, there may be a 
hundred thousand places where shoes are sold in the 
United States and for proof of that we give you our 
own circulation manager, W. H. Hennessy, who served 
on the War Industries Board as a dollar-a-year man 
twenty-two years ago and who collected license cards 
from every store, of every description, in the United 
States that handled shoes and there were over one hun- 
dred thousand at that time. And, remember, this in- 
cluded the men’s clothing and furnishing stores, ready- 
to-wear stores, variety stores, grocery stores, corner 
stores and country stores . . . and no one knows sta- 
tistically just how many handlers there are of shoes in 
the United States. The way shoes have spread out, we 
wouldn’t be surprised if today’s total were over one 
hundred thousand. 


NO government can afford to collect microscopic 
information of that sort, in so many spots. But this we 
do know—that if chain stores total 5721 (Government 
Figures) the rest of the field—independent and owner- 
operated—is infinitely greater than the 13,215 indepen- 
dently-owned retail shoe stores. It just doesn’t make 
sense and we will show you the reason why very 
quickly : 

The Census of Distribution of 1939 gives the total 
sales at retail of 5721 chains, the 13,215 independents 
and 1522 leased departments at $617,064,000. Now, 
here are some figures, in Italics, that refute that as being 
the grand total of shoes sold at retail: The Census of 
Manufactures in 1939 showed that 1070 factories made 
a total of 435,258,128 pairs of shoes (except rubber) 
at a factory value of products of $734,673,111. Now u 
isn’t common sense to believe that the factory value of 
$734,673,111 was sold at retail for $617,064,000. 

[TURN TO NEXT PAGE, PLEASE] 
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There’s something wrong there, whatever way you 
figure it. 

So let’s just get back to fundamentals. If the shoe re- 
tailers bought $734,673,111 worth of shoes (and let’s 
say maintained mark-on was 331/3 per cent on the 
selling price) then the total retail business was $1,101,- 
000,000—which makes ours a billion-dollar plus indus- 
try. Yet the statisticians say that the retail business 
of the country was $617,064,000. There’s only a dif- 
ference of some $484,000,000 worth of shoes that 
somebody must have distributed outside of the enu- 
merated chains, owner-operated and leased departments. 


WE know the shoes were made, because the govern- 
ment’s figures on manufacture are accurate; and we 
also know, by sending a man down to Washington to 
talk to the people who collected these figures, that an 
integrated census was not taken—separating shoes from 
other merchandise in general stores, country stores, 
grocery stores, etc., etc., ad infinitum. 

It takes a lot of type to tell this story, so far; but some- 
body, some time had to refute that statement that chains 
were rising so rapidly that they now sold 50 per cent 
of the total volume of shoe sales. More like 33 1/3 per 
cent of total shoe sales—and remember chains are 
defined “three or more stores.” You may be a “chain” 
and not know it. 

One other measuring stick we found in Washington 
—a breakdown that wasn’t made in the 1939 census, as 
follows: TRADE CHANNELS USED FOR THE DIS- 
TRIBUTION OF SHOES: Men’s shoe stores, 4.7; 
women’s shoe stores, 8.0; family shoe stores, 45.6; 
department stores, 16.5; groceries (with other merchan- 
dise), 6.1; groceries (with dry goods), 2.5; groceries 
(with apparel), 0.4; general merchandise stores, 3.8; 
mail order houses (catalog only), 2.7; family clothing 
stores, 2.5; men’s clothing and furnishing stores, 2.3; 
dry goods stores, 2.2; women’s ready-to-wear stores, 
1.2; variety stores, 1.1; men’s furnishing stores, 0.2; 
army and navy goods stores, 0.2. No separation made 
chains vs. independents. 


Now, that was a master chart based on the U. S. 
Census of Distribution in 1933. Granted that there are 
more stores now selling men’s shoes exclusively and 
now more stores selling women’s shoes exclusively— 
both of these increases must have come out of family 
shoe store category. By and large, however, the rest 
of the percentages will hold, with the possible exception 
of a great increase in the merchandising of shoes in 
variety stores (over the counter). 

Take a pencil and figure it out for yourself. 

If you have traveled the length and breadth of this 
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country, you know the truth that we are telling you— 
that shoes are almost a common sales item in pretty 
nearly all stores outside of drug stores and at the rate 
they are going, it won’t be long before they too will be 
so vended. 

So we hope these figures have convinced you, once 
and for all, that the opportunity for distributing shoes 
is widespread. Chains have their place, and some of 
them are pretty tough competition. The legitimate ones 
will live because they serve an economic purpose which 
can’t be gainsaid. There’s nothing infallible about a 
chain store. It is subject to the same rules for survival. 
Its owners and operators are prone to make errors too. 

But in the last analysis, a thorough shoe man, who 
knows his business, can make a living and a profit for 
the time, money and brains that he puts into his work. 
There is one thing that licks them, and that is quaintly 
put in the words of Mr. Micawber in David Copper- 
field: “Annual income twenty pounds, annual expenditure 
nineteen nineteen six, result happiness. Annual income 
twenty pounds, annual expenditure twenty pounds 
ought and six, result misery.” That’s the whole story. 

But there is one thing that MAKES ail shoe men, 
large and small, and that is the very simple formula for 
success laid down by Kenneth Goode: 

“Find out what people LIKE and do MORE 
of it. 

“Find out what people DON’T like and do 
LESS of it.” 


$O we come to the end of our figures and I hope 


that you can see, as we have, the breadth and scope of « 


this tremendous industry . . . to which you must add 
rubber footwear and a lot of accessories and supplies 
allied in-public interest. Sure, chains are the Goliaths 
of the trade but there is always a David, and further- 
more, David is getting brighter as the years go by. He’s 
not going to be dumb and buy shoes at wholesale from 
a plant that is giving chains a price which enables them 
to sell at retail below that which David pays wholesale. 
And believe it or not—this has happened. Get some- 
thing else, more competitive—and give the public 
SERVICE. 

So, young man, if you like shoes, their making or 
marketing, you can make a living the hard way and 
the only way—by learning the business thoroughly and 
if you have patience and perseverance you can go places 
in shoes. If all shoes were “fitted”—what a happy 
world this would be. 

The picture may look dismal to the oldsters but in 
this great period of change, we are now going through, 
opportunity is still yours for the effort and the heart 
to succeed. 
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Merchandise and Markets 


[CONTINUED FROM PAGE 77] 


end, and it is none too soon for shoe manufacturers in 
America to give thought to the ways and means by 
which they will meet the critical situation that must 
follow this one. Certainly the first thing that suggests 
itself at this time is to formulate a plan of promotion 
which will maintain and increase the demand of our 
own public immediately following the war, in other 
words, to educate the American public to a better 
understanding of shoes and the need for varied types of 
footwear to meet varied uses and occasions. 

There are limitations, however, in the capacity of the 
domestic market to absorb more pairs of shoes, even 
through the most intensive cultivation, and some thought- 
ful observers of the increasingly competitive situation 
that has confronted the American shoe industry since 
1929 have come to the conclusion that the ultimate 
answer to the problem may involve an attempt to 
develop outlet markets for the excess production of the 
American shoe industry of the future in the nations of 
Central and South America, which are the focal point 
of so much attention on the part of American business 
at the present time. The recognized need of closer rela- 
tions, economic as well as political, among the nations 
of the western hemisphere has brought Latin-American 


markets to the attention of manufacturers in many 
fields, including the shoe industry. 

In order that it may be possible intelligently to 
examine the possibilities for leather and shoe markets 
in these nations of South and Central America the 
RecorpDeR has asked some of its correspondents to 
report on conditions as they observe them, and these 
reports are presented herewith. In general it would 
appear that South America at the present time offers 
better possibilities for leather exports than for shoes, for 
reasons which will appear from an examination of these 
reports. The long range possibility of developing export 
markets for shoes should be borne in mind, however, 
and in this connection it may be remembered that the 
republic of Cuba once afforded the largest and most 
profitable outlet for American shoe exports. At the 
present time a high Cuban tariff on shoes is a distinct 
obstacle to increased imports of American-made foot- 
wear, which otherwise could be stimulated through 
proper promotion. American shoes have a distinct 
acceptance in Cuba, and American manufacturers 
should endeavor to bring about a reduction in the 
Cuban tariff on shoes in connection with the revision 
of the Cuban-American Reciprocal Trade Agreement, 
now under consideration in Washington. 





95% of Cuban Shoe Materials Come from United States 


Havana, Cusa—On Oct. 19, 1927, the Cuban gov- 
ernment signed a decree imposing a high tariff on 
imported shoes. This measure, designed to protect the 
Cuban manufacturers and stimulate the industry, had 
an exactly opposite effect. It gave rise to ruinous com- 
petition between the big factories and the small shops, 
which have been compelled to sell their merchandise at 
ridiculously low prices resulting in no profits and 
lowered wages. 

Furthermore, due to the lack, first, of raw materials— 
coal, oil, and water power—and, second, of foreign 
markets, it seems well-nigh impossible for the national 
shoe industry to survive. It is believed by many 
authorities that this continuous unfair competition will 
put the big factories out of business. 

In other words, the customs tariff imposed to protect 
the national industry has prevented the prosperity of 
the industry; has given rise to ruinous competition; has 
forced the public to buy merchandise of inferior qual- 
ity; and has created a deficit in the budget, because of 
the decrease in customs revenues. 

’ The value of the United States’ shoe imports to Cuba 
has suffered a sizable drop since 1927 to date, according 
to statistics published by the Treasury Department and 


Commerce Department at Washington, D. C. The fig- 
ures below are given in pairs. 


Cuban Cuban 
Imports Production Total 


3,864,723 2,332,383 6,197,106 
2,245,160 
2,321,521 
2,474,298 
3,037,162 
3,123,905 
2,854,529 
2,703,066 
2,807,733 
3,558,546 
4,093,760 


The possibility of increasing the importation of shoes 
from the U. S. A. is good. This optimism is based on 
the possibility of an increase in the market price of 
shoes in Cuba, bringing them closer to the price of 
imported shoes, and to the preference of Cubans for 
shoes made in United States. But intensive propaganda 
will be’ necessary to obtain a reduction in the Cuban 
customs tariff and to have this reduction incorporated in 
the Cuban-American Reciprocal Trade Agreement now 
under consideration at Washington. Such reduction 
will help the importation of shoes from the United 
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States a great deal. The United States motion picture 
industry has already requested that it be included in 
the general reduction which is hoped for. 

The highlight of the entire situation is the fact that 
the factories are not the direct beneficiaries. The hun- 
dreds of small shops throughout the country, including 
the clandestine ones, are. Before the customs tariff was 
imposed, the shoe industry was prosperous, as can be 
seen by noting that even the large imports from 1924 
to 1927 did not interfere with Cuban shoe production. 
It was flourishing and the new tariff protection was 


not needed under conditions existing at that time. 

Regarding the importation of hides and skins from 
the United States, it is stated on reliable authority that 
as much as 95 per cent of the materials used in the 
manufacture of shoes has been imported from the 
U. S. A. Of special interest, according to reports, is the 
fact that, since the outbreak of the European war, Cuba 
has been buying all these materials from the U.S. A. Of 
a total of $1,193,486 imported during 1940, $1,098,224 
came from the United States. This, for the time being, 
therefore, is a virtual monopoly. 





Mexico Needs Shoe Machinery and Shoe Parts 


Mexico Crry, Mexico—In the last few years, the 
Mexican shoe industry has developed enormously, both 
in quality and in quantity. Actually about 60,000 pairs 
of all kinds are made in this country every day, to 
shoe the eight millions of shoe-wearing Mexicans. 
(About twelve millions go barefoot or use only 
Huaraches, the mostly home-made, primitive sandals, 
which are not counted in our figures.) 

Of this total of 60,000, 25,000 a day are produced 
in the town of Leén (Guanajuato)—mostly men’s and 
children’s shoes. The women’s are made mostly in 
Guadalajara (Jalisco) at the rate of about 20,000 pairs 
a day; while in Mexico City are made all kinds of 
finer footwear. 


ABOUT 400,000 pairs are exported yearly, almost 
exclusively to the U. S., but here the now fashionable 
Huaraches are counted, and, indeed, about 375,000 
pairs of the exported shoes are Huaraches, produced in 
innumerable tiny workshops, mostly in the states of 
Jalisco and Oaxaca. 

While ten years ago the number of shoes imported 
from the U. S. was about 600,000 pairs per year, im- 
portation now has dropped to 25,000 a year. Ten years 
ago the rate of exchange was two pesos for a dollar, 
now it is five pesos. This is one reason for the enor- 
mous shrinkage in imports. The average man or woman 
cannot afford American shoes; they pay 6.70 pesos 
duty a pair for men’s shoes and women’s welts, and 
from 5 to 5.50 pesos for the other kinds. 

These shoes.are sold in a very few places. The only 
shop in Mexico City that sells American shoes exclu- 
sively is the Peters shop, run by Mr. Uriarte, who holds 
a stock of about seven thousand pairs. The rest of the 
American shoes are sold in the high class men’s and 
ladies’ wear stores. The clientele is “fifty-fifty” Mex- 
icans and foreigners and prices are more than double 
those of the Mexican-made shoes. In addition to these 
scanty imports of leather shoes, there is a still scantier 
importation of rubber shoes—about 15,000 pairs per 
year. 

While thus there is a very small Mexican market for 


American shoes, there is a big one for all that goes inte 
shoe production. Some firms sell shoes made in Mexico 
entirely of American material. All the better grades 
have at least a part of such material. The situation in 


the materials field is this: 


Until a few months ago, Mexico produced, monthly, 
100,000 raw hides, of which 20,000 were exported. 
Now, with the enormous increase of prices, people eat 
less meat, there are fewer cattle slaughtered, and pro- 
duction has dropped to 80,000 a month. 


On the other hand, shoe production is increasing, 
partly because of the Huaraches boom, and so now 
about 10,000 hides a month are imported. These are 
calf skins and kid skins, and come in approximately 
equal parts from the U. S. and from the Argentine. The 
latter are much cheaper, but ocean deliveries are slow. 
Now direct steamer communication is planned from 
Buenos Aires to Vera Cruz, which will tend to curtail 
the American exportation of these hides. Exportation 
from Mexico to other countries is now practically none. 
In fact, since October 27, hide exports have been for-'. 
hidden by the Government. 


THE same prohibition holds for leather and soles. 
The recently organized Shoe-Producer’s Syndicate wants 
government control over the production and distribution 
of hide and leather in order to stop speculation which 
is increasing. 

Leather also is imported from the United States in 
considerable quantities, and mostly in qualities superior 
to the home-made. Formerly it came from Germany, 
Czechoslovakia, Austria and France. 

Furthermore, shoe machinery which before the war 
came from Germany and Switzerland, now comes ex- 
clusively from the U. S. Materials for tanning, dyeing 
and finishing, lasts, arch supports and supplies in gen- 
eral are all made in Mexico, but all the finer kinds 
come from abroad, too. 


Summing up, there is a big future market here for 


the United States, except in Gniddiel aioe. 
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War Developments Expand South America’s Boot and Shoe Industry 


This article prepared for Boot and Shoe Recorder 
by the Office of The Co-ordinator of Inter- 
American Affairs, Washington, D. C. 


NEARLY five hundred million pairs of shoes made in 
a year for 131,000,000 pairs of feet—such is the new 
high record of shoe production for the United States in 
1941. But what about the 127,000,000 pairs of feet in 
the South and Central American republics? Shoe pro- 
duction in Central and South America for 194] is ex- 
pected to total 62,480,000 pairs, as compared with 56,- 
450,000 pairs of shoes produced in the 20 inter-Ameri- 
can republics in 1940. 

Behind this new high record of production in the 
United States and the comparative deficiencies of pro- 
duction in the other American republics is an interest- 
ing story comprising significant but varied elements. 
These elements include the lack of special shoe-building 
machinery in South America, local customs, special shoe 
requirements for certain categories of topography and 
climate and for certain kinds of work in special indus- 
tries, the difference in foot sizes between United States 
shoes and South American manufactured shoes, the in- 
fluence of United States and Parisian fashions, low in- 
comes, and the lack of proper distribution facilities and 
conditions to make available the necessary quantities of 
footwear for the population in the other American re- 
publics, even if production could be developed to high 
peaks. 

Many factors have delayed the growth of shoe pro- 
duction in South America and hampered the importa- 
tion of shoes from the United States. The inter-American 
republics have in the past concentrated on developing 
their infant shoe industries and at the same time re- 
stricted foreign imports by high protective tariffs. How- 
ever, despite these barriers, a fair quantity of shoes have 
entered the continent from foreign sources. Most of 
these supplies came from countries which, due to the war, 
can no longer make deliveries. Consequently, footwear 


production in South and Central America is gradually 
expanding and now supplies a larger proportion of their 
domestic requirements than in recent years. In the last 
decade, many plants have been built and large quanti- 
ties of mechanical shoe-building equipment have been 
imported from the United States, Germany, Great 
Britain and France. 

The well-known Bata Shoe Company, formerly repre- 
senting one of the major industries of Czechoslovakia 
before the Nazi onslaught destroyed its political unity, 
has become established in various South American 
countries despite efforts of local shoe manufacturers to 
curtail its activities. 

In Chile, the Bata Company, through strenuous efforts 
on the part of local manufacturers, was compelled to 
suspend production operations. Many of these objec- 
tions can be traced to certain business practices which 
local producers considered unfair and tending to under- 
mine native shoe industries, some of which are govern- 
ment-sponsored and are controlled by the nationals of 
the countries involved. However, Bata has made great 
strides in production in South America in the last few 
years, particularly in Brazil, where it has established 
factories in the City of Sao Paulo, the Pittsburgh of 
Brazil. 

It has been reported that a large tract of land has 
been acquired in the State of Sao Paulo where Bata is 
establishing a textile plant, a shoe factory, a cottonseed 
oil mill and a packing plant. The packing plant will 
handle cattle raised on the property. Plans are reported 
under way for the construction of a housing develop- 
ment for workmen. 

Thus, Bata, like Henry Ford in the United States, who 
controls a considerable portion of his sources of raw 

[TURN TO PAGE 124, PLEASE] 
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material, proposes to control its own source of supply 
of hides and leather by getting into the field of cattle 
raising and at the same time establishing a tannery. 
Since Sao Paulo is the largest footwear producing area 
in Brazil, accounting for more than 50 per cent of the 
country’s total output of about 20,000,000 pairs of shoes 
in 1940—largest production in any South American 
country—Bata is well on the way to becoming a major 
influence in the boot and shoe producing industry of 
South America. 


HOWEVER, even with Bata’s expansion to South Amer- 
ica, the relative saturation point of production cannot be 
reached until it equals the annual production of the 
United States. Even if this optimum production figure 
is achieved, the problem of distribution still remains. 
With low incomes restricted further by war dislocations, 
by loss of markets caused by shipping shortages, and 
by lack of extensive primary railroad and highway 
transportation facilities, the rate of production will still 
be dependent on a solution of South America’s distribu- 
tion problems and improving of economic standards of 
large elements of the inland populations of the various 
countries, 

It should be noted in these figures of South American 
production of 62,840,000 pairs of shoes for 1941, that 
no comprehensive record is made of the large numbers 
of handmade footwear such as zapatillas in Argentina 
and huaraches in Mexico, which are now familiar to 
United States buyers. This category of footwear is 
made by small individual firms generally in agricultural 
regions, and no statistics can be obtained with regard 
to their individual productive efforts. 


ONLY Brazil, whose production of about 20,000,000 
pairs is still low for its 44,115,825 population; Argen- 
tina, with approximately equal production, and Chile, 
with a production of about 4,000,000 pairs of shoes, 
export any of their factory-made product. The other 
countries of South America can barely supply their 
own requirements and some of them suffer serious 
deficiencies in production. This applies particularly to 
Bolivia, with a production of 212,000 pairs of shoes for 
a population of 3,426,296; Paraguay, with a produc- 
tion of 172,000 pairs of shoes for a population of 1,000,- 
000, and Honduras, with a production of only 95,000 
for a population of 1,000,000 (production figures are 
for 1940). It should be kept in mind that these figures 
are slightly out of focus. The reason for the distortion 
is due to the fact that a varying percentage of the 
peoples of each of the American republics wear native- 
made alpargatas, which are priced sufficiently low to 
permit purchase despite limited incomes. However, no 
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records of this type of shoe product is available and 
many persons cannot afford purchases of even this low- 
cost foot-wear. Pleasant images conjured by Whittier’s 
nostalgic poem “The Barefoot Boy” are probably more 
applicable to these three nations than to any other areas 
in the Western Hemisphere. 

While the pleasure of barefoot life may appeal to the 
tired businessman, with its accompanying conjured 
images of fish-pole and cool mountain stream, it is 
doubtful whether this appeal exists for poor farmers in 
South America who, because of a lack of hygienic pro- 
lective footwear, are frequently the unwilling victims 
of ring-worm, a contagious skin disease caused by a 
fungus growth, which has contributed to serious eco- 
nomic losses through deterioration of the health of 
certain population elements not cnly in South and Cen- 
tral America, but in southern areas in the United States 
as well. The medical specialist and some informed lay- 
men are aware of the deteriorative effects of ring- 
worm on whole classes of population in regions in which 
this disease is prevalent, and the cause of the disease 
can be traced directly to the lack of proper footwear. 
Competent scientific observers, after making studies of 
this disease in the United States and South America, 
have asserted that, with proper footwear, the chances 
for contagion could be reduced considerably. 


PREVIOUS wars have accelerated shoe production 
throughout the world in nations where the instruments 
of destruction were not directly at work, and this war 
is no exception. The expansion of the armed forces of 
the America republics, similar to the efforts of the 
United States defense program, will place many men 
into leather shoes while serving their country. Many of 
these men have never had the occasion to use leather 
footwear before. The habits developed by the present 
emergency may continue in the future, thus creating 
wider markets for military-type leather footwear. 

The interest of local South and Central American 
industrialists in expanding shoe manufacturing will 
probably result in a wider establishment of shoe fac- 
tories in areas where such plants had not previously 
existed. If the production of these new plants and of 
improved older plants increases substantially, it is ex- 
pected that, after the requirements of their own regions 
are fulfilled, a portion of the product will ultimately 
flow into many areas formerly dependent upon imports 
of foreign footwear. 

The financial assistance given by the United States 
Government in response to requests for aid by the 
American republics took the: form of loans and credits 
which totaled more than $200,000,000 in 1940. Some 
of these loans were made to local industries for the pur- 

[TURN TO PAGE 220, PLEASE] 


Boot and Shoe Recorder 








te ie | ee 


NORTH 








{BING 


a> 


T-O N 


COMPANY 


La 


0, clean, flexible and profit- 
able, that’s a fair description of the 
1942 Conrad Ventilated Shoes. 
The Recorder says a most impor- 
tant part of your business will be 
done in shoes of this type. Take 
better advantage of this fast grow- 
ing business with these stream: 
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Who’s Whe at the Shoe Fair 


Room 


Formfitting Slipper Co.. .. 156A 
New York, N. Y. 

Ges Se oc cae st 6s An ba 
Brooklyn, N. Y. 

Franzen Shoe & Slipper Co. 
Worcester, Mass. 

Frederick-Speier Footwear, Inc... .. 
Norwalk, Conn. 

Freeman Shoe Corp... 702A-1400-1401-I401A 
Beloit, Wis. 

Freeport Shoe Mfg. Co. 
Freeport, Me. 

Friedman-Shelby Shoe Co 
St. Louis, Mo. 

Frye, John A., Shoe Co.. 
Marlboro, Mass. 

Fulton Sandals ..... 
New York, N. Y. 

Gale Shoe Mfg. Co.. .. 
North Adams, Mass. 

Ga-By Shoe Mfg. Co... 
New York, N. Y. 

Gardiner Shoe Co., The. . 
Gardiner, Me. 

Garfield & Rosen 
Boston, Mass. 

Garrison-Wagner Co. . 
St. Louis, Mo. 

Geller, Andrew, Shoe Mfg. Co., 
Brooklyn, N. Y. 

General Shoe Corp.. 
Atlanta, Ga. 

General Shoe Corp. 
Nashville, Tenn. 

Gerber Shoe Co., Inc 
Lawrence, Mass. 

Gerberich-Payne Shoe Co.. 
Mount Joy, Pa. 

Gilbert Shoe Co., 
Thiensville, Wis. 

Gloria Shoe Co., Inc 
New York, N. Y. 

Godman, The H. C., Co. 
Columbus, Ohio 

Goldberg Bros. .. 
Haverhill, Mass. 

Golden vig Shoe Co. 
Pittsfield, 

Goldstein, RN ‘& Sons Co.. 
Boston, Mass. 

Goldstein, S. L. 
Boston, Mass. 

Goodyear Tire & Rubber Co., Inc. 
Akron, Ohio 

Gordon, Reuben, Shoe Co., Inc 
Philadelphia, Pa. 

Gotham Shoe Mfg. Co. 
Binghamton, N. Y. 

Gould Bros. & Starr. . 
Boston, Mass. 

Gray Bros. Shoes, Inc. 
Syracuse, N. Y. 

Great Northern Shoe Co. 
Manchester, N. H. 

Great Western Shoe Co. 
Milwaukee, Wis. 

Green, Daniel Co... 
Dolgeville, N. Y. 

Green Shoe Mfg. Co., The 
Boston, Mass. 

Gregory & Reed Co.. 
Lynn, Mass. 

Grinnell Shoe Co. 
Grinnell, lowa 

Grossman Shoe Co., Inc 
Parkersburg, W. Va. 

Groves Shoe Co......... 
Chicago, Ill. 


..2312A 
. . BIA 
833-834 


.. [140A 
918-919 
. LIS9A 
.. 600 
712-713 
. 849 
.. 1133A-1134A 
1355A-1356A 
Booths 19-20-21-22-23 
Inc. 
2318A-2319A 
721A-722A-723A-544A 
505A-507A-509A-716 
. 1153 
639A-640A 
The . . 1001-1002 
. . 718-719-720 
1139-1140 
118A 
. . 1303 
1338A 
Booth !3 
957A-958A 
. 138A 
1358A 
. 744-745 
539A-553A 
. . 1605-1606 
760A-761A-764A 
630A-632A 
.653A-656A 
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Gustin Guild-Rest Inc.. 1062A 
New York, N. Y. 
Hagerstown Shoe & Legging Co., The. 766A 
Hagerstown, Md. 
Hagerty, The P., Shoe Co. 
Washington Ct. House, Ohio 
Hallowell Shoe Co. 
Hallowell, Me. 
Hamilton, Scheu & Walsh Shoe Co. 
912-914-2404A-2405A-2406A 
St. Louis, Mo. 
Hanan & Son, 
Chicago, Ill. 
Hannahsons Shoe Co... ... 
Haverhill, Mass. 
Harold Shoe Co... 
Haverhill, Mass. 
Harrison Shoe Co. 
Everett, Mass. 
Harvard Shoe Co. 
Rochester, N. H. 
Hazzard, R. P., Co... 
Augusta, Me. 
Headway Shoe Corp. 
Webster, Mass. 
Heel Hugger Shoes, Inc. 
704-705-706-707-708-709 


Bm ee ERS 430A 


Inc... . 


. 1029-1030 


Auburn, N. Y. 
Heilbrunn, J., & Sons 
Rochester, N. Y. 
Herbst Shoe Mfg. Co. 
Milwaukee, Wis. 

Hermal Shoe Co. 
Everett, Mass. 

Heywood Boot & Shoe Co..... 
Worcester, Mass. 

Hide and Leather and Shoes 
Chicago, Ill. 

Highland Shoe 
Lewiston, Me. 

Highland Shoe Co., 
Akron, Pa. 

Highlights of Fashion 
Chicago, Ill. 

Hirsch & Slater, Inc. 
Boston, Mass. 

Holiday Footwear Inc...... 
Brooklyn, N. Y. 

Holland-Racine Shoes, Inc. 
Holland, Mich. 

Holy Shee Ce.... 2... 0.0.00 rt 
Littleton, N. H. 

Holmes, Stickney & Walker, Inc. 
Portland, Me. 

Holtz, Herbert, Shoe Co., Inc 
Haverhill, Mass. 

Homasote Co. (Industrial Division) 
Trenton, N. J. 

Horn & Short Shoe Co... 
Natick, Mass. 

Horwitz, Vincen* Co., Inc 
Altoona, Pa. 

Hubbard Shoe Co. 
Milwaukee, Wis. 

Hubbard Shoe Co., Inc 
Rochester, N. H. 

Huber Slipper Co. 
Aviston, Ill. 

Hug-Tite Shoes 
Cincinnati, Ohio 

Huiskamp Bros. Co. 
Keokuk, lowa 

Huth & James Shoe Co. 

71ISA-716A-717A-718A-719A-720A 

Milwaukee, Wis. 


1315 

.833A-834A 

. .821A-822A-823A 
. .519A-520A 


RR ARS Fs REISS 


WS ia on aout 1125 


1357-1358 
T5IA 


. . 1226-1227 


. ETT6A-TEITA 
besa vee ate 1141-1142 
830A 


1229A-1230A 


1101-1102 


Cambridge, Mass. 


ideal Shoe Mfg. Co.......... 
Milwaukee, Wis. 
Inter-Allied Slipper Co., Inc 


Interstate Slipper Co., 
Easthampton, Mass. 
ireland, R. B., Shoe Co. 
Dover, N. H. 
Jacob, H., & Sons, Inc. 
Hanover, Pa. 
Jecobson, Nathan 
, Mass. 
Jarman Shoe Co... 
Nashville, Tenn. 
Jay Shoe Mfg. Co. 
Cambridge, Mass. 
Jefferson “id 


1107-11 18-11 09-1120 
. 962-964-966 


.2301A-2302A 
New York, N. Y. 
Johansen Bros. Shoe Co., Inc... . .918A-9I9A- 
920A-921 A-922A-923A-924A-925A-926A 
St. Louis, Mo. 
Johnson-Baillie Shoe Co. 
Millersburg, Pa. 
Johnson, Stephens & Shinkle Shoe Co. 
821 -822-823-824-825-826-828-829-830- 
839-840-84 | -842-843-844-850-856-857 
St. Louis, Mo. 
Johnsonian ...... 657 
Endicott, N. Y. 
Johnston & Murphy 
Newark, N. J. 
Jones & Vining Co. 
Brockton, Mass. 
Joyce, Inc. 
Pasadena, Calif. 
Julicn & Kokenge Co. 
Columbus, Ohio 
Justin Boot & Shoe Co. 
Fort Worth, Texas 
Juvenile Shoe Corp. of America 
St. Louis, Mo. 
K.B.S. Shoe Co.... 
Nashville, Tenn. 
K.K. Publications, Inc. 
Poughkeepsie, N. Y. 
Kane, Dunham & Kraus, Inc. 
St. Louis, Mo. 1056-1057-1058-1059-1060 
Keith, Geo. E., Co... .515A-517A-528A-530A 
Campello, Brockton, Mass. 
Keith, Keith & McCain... . .824A-825A-826A 
Rockland, Mass. * 
Kemler, J. A. .... 
Boston, Mass. 
Kesslen Shoe Co. 
Biddeford, Me. 

I NE ae oR ce we 
Kennebunk, Me. 

Keystone Slipper Co.............712A-731A 
Philadelphia, Pa. 

Kimel Shoe Corp.. 
Claremont, N. H. 

Kingston Shoes ... 
Nashville, Tenn. 

Kirsch-Blacher Co., Inc 
New York, N. Y. 

Kleinert's Shoe Division 
New York, N. Y. 

Klev-Bro Shoe Co.. Inc 
Derry, N. H. 

Kleven Shoe Co....... 
Spencer, Mass. 

Knight Slipper Mfg. Corp. 
Brooklyn, N. Y 


1120A 


753 


609-612 
509A 
Booth 17 


1362 
.. 1106-1108 (Welt Plant) 
1107 


.. 1224A 

509A 

. 1359-1360 
639-640 

. . 1243-1244 
.1218-1219-1220 
. 633 
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We have spared no ef- 
fort or expense to make 
this one of the most at- 
tractive and modern 
men’s shoe stores in the 
country. Perhaps you 
will find an idea here 
that may help you in 
your own store. 


ABOVE: Exterior of 
store showing the 
most modern design 
in store fronts. 


LEFT: Club-like in- 
terior arranged exclu- 
sively for customer 
convenience and com- 
fort. 


We'll be delighted to have you drop in . . and see the unusual effects produced 
by our new fluorescent lighting system, scientific arrangement of store equip- 
ment and smart blending of store furnishings. Our Western sales office . . 
under the personal charge of E. K. (“Red”) Dennis . . is located at this same 
address. If you wish, Mr. Dennis will be happy to show you our complete 


1942 line of Spring and Summer footwear. 


WESTERN SALES OFFICE . . . 108 SO. MICHIGAN AVE., CHICAGO 





FACTORY and EXECUTIVE OFFICES . . . 63 MELCHER ST., BOSTON 











December 27, 1941 











WOUDED WNEOLES . 
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SOFT AS A MATTRESS AND JUST AS RESTFUL 


WELL greal att-o-magtc and Cushion Magtc lines 
al the National Shoe Far, Hlevens Helet, Room 553 


; 
; 


: 
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Knipe Bros., Inc............ 
Ward Hill, Mass. 

Knomark Mfg. Co. Inc. 
Brooklyn, N. Y. 

Koss Shoe Co., Inc 
Auburn, Me. 

Kreider, A. S., Shoe Co., The 
Annville, Pa. 

Kreider, A. S., Shoe Mfg. Co.. 
Elizabethtown, Po. 

Kreider, A. S., & Son Co 
Palmyra, Pa. 

Kreider's, W. L., Sons Mfg. Co. Inc. 
Palmyra, Pa. HI2Z1A-1122A-1123A 

Krippendorf-Dittmann Co. ............ 756A 
Cincinnati, Ohio 

Kyros, P., Shoe Co., Inc 
Lynn, Mass. 

La Belle Footwear, Inc 
New York, N. Y. 

Laconia Shoe Co... 
Laconia, N. H. 

Laird-Schober & Co., Inc. 
Haverhill, Mass. 

La Marquise Slipper Co., Inc 
New York, N. Y. 

Lambertville Division of The Servus 
SN Se ERs, 952 
Rock Island, Il. 

Lancaster Shoe Co. 
Elizabethtown, Pa. 

Landis Shoe Co. 


Palmyra, Pa. 


.955A-956A 


.. 1051A-1052A 


. 756 
.. TTI9A 


2339-2340 
Lederer Co., The. .....,858—Booths 4 and 5 
New York, N. Y. 
Leighton's Mexican Imports, Fred 
New York, N. Y. 
Lenox Shoe Co., Inc 
Freeport, Me. 
Lennox Bags ............ Room 8, Third Floor 
St. Louis, Mo. 
Leonard & Barrows Shoe Co 
Middleboro, Mass. 
Lester Pincus Shoe Co 
New York, N. Y. 
Lester Shoe Co 


Leverenz Shoe Co. 
Sheboygan, Wis. 
Levine, Ai & Sol 
Boston, Mass. 
Levi-Weiss Sales Co 
Chicago, Ill. 
Lieberman Shoe Co 
Brooklyn, N. Y. 
Lima Cord Sole & Heel Co., The 
Lima, Ohio 
Lincoln Shoe Co... 
Haverhill, Mass. 
Lind Shoe Co 
Worcester, Mass. 
Lion Shaa Co.. 
New York, N. Y. 
Lippman, Jas. A., Co 
Boston. Mass. 
Little Falls Felt Shoe Co 
Little Falls, N. Y. 
Little Welt Shoe Co 
Nashville, Tenn. 
Locke, Dr. M. W., Juvenile Shoes... .. 
Humboldt, Tenn. 
Lockwedge 
Colum 
Longini Shoe Mfg. Co. 
Cincinnati, Ohio 
Lorman Shoe Stylist... .... 
New York, N. Y. 


Ns ing oe tok mowed 1153A 


1334-1335 
1335A-1336A 


-604A 
605A-607A 
. B49A 
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Room 


Louis Shoe Co...... 1231 
Amesbury, Mass. 
Lown Shoes, Inc.... 

Auburn, Me. 

Lucille Footwear Co.. 
Williamsport, Pa. 

Lumbard-Watson Co. 
Auburn, Me. 

Lunder = am 
Dover, N 

Luxury Stride ya Shoes. . 
Cambridge, Mass. 

Maine Shoes, Inc. 
Auburn, Me. 

Maistrosky, S. J., Inc 
Boston, Mass. 

Manistee Shoe Mfg. Co..... 
Manistee, Mich. 

Manning-Gibbs Shoe Co. 
Worcester, Mass. 

Marilyn Sandal Corp....... 
Stoneham, Mass. 

Marion Shoe Division ma < Brothers 
Shoe Co.) 

Marion, Ind. 

Marks, C. W., Shoe Co... 
Chicago, Ill. 

Marks, The L. V., & Sons Co 
Cincinnati, Ohio 

Marshall, Meadows & Stewart, Inc.. 
Auburn, N. Y. 

Martin-Tickelis Shoe Co 
Ipswich, Mass. 

Masterbilt Shoemakers (Div. of Craddock- 
Terry Shoe Corp.).................. 812A 
Lynchburg, Va. 

Mathes, I., & Sons Shoe Co......... 
St. Louis, Mo. 

Maybury Shoe Co 
Rochester, N. H. 

Mayville Shoe Corp.. ..... 
Mayville, Wis. 

McAfee, Alan ............... 
London, England 

Mears, Fred W., Heel Co., Inc 
Lawrence, Mass. 

Medwed Footwear Co....... 
Bangor, Me. 

Meis, Charles, Shoe Mfg. Co..... 
Cincinnati, Ohio 

Melrose Slipper Co., Inc 
Little Falls, N. Y. 

Mendle Printing Co. 

St. Louis, Mo. 

Menihan, J. G., Corp. 
Rochester, N. Y. 

Mercury Leather Company, Inc 
Brooklyn, N. Y. 

Metro-Craft Shoe Co 
Manchester, N. H. 

Metropolitan Shoemakers, Inc... . 
Chicago, Ill. 

Meyer, Frank C., Co., Inc... ...... 959-1209A 
Brooklyn, N. Y. 

Midland Shoe Corp................. 
New York, N. Y. 

Middletown Footwear, Inc. 735A-736A 
Middletown. N. Y. 

Mid-States Shoe Co..... .642-644-645-646-647 
Milwaukee, Wis. 

SOE NO ee ob eye | 
Milford, Mass. 

Milius Life Stride Division 
St. Louis, Mo. 1039-1040-1050-1054-1055 

Milius Shoe Co... .1014-1015-1020-1022-1023 
St. Louis, Mo. 

Milius Smartaire Division 1016-1018-1019 
St. Louis, Mo. 

Miller, Hess & Co., Inc. 
Akron, Pa. 


1100-1 101A-1102A-1103A 
tape ees eae ae 1I57A 
722-723 
.. 1103 
1Ht7-1 1 18-1119-1120 
.1221A-1222A-1223A 


835A-836A 
.. 1032A 
1167 


.601-602 


.. 1132A 
. 619-620 
.. 1260-1261 


.933A-934A 


.1337A 


547 


. 1123-1124 


Miller, |., & Sons, Inc 2301-2302-2310 
Long Island City, N. Y. 

Milwaukee Shoe Co 
Milwaukee, Wis. 

Minor, P. W., & Son, Inc. 
Batavia, N. Y. 

Mississippi Valley Last Co.............. 1028 
St. Louis, Mo. 

Mitchell Shoe Co............1104-1105-1108 
Biddeford, Me. 

Monarch Shoe Co... 
Chicago, Ill. 

Monarch Shoe Co., Inc 
Cambridge, Mass. 

Mondi Mfg. Co... 
Oshkosh, Wis. 

bd River ad 
Old Town, Me. 

Mosinger Brothers 
St. Louis, Mo. 

Moulton-Bartley, Inc. 

St. Louis, Mo. 

Mound City Shoe Co. 
St. Louis, Mo. 

Municipal Shoe Co. 
Brooklyn, N. Y. 

Murray Shoe Co. 

Melrose, Mass. 

Mutual Shoe Corp... 
Marlboro, Mass. 

Myers, D., & Sons, Inc. 
Baltimore, Md. 

Myrna Shoe Mfg. Co...... 
Manchester, N. H. 

National Shoe & Leather Co., Inc 
Epping, N. H. 

National Shoe Mfg. Co., Inc. 
Worcester, Mass. 

Natural Bridge Shoemakers (Div. of 
Craddock-Terry Shoe Corp.) ... .819A-820A 
Lynchburg, Va. 

Nettleton, A. E., Co... 
Syracuse, N. Y. 

Norma Footwear Co........... 
Brooklyn, N. Y. 

Novelty Slipper Co., Inc 
New York, N. Y. 

Nunn-Bush 
Milwaukee, Wis. 

O'Donnell Shoe Co. 

Humboldt, Tenn. 

Old Colony Shoe Co.. 
Brockton, Mass. 

Orange Shoe Manufacturing Co....... 
Orange, Mass. 

Ornsteen Shoe Co., 

Haverhill, Mass. 

Orono Moccasin Co. 
Old Town, Me. 


Belgium, Wis. 
O'Sullivan Rubber Co., Inc. 
Winchester, Va. 
Pacific Shoe Co., 
San Francisco, Calif. 
Packard, M. A., Co 


. .132A-T37A 
. 661 


GILA-9I2A 
1237 

. 961 

.. L160A-1 161A 





. . 1302A-1310A 
. . 903-909-910 

. .922-923-924 

. 931-932 

.. 1250 

. .635A-636A 

. .650A 
1124A-1125A 
. . 1259 
1228-1229 


. 512-513 


Panther-Panco Rubber Co.. 
Chelsea, Mass. 

Paragon Slipper Co., Inc. 
Cohoes, N. Y. 

Paramount Shoe Mfg. 
St. Louis, Mo. 

Paramount Slipper Co., 
Garfield, N. J. 

Pearl Shoe Co 
Philadelphia, Pa. 

[TURN TO PAGE 132, PLEASE] 
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SHOES FOR WOMEN 
Room 613A 


Stetson prestige is now reaching its highest 
point in history with “greater than ever” 
recognition of Stetson’s outstandingly smart 
styling in the field of daytime footwear. With 
this fashion leadership, Stetson shoes for 
women combine the highly desirable charac- 
teristics of comfort and fine craftsmanship to an 
exceptional degree. See the new Stetson day- 
time models on display at the Stetson rooms. 


SHOES FOR MEN 
Room 617A 


Highlighted by a new, ventilated version of 
the distinctive Stetson Roamer, one of the 
most recent and successful examples of Stetson 
advanced styling, Stetson is showing a new 
stock line of “streamlined design’’ models. 
Stetson has ready also, a complete and care- 
fully worked out program of store promotions 
—a valuable merchandising service available 


to all Stetson agencies. 


The Stetson Shoe Company, Inc., South Weymouth, Mass. 


January 5—6—7—8 


NATIONAL SHOE FAIR 


STEVENS HOTEL °* 


* 


December 27, 194! 


CHICAGO 





Who’s Who at the Shoe Fair 


Room 

Peerless Footwear, Inc. .. 1214-1255 
Souderton, Pa. 

913-915 


Pennant Shoe Co. .962A-964A-966A 
St. Louis, Mo. 

Penobscot Shoe Co..... 
Old Town, Me. 


.1215A-1216A-1218A 


937-939-940 

St. Louis, Mo. 

Pfeiffer, Frank H., Co 
Worcester, Mass. 

Philips Shoe Mfg. Co... . 
Haverhill, Mass. 

Physical Culture Shoes 
Portsmouth, Ohio 

Pied Piper Shoe Co 
Wausau, Wis. 

Pilling, John, Shoe Co 
Lowell, Mass. 

Pincus, Lester, Shoe Corp 
New York, N. Y. 

Pli-Mode Shoe Co........ 
Everett, Mass. 

Plymouth Rubber Co., Inc 
Canton, Mass. 

Plymouth Shoe Company........... 
Middleboro, Mass. 

Portage Shoe Mfg. Co.................. 561 
Milwaukee, Wis. 

Preston Shoe Co.............. 
Lynn, Mass. 

Prime Shoe Co., Inc. 
Chelsea, Mass. 

Progress Shoe Co., Inc. 
Brooklyn, N. Y. 

Queen Quality Shoe Co... . .939A-940A-950A 
St. Louis, Mo. 951 A-952A-953A-954A 


1334-1335 
1404A-1405A-1406A 
. 960 

516 


New York, N. Y. 
Rasmussen Shoe Co......... 
Westboro, Mass. 
Recordia Mfg. Co., Inc... . 
New York, N. Y. 


Cincinnati, Ohio 
Red Goose Shoes 


Reece Wooden ‘Sole Shoe Co.. 
Columbus, Nebr. 

SE IN os so ices cc ena 
Rochester, N. Y. 

Republic Shoe Co..... 
Atlanta, Ga. 

Rest-Right Slipper, Inc................. 
New N. Y. 

Reuben Gordon Shoe Co., . ._957A-958A 
Philadelphia, Pa. 

Rice-O'Neil Shoe Co........ .900-901A-902A 
St. Louis, Mo. 907A-908A-909A-910A-1050A 

Richland-Davidson Shoe Co 
Nashville, Tenn. 

Roberts, Johnson & Rand 
St. Louis, Mo. 


. 1304A-1305A-1306A 
. 1222-1223 


Rogers Bros. Shoes, Inc.. 
Boston, Mass. 

Rondeau, H. O., Shoe Co........ 
Farmington, N. H. 

Ropeez 
Paterson, N. J. 


Rosenthal & Doucette, Inc... .933-934-935-936 
Beverly, Mass. 
Roth, Rauh & Heckel, Inc........ 


Ripley, O 


.622A-623A 


[CONTINUED FROM PAGE 130] 


Royal Metal Mfg. Co...... 
Chicago, Ill 

Royalchrome Furniture. ..... 
Michigan City, Indiana 

Rubin Bros. Footwear 1131-1138 
Zanesville, O., and Waycross, Ga. 

Rubin, Irvin 1307A-1308A 
New York, N. Y. 

Rugby's 
Brooklyn, N. Y. ' 


Safran-Sundel Shoe Ces... 


Boston, Mass. 
Saks, M. J., Shoe Corp. 
New York, N. Y. 
Salvage, Louis H., Shoe Co... 
Manchester, N. H. 
Samuels Shoe Co.. 
St. Louis, Mo. 


. . 1300-1301A 
521-522-523 


Rooms: 9-10-11, 
rd floor 


Schavebe 
Chcheaett, oO. 
Schneider Shoe Co... 
St. Louis, Mo. 
Scholl Mfg. Co., 
Chicago, Ill. 
Scholnick Shoe Co. 
Boston, Mass. 
Schwartz & Benjamin, Inc... .. 
New York, N. Y. 
Sea-Dogs 
Warren, Ohio 
Selby Shoe Co. 
Portsmouth, O. 
Serves Rubber Co... .. 2.5... ec cc cecce 
Rock Island, ill. 
BONNE TROD TA.S. 5 co kos c vaceaccbccs 
Cowan, Tenn. 
Shapiro, A., Inc... .. . 


. . 1052-1053 
1024-1025 
.2356A-2357A 


Inc., The... 


eee eS 1037A 


South Norwalk, ‘Conn. 
Shields Slipper Corp... 


Bombay, N. Y. 

Shoe Form Co, Inc... 
Auburn, N. Y. 

Shoe & Leather Reporter... 
Boston, Mass. 

Shoe Manufacturer 
Boston, Mass. 

Shu-Stiles, Inc. 
St. Louis, Mo. 

Sibulkin, M., Shoe Co., Inc 


. . 1252-1253 
. .700-701A 


. .Booth 3 
837-838 
.. HI3BA-1136A 


. .707A-708A- 
709A-815A 
.. 1110 


Smith, G. Edwin, Shoe Co. 
Columbus, O. 

Smith, J. P., Shoe Co... ... 
Chicago, Ill. 

Somersworth Shoe Co., Inc 
Somersworth, N. H. 

South Berwick Shoe Co., Inc 
South Berwick, Maine 

Spalding, A. G., & Bros., Shoes 
Marlboro, Mass. 


739A-740A 


. . 1224-1225 
1051 


Spalsbury-Steis-Deevers Shoe Co. 
North Ballroom, 3rd Floor 


ILI3A-1TI4A 
. 815 


Sterling Shoe Compony, Inc. .. 1242A 
Auburn, New York 


Stetson Shoes 


Stillman, H. C., Shoe Co. 
Lawrence, Mass. 


for men—6I7A 
for women—613A 
I1ISA-1130A 


545 

760 

Sulkis, Henry, Shoe Co................ 1313A 
1213-1256 

832A-837A 

.1339A-1340A 

mir 


Seema Council of America 
Boulevard Room—Second Floor 
New York, N. Y. 
Teylor, ©. €., Corp............... 557A-560A 
nm, Mass. 
Teeple Shoe Co. 
Weaupun, Wis. 
Tober-Saifer Shoe Co... . 1031-1032-1033-1034- 
St. Louis, Mo. 1035-1036-1037-1038 
Transcontinental Rubber Corp Booth 
New York, N. Y. 
Triple Novelty Footwear Co., Inc .. 1044 
Broo N. Y. 
. .760 
. 1012A-1013A-1066A-1067A 
Tupper Pre-View, Inc. 2311 
New York, N. Y. 
Tweedie Footwear Corp..... 
Jefferson City, Mo. 
Uliman, Fred, Inc........... 
New York, N. Y. 


.903A-904A- 
905A-906A 
.. ._94BA-949A 


. Mass. 
United Shoe Machinery Corp. 


Boston, Mass. 521A-523A-524A 
Boulevard Room 

United States Shoe Corp., The . 450A 
Cincinnati, Ohio 

Unity Shoemekers Corp. . .619A-620A 
Haverhill, Mass. 

Universal Shoe Corp.... 
Sa Me 


. 1204A-1205A-1206A 


[TURN TO PACE 134, PLEASE] 
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. .535A-536A . 


More than twenty years of honest, conscien- == 
tious effort applied to the perfection of a Se 
quality product has earned for GRO-CORD 

and RAW-CORD Soles and Heels a reputa- 

tion second to none. 


Highly regarded by all whom it has been 
our privilege to serve, we are firmly de- 
termined to deserve and maintain that 
confidence. 


We recognize the obligation of leadership worn, Gro-C — pe 
in our respective field and we shall con- Rew-Cord Soles are 
tinue to devote our every energy and re- . 

source to upholding it. 


Gro-Cord and Raw-Cord have been official Soles on Official Regulation Shoes 
of the Boy Scouts of America for many years . . . truly a striking example 
of confidence from an organization with a sincerity of purpose that has 
earned for it a most enviable and esteemed position. 


HEL IMA LORD SOLE AND HEL LOMPANY 


December 27, 1941 









Who’s Who at the Shoe Fair 


[CONTINUED FROM PAGE 132] 










Valley Shoe Corp. 

















































































































St. Louis, Mo. Third Floor . Mess. Worcester, Mass. 
Vemsen, Aleee, ...........c0bebas see TE 2 a oe 1207 OS a 651A 
New bom N. Y. .Ware, Mass. wean Pa. Mie. aah 
Vamos, Alfred, & Son, Inc.............634A Waterbury, S., & Son Co........... 957-958 inchell Shoe ° I 
v ity She Ce. 1237A Broatyn, oe Wintloen Shee Co 534-536 
an “Spee 59 uid Wie Gi 8 938 ON OS re ee 
Lynn, Massachusetts St. pera St. Louis, Mo. 
Vardaman Shoe Co........ 812-813-814 Weber Shoe Co 1127 Wohl Shoe Co.......... 1014A-1015A-1016A- 
St. Louis, Mo. Sh Leu be.” by St. Louis, Mo. 1018A-1019A-1020A- 
wee og yee otees 935A-936A Webster Shoe Corp. _. .1204-1205-1206 w Kf AN Re eee 
Vitelit? Shoe Co. rn Webster, Mass. De, " Pe Shoe ecsev ao etsee - 
ge is M ee! 864-866 net ow Weigert-Hoffman ...... sees.  1262A Wolf. Som 3. oak Ge 635 
Wagan bso. «--.-s-cvrveaue m a. aan 
Los Angeles, Calif. St. Lous ge em e Wolff-Tober Shoe Co... .1003A-1004A-1005A- 
yy om FR GS-45? Weinbrenner, A. Ha, Co.............-. .BO2A Wonen's Weer Deily. ap een 
Waldes Koh-I-Noor, Inc 668 Milwaukee, Wis. New York, N. Y. 
Long Island City, N. Y. ) Well Worth Slipper Co., Inc... ... 1203-1209 wood & Smith Shoe Co... IBA 
Waldman Bros........ of 911 Honesdale, Pa. Auburn, Me. 
New York, N.Y. Wella Shoe Corp........... .1239-1240-1254 Woodard & Wright Last Co........... 504A 
Wales Import Co., Inc....... 1157-1158 Waynesville, N. C. East Bridgewater, Mass. 
(Mexican Huarache Division) Werman, A., & Sons, Inc................726 Wright Arch Preserver Shoes...........613 
New York, N. Y. Brooklyn, N. Y. Rockland, Mass. 
Walkin Shoe Co., The.................. 632 Weyenberg Shoe Mfg. Co.......... 500-50IA Wright, E. T., & Co.................... 616 
Schuylkill Haver, Penna. Milwaukee, Wis. Rockland, Mass. 
Wall-Streeter Shoe Co... . ..550A-551A Weyenberg Shoe Mfg. Co. (Chicago Division) Zulick, J. S., & Co. : 836 
North Adams, Mass. Milwaukee, Wis. 828A-829A Orwigsburg, Pa. 








Buenos Aires, ARGENTINA—For the last 50 years, 
Argentina has been the leading exporter of hides in 
South America. In 1939, last “normal” year for a long 
time to come, 46,000 out of a total of 134,000 tons of 
salt hides went to the U. S. After the French collapse, 
hide exports were stagnant for some time and the sit- 
uation remained almost unaltered until June, 1941. For 
the first six months of the year, hide exports amounted 
to 86,000 tons in 194] against 84,000 tons in 1940; 
but during July to September, 1941, hide exports 
reached 50,000 tons, this figure being almost 40 per 
cent above July-September exports of 1940. Main pur- 
chaser was the U. S. whose hide imports from the 
Argentine to September of this year have increased 
tremendously over those of last year—as much as about 
600 per cent in the case of dry cattle hides, and 350 per 
cent in the case of wet cattle hides. 

Even with this tremendous amount of hides exported, 
the Argentine has been forced to create a shoe industry 
of its own. Large-scale shoe manufacturing started 
around 1910 and a production of about 50 million pairs 
of leather shoes is turned out annually, in addition to 
about 40 millions of the popular “alpargatas” made 
from jute. As there are only 13 million Argentinians 
to be supplied and exports have been nil until recently, 
it is obvious that little room is left for shoe imports. In 
fact, shoe imports had shrunk to 335 pairs of men’s 
leather shoes in 1938, 315 of which came from England 
and 17 only from the U. S., while 1939 imports were 
























































































































Argentine Hide Exports Show Big Increase 


318 pairs with no imports from the U. S. Women’s 
leather shoes imported in 1939 were exactly 82 pairs, 
45 of which came from Switzerland, 18 from England, 
13 from France and six from the U. S. 

On the other hand, there has existed, until recently, a 
large demand for imported leather, as Argentine leather 
was not suitable as upper-leather for the better qualities. 
Certain Argentine shoe manufacturers boasted of using 
exclusively foreign-tanned leather for uppers; but even 
before the war these claims were borne out by facts 
only to a very modest extent, and these insignificant im- 
ports have now come to a standstill. In 1940, calf-skin 
imports were down from 65,000 to 40,650 kilograms 
and all other leather imports were cut in half. 

But qualities are continuously improving and, at the 
same time, Argentine shoe manufacturers are trying 
very hard to secure American orders. Their main 
handicap is not quality but the shortage of certain raw 
materials including tacks. This, together with diffi- 
culties in securing import-permits and collections, has 
also discouraged Argentine shoe exports to neighboring 
countries such as Bolivia, Paraguay and Uruguay. In 
fact, Argentine shoe exports which had been expected 
to increase in 1940 were 826 dozen pairs only in that 
year against 1483 dozens in 1939. 

Thus, while there are real prospects for tanned leather 
exports to Argentina after the war, there are limited 
possibilities for shoe exports, while Argentina might 
even become a competitor in South America. 
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Wiley-Bickford-Sweet Corp... .1134-1135-1136 


Sprit 





THE QUALITY 


BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


WEASURE EVERY May, 


THE NATIONAL 


MAy 


¢ 7 aD TO SHOE FITTING 
L 


RMY posts, camps and stations have been furnished 

new, twin-BRANNOCK DEVICES to fit soldiers with 
speed and certainty. We were proud to be of some help 
to the War-Defense Program. 


We are doubly proud of our new slogan: “MEASURE 
EVERY MAN, WOMAN AND CHILD IN AMERICA” and 
modestly hope that you will do it with the BRANNOCK 
DEVICE. 


Better shoe fitting is an obligation of an industry in times 
like these. The old fitting stick won’t do. The BRAN- 
NOCK DEVICE gives heel-to-ball, heel-to-toe and width 
measurements simultaneously. The nation can’t afford 
to waste any time, money and annoyance caused by fitting 
errors, returned shoes and dissatisfied customers. You 
profit more—if you fit better—the BRANNOCK Way. 


Children’s feet grow a size or more in six months. Tell 
your customers that you will check and recheck children’s 
feet to size and widths—as they grow in weight, stature 
and foot size. BRANNOCK JUNIOR fitting devices 
measure from baby’s size 0 to misses’ size 3. Even a child 
is convinced of your store’s interest when his or her feet 
are BRANNOCK measured. 


The price remains*: Adult or Junior Device—$12.50; two 
or more at $10.00 each . . . A special cooperative price 
—if you order direct from your manufacturer. If you are 
a manufacturer, ask for our cooperative plan. 


The BRANNOCK is now the national foot measurer— 
standard since 1927—improved and perfected. 


(* We are trying to hold our prices as long as we possibly can, bui 
they are subject to increase without notice.) 








A Special Section devoted to The SHOE STORE of TOMORROW 


SoS hie m C gum — 


by BERNICE STEVENS 


THE man at the drawing board who plans a new or 
remodeled shoe store is becoming increasingly impor- 
tant in the merchandising of shoes. Carefully planned 
design of store interior and exterior is now a vital part 
of a modern merchandising program. 

During the past few years certain general patterns 
based on success in moving shoes have developed that 
can be recognized and acknowledged as trends. These 
trends are especially evident in interior and exterior 
structural design and in window treatments. Changes in 
design of equipment and furnishings have naturally 
followed to fit in with the surroundings. 

Let us take these new store trends as we naturally 
approach them—from the front. The well-established 
shoe store which has not installed a new face in recent 
years is indeed rare. Putting up a good front has a 
definite part in moving shoes, whatever the material 
may be that is chosen for that front. Store fronts today 
are not only beautiful and attractive, but are so de- 
signed as to provide an attractive setting for the store 


December 27, 1941 


name, which, in a majority of cases, is part of the de- 
sign. Lighting and type of lettering used on the store 
front is important, especially in a highly competitive 
neighborhood where it must stand out effectively, yet at 
the same time remain in keeping with the design and 
architecture of the store. 

Windows are an integral part of the store front, yet 
require individual treatment. There is a general trend 
everywhere, and has been for the past several years, to 
bring the floor of the shoe store display window up 
from the street and closer to the passerby. In some 
cases, especially in the salon type store, and those fea- 
turing higher priced merchandise, windows are brought 
entirely to the eye level. These are jewelry type windows 
and permit the same individual attention to a few 
selected shoes as is given to high priced jewelry and 
other luxury items. Generally speaking, all of the newer 
windows are designed to place as much attention as 
possible on a limited number of selected shoes. 

[TURN TO PAGE 251, PLEASE] 
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These Shops are Proof... 
Dr. SCHOLL’ 
EALER-OWNED Shop Plan 


THESE INDIVIDUALLY OWNED AND OPERATED 
DR. SCHOLL FOOT COMFORT SHOPS ARE NOW IN 
PROFITABLE OPERATION... FROM COAST TO COAST 


Featuring Dr. Scholl's Shoes and Aids for the Feet 


This is your opportunity to own your own profitable business . . . one with a real 
future . . . free from chain and price-cutting competition. Government statistics 
reveal 7 out of 10 people have some form of foot trouble. A Dr. Scholl Foot 
Comfort Shop caters to all of this tremendous MASS MARKET. 





FEATURE FAMOUS DR. SCHOLL SHOES. These fine shoes are designed by Dr. Wm. M. Scholl . .. 
they embody features and fitting qualities which have caused leading shoe men everywhere to 
D acclaim them as the best fitting, most satisfactory shoes they have ever sold. 

ayton, 

Obio EXPERT MERCHANDISING AID. Dr. Scholl Foot Comfort Shop owners are backed by the vast 
world-wide Dr. Scholl organization with its years of experience. They feature Dr. Scholl's 
nationally advertised merchandise and service. Complete, tested sales promotional plans are 
furnished . . . budget and sales guidance is given. Every shop owner is thoroughly trained in 
Dr. Scholl’s Training School and in our own Foot Comfort Shops. 


DEALER-OWNED DR. SCHOLL FOOT COMFORT SHOPS ARE NOW LOCATED IN 


Duluth, Minn. Spokane, W ash. Hartford, Conn. Harrisburg, Pa. 
Rochester, N. Y. Brooklyn, N.Y. Indianapolis, Ind. Jamaica, N.Y. 
Denver Canton, Obio W orcester, Mass. Albany, N.Y. Dayton, Obio 
d Denver, Colo. San Diego, Calif. Sacramento, Calif. New Haven, Conn. 
Col. Toledo, Obio Newark, N. J. Wilkes-Barre, Pa. San Bernardino, Calif. 

Trenton, N. J. Seattle, W ash. W bite Plains, N.Y. Elgin, Ill. 

Omaba, Neb. Columbus, Obio St. Paul, Minn. Muskegon, Mich. 

Fargo, N. D. New Rochelle, N. Y. Phoenix, Ariz. 


OTHERS WILL OPEN IN THE NEAR FUTURE IN 
Norfolk, Va. Grand Rapids, Mich. Akron, Obio Oak Park, lll. Fort Wayne, Ind. 
Schenectady, N. Y. Peoria, Ill, San Francisco, Cal. Long Beach, Cal. 


MANY GOOD CITIES STILL AVAILABLE. Despite the rapid growth of Dr. Scholl Foot Comfort Shops there are 
Jamaica, still many good cities offering splendid sales and profit possibilities. Only moderate capital is required to start 
ma New York you On your way to success and financial security . . . and we provide liberal investment protection. 


THE SCHOLL MFG. 


Toledo, Obio Columbus, Obio Canton, Obio 
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FORMER SHOE STORE OWNERS THE 
COUNTRY OVER ACCLAIM THE 


Foot Comfort Shop Plan 


75% OF CUSTOMERS “REPEAT” 


It is now over a year and a half since I have been operat- 
ing my Dr. Scholl Foot Comfort shop and I am happy to 
say that my business has been very successful. I have built 
up an active clientele of more than 2000 customers of 
whom more than 75% have made repeat purchases. This 
proves my customers are satisfied with their purchases 
and with the service rendered. 
Otto S. Polatschek, New Rochelle, New York 


MARK-UP BETTER, MARK-DOWNS NIL 


I operated a family shoe store for 22 years and had a very 
profitable business until 1930. At that time chain store 
competition made it virtually impossible for us to get 
adequate mark-up and forced us to take terrific mark- 
downs to clear stocks. My Dr. Scholl Shop requires only 
half the investment of my shoe store . . . we do not need 
as much room so our rent is lower . . . while mark-up is 
better and depreciation and mark-downs are practically 
nil. It is a great satisfaction to me to be in this business. 
I. L. Kollenborn, San Bernardino, Calif. 


NATIONAL ADVERTISING HELPS 

It is now eight months since I opened my Dr. Scholl Shop. 

Your national advertising has helped tremendously in 

making Indianapolis residents ‘‘foot conscious’’ and in es- 

tablishing my shop as Foot Comfort headquarters. I know 

that with your cooperation 1942 will be a banner year. 
I. C. Benedict, Indianapolis, Ind. 
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Trenton, N. ]. Spokane, Wasb. 





Mn. Shoe Dealer 


A Dr. Scholl Foot Comfort Department 
In Your Shoe Store Means Increased 
Profits and Customer Good Will 


Let V4 Help You 


If you are already operating a successful and 
profitable shoe store you still can take advan- 
tage of the opportunities for increased customer 
satisfaction and added profits offered by the 
Dr. Scholl Foot Comfort plan. Open a Dr. Scholl 
Foot Comfort Department in your present 
store. A small inventory enables you to render 
a valuable Foot Comfort Service to your com- 
munity. Ask our representatives at the Con- 
vention to show you how the Dr. Scholl Foot 


Comfort Service plan fits into your operation. 


America’s Defense Program 
increases Foot Troubles 


213 WEST SCHILLER ST., CHICAGO cern oo co, cael helene 


hours of hard work ...their feet ‘give out’’ 


62 WEST 14TH ST., NEW YORK CITY  sttiproitbtemartee: Feature Dr. Scot's 


Foot Comfort Appliances and Remedies. 








San Diego, Calif. 
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The fluted effect carried out 
as the name background and 
on the metal awning, lends 


a modern touch to this I. 
Miller store at Seattle, Wash. 
Note the back-lighted store 
name signs at each side. 
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Black glass with brass trim 
and an etched glass door 
provide an ultra-modern 


setting for the showcase 
type windows of this re- 
cently opened Thomas Erwin 
store at San Diego, Calif. 





The wide entrance of tht 
Reliable Shoe Store, Fresa) 


Calif., provides only a sm 

display space facing ‘he 
sidewalk but its depth gives 
a long bank of window spat® 
at each side of the dog 


. 
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This hosiery and handbag 
section, conforming with the 
general theme and decora- 


id : ; : tion of the salon-type depart- 
ft - ment at Sommer & Kauf- 
mann, San Francisco, is locat- 
ed adjacent to the entrances. 








¢ display, hosiery and 
y bar and cashier 
wrapping counter con- 
the shoe customer in 




















sequence as they leave Br & oo inl 
Reliable Shoe Store, ° . — - #4 
Fresno, Calif. | — ee ; 
a ae. 
cod ' \P <3 
e gre 
* & Lott 
-_ - wr — — 
« — - am | aa “ 
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2 , . oe ~ 
This handbag and hosiery 
bar of the newly-remodeled 
Stenchever’s Shoe Store, 
Paterson, N. J., is located 
directly inside of the main en- 
trance. Glass-front counters 
allow coordinated displays. 
oh, 
mages 


Wrapping station and ho- 
siery and accessory section 
: at Mandel’s, Long Beach. This modernistic handbag 
Calif. This section is located bar with its mirrored display 





to the left of the entrance counter is located in one 
as the customer leaves. corner of the women’s shoe 
department at Robinson's, 

Kansas City, Mo. 





These small display niches 
back up each of the three 
sections of fitting chairs that 
divide the interior of the : e. P em 
new Pessemeier Shoe a *: ; ~g 
epened in Tacoma, Wash. : the 


display fixture facing 
entrance of the new 
Pessemeier store cuts off the 
view of the double 

row of fitting chairs 

that divide the length 

of the room. 
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This iittle display niche at oe ee 
the foot of the stairs leading eo The men’s shoe department 
to the men’s department at tes eee 3 eae of Desmond’s- Wilshire Blvd., 
Bloom’s' Shoe Store, San [ee ‘ Los Angeles, Calif., located 
Jose, Calif. helps to draw [ae a é along the wall of the selling 
attention to the upstairs de- Him le ° : ; floor, is divided from this 
partment for men. . ae r3 and adjacent departments by 
> this display and fitting bench. | ; 








Hosiery and slippers are 
cleverly displayed in _ this 
divided glass top table used 
in the new French, Shrine: 
& Urner Shoe Store, Michi- 
gan Blvd., Chicago, Il. 

















This column display fixture 

sided by glass-topped dis- 

: play counters divides off the 

EPSGSEISNGE SocEgs SSEESs = shoe section from the rest 
nk Leieceatamabthd ne mee mR INE semana speed eae ee ne ma toe Pee of the store at the Alms‘ and 
Lee * ‘3 Doepke Co. Cincinnati. 
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ee . mengRee eee ee PER ned. eco. ee ee eT na 
* ae AE eT ome en ae oe TE IS em ah SNE UN . 
« a J Pe Sa Eo ae " Cow, Sear 2 — . 
' e ¢ armen re we SHADES eet - ‘ This open display 
PAPO, sO oe ana aNT aT By. of . breaks up the blank 


the stock shelves and 
a decorative note t 
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men’s shoe department * 
Richard’s, Miami, Fla 
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Theatre-type seating is a fea- 

ture of the F. E. Foster Co., 

Chicago, main floor women’s : i ia : , aie This modern women’s shoe 

department. Note the mir- § we IS section is a busy spot at 

rored columns between each 3 Dalton’s Department Store, 

group of seats and the Baton Rouge, La. The long 

unique fluorescent lighting. display niche breaks up the 
wall expanse and provides 
adequate space for display. 
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How men’s shoes may be 

adapted to a salon-type de- 6288 oe 

partment is seen by this fit- FS Ses van =_—- “4 - A portion of the youths’ and 

ting and display group in ; “ : 53 2 _— children’s shoe department 

the men’s shop of the new ae . spe in the recently - remodeled 

Frank Bros. Shoe Store, ; 4 Youth Floor at Burdine’s, 

Michigan Blvd. Chicago. : oe Miami, Fla. The display 
¥ bulkhead in the foreground 

divides off the section 


A women’s fitting group 
along the side wall of the 
attractive salon women’s de- 
partment at the Frank Bros. 
store, Chicago. Note the 
large floor-to-ceiling mirror 
at the left of the group. 


HT 

















This modern women’s shoe 
salon is located at Robin- 
son’s, Kansas City, Mo. The 
large divided mirror at the 
back between the two pic- 
ture frame display niches 
lends depth to the room. 


The Show’s the Thing 


[CONTINUED FROM PAGE 83] 


The National Shoe Retailers Associa- 
tion and the National Boot and Shoe 
Manufacturers Association will, as 
usual, hold their annual sessions and 
elect directors and officers for the com- 
ing year. The detailed program of the 
week’s events appears elsewhere in this 
section. 

Members of the joint National Shoe 
Fair Committee, representing the two 
co-operating associations and charged 
with responsibility for planning and 
conducting the Fair, are as follows: 

Co-chairmen of the Joint Committee 
to head the National Fair: Carl Burg- 
stahler, F. E. Foster Company, Chicago, 
Ill., president of the National Shoe Re- 
tailers Association; L. V. Hershey, 
Hagerstown Shoe & Legging Co., Hag- 
erstown, Md., chairman of the Board 
of the National Boot and Shoe Manu- 
facturers Association. 

Additional members representing the 
National Shoe Retailers Association: 
L. E. Langston, executive vice-presi- 
dent, National Shoe Retailers Associa- 
tion; Harry E. Fontius, Fontius Shoe 
Company, Denver, Colo.; L. F. Tuffly, 
Krupp & Tuffly, Houston, Tex.; M. A. 
Mittelman, Cleveland, Ohio. 

Additional members representing the 
National Boot and Shoe Manufacturers 
Association: Jay O. Ball, president, Na- 
tional Boot and Shoe Manufacturers 
Association; Frederick A. Miller, The 
H. C. Godman Company, Columbus, 
Ohio; Roger A. Selby, The Selby Shoe 
Company, Portsmouth, Ohio; Harold C. 
Keith, Geo. E. Keith Company, Brock- 
ton, Mass. 


Merchants Bid in 


Membership Drive 


SPOKANE, WasH.—There is one shoe 
man in Spokane and a group of others 
from the retail stores who now know 
something about “blitzing” things 
through and who have qualified for any 
speed campaign. 

Irving Jaffee of Leed’s Shoe Store; 
Merle Emry of Emry’s men’s store; 
Phil Alexander of Alexander’s women’s 
specialty shop; Sid Gassman of Thomas 
and Gassman’s men’s shop; A. J. Her- 
both, Sears Roebuck & Company; and 
W. B. Kerr of the Crescent Department 
Store all took time from heavy holiday 
business recently to help the Spokane 
Chamber of Commerce put over a one- 
day membership drive. 

This undertaking usually takes at 
least, a week, but with careful organ- 
ization and concentrated work on the 
part of the men who signed up, it was 
crowded into one day this year. A 
goal of 100 new members was set—and 
127 were secured. 

When it came to counting the cards, 
the shoe men and retailers were right 
up there with the top flight insurance 
men and bankers who also enlisted for 
the drive. 
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STERLING LAST CORP 











Boot and Shoe Records: 
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FOR SALES-MAKING DISPLAYS 
OF THE NEW 1942 STYLES 


A NEW HEEL-HEIGHT oa ert 1942 CALENDAR 
When you visit the Fa display at the *National 
Shoe Fair, ask for one of ape It tells the 
of forms needed for any shoes shoes, rubbers or galoshes. It a 
includes an accurate six inch rule and complete 1942 
calendar. If you prefer, write us and we will mail one to you. 


*Rooms 700 & 701A. The weve 
Chicago, lil., Jan. 5,6, 7 @ 8, 1942 


1942 BLACK MODELS 
Courtesy of 

THE ADDIS CO. 
Syracuse, N. Y 


Mahe 


BLACK SHOES 


Sparkle with Color 


BLACK, the artists tell us, is the absence of color. 
Certainly, black shoes alone are mighty sombre, 
with little of emotional appeal that stimulates shoe 
sales. But, the new black styles, when displayed on 
colorful pearlescent Fairy Forms, can hold shoppers 
spellbound while every detail of line, decoration 
and fit is impressed on eager minds—unhindered 
by the resistance that verbal selling often provokes. 


Use Fairy Form displays in your show windows 
and shadow boxes, to do a real selling job on your 
new black footwear. Then, your sales people can 
concentrate on guiding customers to a completed 


purchase. 


We can't adequately describe these appealing 
new forms in their wide range of beautiful pearl- 
escent colors, but our catalog No. 62 will give you 
a real hint of what to expect. Write us for a copy, 
then when you see these forms displayed at the 
*National Shoe Fair, you'll know exactly what we 
mean. Be sure to see this Fairy Form display, you 
will be well repaid. 


SHOE FORM CO. we.. AUBURN, N.Y. 
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Shoe Store of the Future 


[CONTINUED FROM PAGE 75] 


Gene Burke, merchandising engineer, of Los Angeles, and author of this article, 
specializes in building store interiors and exteriors with one object in view, to 





sell merchandise properly. He has worked out stores in many parts of the coun- 
try which bear witness to the modern trend of showing the goods to the very best 
advantage. The Burke proven theory that stores should be designed first from a 
sales producing angle, expertly combining this with eye appeal, is the basis of 
these One Hundred Suggestions for Shoe Storecraft. It is sound and practical. 


to catch the public eye by means of marble or glass, 
They are intended to attract customers to your store. 

6. Spend your money on the store front where it does 
the most good. Do not lavish money on expensive 
marble and neglect the vestibule floor, the all-important 
entrance or the strip next to the window glass. 

7. Analyze the building thoroughly. Decide ahead of 
time such questions as union labor; damage and mer- 
chandise loss; watchman’s time; and above all a 10 per 
cent contingency fund. 

8. Used equipment has the same value as used and 
worn shoes. Re-making it may be more costly than new. 

9. Do not be influenced by a Fifth Avenue front if 
your store is on Main Street. 

10. Try and have your store reflect your type of shoe 
business. It can be. snooty or friendly. 

11. If a barricade is required, take advantage of it. 
It is creating a billboard of inestimable advertising value. 
The semi-humorous and apologetic copy is usually the 
best. 

12. Get good advice on your store front materials. 
Your job may look swell on opening day, but it may 
weather badly in six months. 

13. Like your clothes, the nicest materials require the 
most maintenance cost. The same with store fronts— 
bronze or copper require more care than white metal. 

14. Beware of “luminous fronts” unless you are will- 
ing to foot the light bill. Huge areas of lighted glass 
panels detract from show windows and are costly to 
maintain. 

15. Bulkheads or the space below the glass takes the 
worst beating and should be made of material not easily 
broken. 

16. Do not neglect the vestibule floor for appearance 
and by all means keep it simple in design. An ornate 
floor is the worst detractor from windows. 

17. Wrigley said “Tell them quick and often.” How 
appropriate for the exterior signs! 

18. The exterior sign should be brief. Shorten the 
name as much as possible. Remember there are just 
about 15 seconds for the pedestrian to catch it. 

19. If the letters are too big, they may be as illegible 
as too small letters unless placed so you have visibility 
for a long distance. 

20. Remember your big sign may be good for a view 
from only across the street. 
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21. Small signs should be at eye levei or below eye 
level. 

22. Consider the sign above the door on both sides 
and also in the vestibule floor. : 

23. Remember while red neon may have greatest eye 
attraction, the thing to be considered is whether it 
stands out in contrast with the neighboring. signs. 

24. If you have a light-colored store front, it may be 
wiser and not even less expensive, to have a projecting 
trough floodlight the whole building. 

25. Letters that project too far are not legible. 

26. Take care about the type of alphabet. It is very 
important in styling. 

27. If the city ordinance permits a sign under the 
vestibule ceiling, it is a valuable place for one. 

28. Troughs for seasonable copy might be a good 
idea to tie in with advertising copy. 

29. Small illuminated signs on the column at eye 
level have value but they should be illuminated. 

30. Remember you should get visibility in the store, 
which is the reason for the new non-breakable glass 
doors and sidelights. 

31. In most cases, the access doors should be glass, 
to permit further visibility. 

32. The entrance doors receive such wear they are 
the first things that begin to look bad. One thing to do 
in this case is to take old doors and cover with such 
material as Formica, which is easy to maintain. 

33. A light in ‘the vestibule ceiling is not necessary 
unless used for night protection. Usually such a lumi- 
naire draws the eye away from the windows. 

34. The recessed base may make the store look larger. 

35. If an awning is necessary, try to have it recessed. 
They never look too well because of the weathering 
problem. 

36. Remember such little things as letter drops, con- 
sideration of the door swing, copy for store hours and 
screen to pull at closing time. 

37. Show windows should be like a stage which 
permits constant flexibility in display. 

38. Removable backgrounds and floors that can be 
covered with fabric will remain in vogue because they 
are logical. 

39. The baffle ceiling helps dramatics as well as saves 
electrical costs and creates an interesting effect. 

[TURN TO PAGE 202, PLEASE] 
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(THE MAN WHO REVOLUTIONIZED DOLLAR HANDBAG MERCHANDISING 


SANFORD SHORE formenyof ELANBEE, INC 





In time for Spring Selling — a brand new, scintillating, sensa- 
tional collection of handbags that brings a new high in styling 
and value to the dollar handbag market. Delivered PREPAID 
to your counters, for immediate selling, without any investment 
om your part. 


THE PLAN... 
A unique, streamlined merchandising method, enthusiastically 
acclaimed by buyers all over the country, that assures the profit- 
able operation of your handbag department. 


THE BAGS... 
Each a SMARTested* model, brilliantly designed, immaculately 
crafted, in a wide range of sure-fire fashions, exciting new 
materials and costume-right colors. 


Learn how the SHORE PLAN can give you an up-to-the-minute, 


' perpetual style show of SMARTested* HANDBAGS—with no 
investment by you! For further information, kindly fill out the 


convenient coupon. 
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FOOT knowledge, instead of being, as in the past, the 
exclusive property of orthopedic specialists, podiatrists 
and thoughtful shoe merchants, is rapidly becoming 
part of the common knowledge of the people at large; 
and merchants are continually being surprised at the 
number of their customers who not only insist on foot 
comfort but who have, as well, a surprisingly accurate 
knowledge of what to do in order to achieve that con- 
dition. There is apparent in a majority of the schools 
and colleges of the United States a determination on the 
part of physical education teachers to hammer home the 
importance of foot health. Nor is this rapid spread of 
foot knowledge the result of the activities of our edu- 
cators alone. The frequency of articles in newspapers 
and magazines is proof of public interest in the subject. 

Just what is being taught? 

We have before us as this is being written, two 
exhibits. One is a full-page article which, syndicated, 
is estimated to have reached about 2,500,000 readers. 
This is “old stuff.” It was published in 1938—more 
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than three years ago. The other exhibit comprises 
excerpts from a current book. Both describe the skele- 
ton structure of the foot; both warn of the harmful 
effects of wearing not only the wrong size but the wrong 
shape of shoe; both stress the fact that feet are indi- 
vidual and that the first thing to do is to make abso- 
lutely sure that the correct last is chosen; both say flatly 
that heel height should be determined, not by the desires 
of the customer but by the needs of her foot. 

In the newspaper article an eminent member of the 
osteopathic profession is quoted as saying that the 
proper method of determining heel height, when doubt 
exists, is to rest the bare heels of the feet on two bases 
built up of playing cards, each base having exactly the 
same number of cards. Start, says this doctor, with a 
high base—high enough to produce a feeling of strain 
in the muscles of the calf of the leg—then reduce the 
height of the two bases, one card at a time, until the 
feeling of strain disappears completely; then measure 

[TURN TO PAGE 154, PLEASE] 





149 




























THE SAME CORDIAL GREETINGS 
from | 


THE SAME GANG 


W. Ti tiiieen” os eS. RE ies 
R. H. Lewis - - - - =~ Larry Minor 


at 


THE SAME PLACE 
North Assembly Room—Third Floor 
Hotel Stevens 
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DREW'S light-weight flexible welts, orthope- 
dically correct, smartly styled over DREW’S 
7 BASIC LASTS, have earned a nation-wide 
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Nationally Advertised! 


To further increase the profitable business of Dr. Locke 
dealers, the new 1942 advertising campaign includes not only 
the leading women’s magazines—McCall’s and Woman’s Home 
Companion — but also Time Magazine with advertisements 
every month throughout the year, reaching the key families 
in your community— people not only able to buy, but to 
influence the buying of ‘others. Prosperous readers make 
for profitable retailing. Dr. Locke dealers will cash in on 


this increased advertising campaign. 


Rooms 605A & 607A, 
~ Stevens Hotel 
National Shoe Fair 
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Dr. M. W. Locke 
Shoes 


Nationally Known! 


No name in the shoe business has ever enjoyed such world- 
wide fame as that of “Dr. M. W. Locke!” No shoes on the 
market have back of them such a thrilling story, or so con- 
vincing an origin. The beneficial features of the lasts over 
which Dr. Locke Shoes are made produce a degree of cus- 
tomer-satisfaction without a parallel in the shoe business. 
Dealers who do a careful fitting job with Dr. Locke Shoes are 
building a loyal clientele which neither competition nor 


changing times can take away from them. 


Room 604A, 
Stevens Hotel 
National Shoe Fair 


Growing Girls’ Tan 
Shawl Tongue Oxford 


THE O'DONNELL SHOE COMPANY 


HUMBOLDT, TENNESSEE 
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The Active Human Foot 
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the height of the playing card bases with a ruler and 
the correct heel height for the feet in question has been 
determined. 

In the book, while correct heel height is stressed, 
more emphasis is put on the initial choice of the correct 
last and the reader is advised to “sleuth,” as the author 
puts it, until she has founda last which is comfortable 
—not an extremely difficult job, it is pointed out, since 
the shoe industry, in the past 20 years, has made im- 
portant technological advances and today is offering 
finer shoes for less money and a greater number and 
variety of lasts. 

The fact that these articles are being published at all 
is indicative of a trend. The fact that the information 
purveyed is accurate and sensible is tremendously im- 
portant, not only to the public but to the shoe industry 
as well, for it makes easier the work of the conscientious 
shoe fitter and leads directly to an increased sale of the 
so-called “feature shoe” to those hundreds of thousands 
who, not having had the benefit of this education in their 
early years, must now depend on footwear into which 
has been built features making for comfort and even for 
the restoration of foot health. f 

Before going into a discussion of these features and 
what they are designed to accomplish, it is important 
to note that the feature shoe of 1942 will be a vastly 
different shoe than that of even five years ago because 
manufacturers within recent years have been able to 
introduce many of these desirable features—certainly 
the most essential ones—into shoes which have every bit 
of the style appeal which the American women have 
been led to expect as their right; nor are they confined 
to the high-priced lines. The secretary on a slender 
shoe budget can now fare as well as the wife of her boss. 

The day of the old-fashioned comfort shoe, as our 
mothers and grandmothers knew it, is just about done. 
Bunions and the type of public education referred to in 
the first part of this article cannot survive indefinitely 
side by side. The former seem destined to share the 
fate of many of those diseases which modern medicine 
and medical research have almost completely eliminated. 
So, eventually, may fallen arches, hammer toes, and a 
host of others. 


Now for a quick survey of these built-in features and 
what they are designed to accomplish. 

Starting with the heel of the foot we find that, in 
general, there are only two features which are in com- 
mon use in the type of shoes under discussion. The first 
of these is the cushion heel-seat. The second is the 
cupped heel-seat and its various “derivatives.” The 
cushion heel-seat, most often of sponge rubber—some- 
times of other materials—is a comfort feature purely 
and simply, although it may well be argued that, in 
giving comfort, it eases the strain on a sensitive heel 
and is, in that sense, at least a corrective feature. 

The cupped heel-seat, on the other hand, has as its 
object the provision of a depression the shape of which 
follows the contour of the bottom of the heel and pre- 
vents unnatural pressure from being brought on the 
bones which form the heel structure. Sometimes this 
cupped affect is achieved in the shaping of the last; 
sometimes it is formed by the way in which the counter 
is moulded. It is the contention of manufacturers 
having this feature that the heel bones, forced against 
a flat surface under the weight of the body, are pushed 
out of place with a corresponding mis-alignment of other 
bones to which they are “hitched” by ligaments and 
tissue. 

But there are other heel features in the feature shoe 
which, strangely enough, have nothing to do with the 
heel of the foot. An example is the orthopedic heel, in 
which one side of the heel extends forward and which 
has for its object the transfer of some of the weight of 
the body from the longitudinal arch of the foot to the 
heel. Another example is the wedged heel—made 
higher on one side than on the other and designed to 
correct pronation—the tendency of the foot to roll 
inward. There are various refinements of the original 
wedged heel which accomplish the same purpose. Inas- 
much as pronation is believed to be closely related to 
weakness in the longitudinal arch of the foot, it will be 
seen that the wedge device mentioned, while in the heel 
of the shoe, is really designed to relieve a condition in a 
section of the foot in front of the heel. 

Weakened longitudinal arches can also be helped by 

[TURN TO PAGE 156, PLEASE] 


Boot and Shoe Recorder 





Massagic 
$6.95 to $7.50 


Sheffield 


$7.85 to $8.50 


December 27, 194! 


Massagic 7 


* Yields ye . jars 


absorbs § 
- Keeps you foot-fresh 


ATENTED 
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Nationally advertised in The Saturday Evening Post, 
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the familiar arch supports, either the type built into the 
shoe or the type which can be inserted in the shoe in 
the store; and many a sensitive foot has been given 
relief by the shoe with built-in cushion innersoles or by 
innersoles which may be purchased separately and in- 
serted in the shoes. While these cannot honestly be 
said to give much positive support to the longitudinal 
arch, they nevertheless have the cushioning effect for 
which they were designed and give relief from pain in 
many cases in which the sole of the foot has been made 
sensitive by the pressure of bones too close to the sur- 
face. Rather than being corrective, they are a comfort 
feature and should be sold as such. 

Then, still discussing the longitudinal arch, we come 
to the orthopedic counter which, on one side, is carried 
forward almost to the ball point of the foot, giving sup- 
port on the weakest side and said to be of real value in 
cases of pronation, just as in the case of the wedged 
heel. £ 

Lots of things can happen to the forepart, or meta- 
tarsal section of the foot, also. Here are a number of 
small bones, ranged across what is known as the ball of 
the foot and sometimes referred to as the anterior arch. 
Any squeezing of this bony structure by shoes which are 
too tight, will automatically throw these bones out of 
their proper positions and will produce a condition 
ranging all the way from a slight sensitiveness, noted 
only when welking, to acute pain and lameness. 

The feature shoe manufacturers have done in this 
part of the shoe a really outstanding job. Many shoes 
today, whether designed to be corrective, or merely cor- 
rect, carry in their forepart the now familiar metatarsal 
button, some of rubber, some of felt, some of other 
materials. Equipped with these and properly fitted, the 
“button” provides support just back of the metatarsal 
heads, forces the bones back into their correct position 
and gives almost instant relief. For shoes not so equip- 
ped, there may be had metatarsal buttons which can be 
fitted into the shoe and attached to the sock lining in 
any one of a number of ways. 

When the fallen metatarsal “arch” is of long standing, 
it may be necessary to suggest the use of some of the 
supports of rubber which are attached to an elastic 
bandage which, in turn, is slipped over the foot and 


adjusted until it is in the proper position. Many a store 
clerk, on her feet for hours on end, and her boy friend 
at the neckwear counter, have secured relief either from 
the shoe with the built-in anterior support or the type 
we have just mentioned. 

In the wake of these well-known features come a 
number of others, such as the shoe with the instep sup- 
port furnished by what might be called a bandage 
arrangement which furnishes support when the shoe is 
snugly laced; the moulded innersoles which derive their 
virtue from the fact that they tend to conform to the 
shape of the bottom of the feet, and others almost too 
numerous to mention. 

The point is, and this has been stressed many times, 
that the feature shoe owes its popularity and usefulness 
to its ability to give relief from pain and, in many cases, 
actually to correct conditions which have not gone so 
far as to require the highly-skilled services of a foot 
specialist. Customers who have once been sold, can be 
counted on to return again and again for more of the 
same. It is not business which needs to be followed up. 
It is business which rarely is lost to competition pro- 
vided a real job has been done in the first place. 

That last sentence is more significant than it sounds 
when read aloud, but it is the whole basis not only of 
the feature shoe business, but of every other kind of 
shoe business, the first and chief essential of which is to 
fit properly in every case, choosing the correct last for 
the foot on the stool, measuring both feet carefully and 
then proving to the customer that what you have done 
is in his or her best interests. That having been accom- 
plished, profit is automatically forthcoming. 

This brings us to a discussion of normal feet and 
fitting—and returns us, also, to our original thesis of - 
“heredity in reverse,” because it is obvious to many in 
the shoe industry that, with elders learning from their 
juniors, who, in turn, have acquired a fund of reliable 
foot knowledge and even shoe knowledge in the public 
schools and colleges of this country, it is going to be 
increasingly difficult for the merchant who is content 
merely to pass shoes over the counter, so to speak, 
instead of studying the feet of his customers, determin- 
ing the proper last, and then measuring accurately. 

[TURN TO PAGE 200, PLEASE] 
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Soldiers Bought Slippers 


Sr. Louis, Mo.—Selective service con- 
scripts proved excellent slipper cus- 
tomers for the 1941 holiday season 
through the fact that “our new army” 
members showed a decided disposi- 
tion to buy slippers for one another, ac- 
cording to W. G. Jackson, men’s shoe 
buyer at Famous-Barr Company here. 
During November, numerous uniformed 
boys from nearby Ft. Leonard Wood 
and Jefferson Barracks descended upon 
the men’s shoe department in search of 
low-price slippers as gifts for friends 
in camps. To make it easier for them, 
the store has built up an individual 
table display of inexpensive slippers. 


Specializes in Sport Shoes 

St. JoHn, N. B.— Kennedy Broth- 
ers, operating a shoe store in the 
center of St. John, feature footwear 
suitable for sports use, with consider- 
able authority, since N. L.° Kennedy, 
the younger brother, has had a long 
career in amateur basketball, tennis, 
badminton, golf, bowling and target 
shooting. 

He has been pointing out that ap- 
propriate footwear is essential to the 
success of an individual in any sport, 
and maintains a special personal ser- 
vice for people of both sexes, offering 
individual advice and suggestions. 


Sold Men Shoes and Slippers 
For Christmas 


BALTIMORE, Mp.— Harry Goodman, 
proprietor of Goodman’s Good Shoes, 
28 East Baltimore Street, one of the 
leading shoe retailers of the Monuv- 
mental City, specializing in men’s 
shoes, reports that his holiday business 
has been improving each year “al- 
though no special effort has been made 
on the usual type of gift footwear. We 
carry,” he says, “just one line of house 
slippers and, although we display them 
in our windows, we do not push them 
strongly. The reason is that we cater 
to men and, even at this season of the 
year, we are not overly anxious to have 
our men customers crowded by women 
shoppers. Our slippers are all sold at 
the one price of $3.95.” 

“We do,” continued Mr. Goodman, 
“try very hard to sell shoes for gifts 
and this year we are issuing gift cer- 
tificates. Last year we noted that many 
parents brought their sons in to have 
them fitted in shoes for Christmas and 
this year we are definitely going after 
this type of business. Personally, I feel 
as if shoe gifts become more acceptable 
each year.” 


Mid-West Demand for 
Shoes Holds Up Well 


DAVENPORT, IA.—An earlier demand 
for late winter and early spring num- 
bers, coupled with a continued brisk 
demand for current styles which indi- 
cates no need for clearance sales until 
a much later than usual date, dis- 
tinguish the retail shoe situation here 
as 1941 moves toward an end. 

Further, a survey shows, most store 
operators and department managers 
are finding little price resistance, either 
as regards present stocks or for Spring 
shoes which are bringing customers 
face to face with still higher prices. 
Sales are running consistently ahead of 
last year, month for month, averaging 
about 15 percent for November. At the 
same time, some shoe men feel that in- 
creased payrolls in this area are not be- 
ing fully reflected in their business. 
Some hold that this is due to the large 
number of men called into the area to 
work, but who send most of their week- 
ly check to their families at home. 
Others believe that the prospect of high- 
er federal income taxes has enforced 
saving. 

Advance Spring business points to 
continued popularity of blue for color. 
Ted Fisher, manager of the shoe de- 
partment of Abrahams store, believes 
that unless retailers cover soon on this 
color they will face a shortage as in 
previous seasons. New antique leathers 
are proving popular, shoe men report, 
and black, of course, follows blue in 
popularity. Pumps are the leading style 
now, but strap numbers are expected 
to show strength. Christmas merchan- 
dise is moving rapidly. 
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For Busy Women 
[CONTINUED FROM PAGE 93] 


being comfort, it was assumed, until 
recently, that attractive appearance and 
conformity to current styles were of 
very secondary importance; in fact, that 
these shoes could not hope to attract 
style-minded women. Now with the new 
trend to low heels in some of the smart- 
est lines, designers and manufacturers 
have awakened to the fact that one ob- 
stacle has been eliminated. The extra 
long vamp was the problem to tackle 
next. They had tried to conceal this 
length with stitchings and perforations. 
Now, they have discovered that that 
vamp will fit better if it is shortened 
and broadened somewhat. A snugger, 
better-fitting heel holds the foot back 
in position, lessening the need for the 
very long, old-time vamp. 

Much more could be said about the 
effect of other style trends on “comfort” 
and feature shoes; about new ways of 
handling silhouettes and trimmings and 
combinations of materials and colors to 
flatter the foot in these shoes. The new 
flexibility, lightness, softness and cool- 
ness, which have been developed in 
soles, uppers, linings and construction 
are typical features of all types of 
present-day shoes. The style shoe, the 
“mamma” shoe, the sturdy walking 
shoe, all have gained tremendously in 
comfort from these developments. 

The tailored walking shoes shown in 
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these sketches all embody these fea- 
tures. You know how any one of these 
shoes will double up in your hand, so 
flexible and soft and light they have 
become under modern shoemaking meth- 
ods. Added to these real comfort fea- 
tures, are style developments which 
make the 1942 Spring walking shoes 
the smartest we have ever had of this 
type. Detailing in buckles, stitching, 
perforations, nailheads, etc., combined 
with very trim outlines and interesting 
leathers, the polished leathers still num- 
ber one choice, put them in the front 
ranks for smart, very tailored daytime 
wear. They fit into our new active na- 
tional life as no other shoe can do, giv- 
ing women the functional styles that 
they need. 


Line-up of Shoes for Boys 


[CONTINUED FROM PAGE 99] 


they went for it in so big a way that 
it’s small wonder it has been applied to 
other parts of the shoe. 

Soles are generally of leather; there 
are some of rubber composition; there 
are very few of crepe. The reason, of 
course, is that pure latex used in crepe 
soles is difficult to obtain, since it has 
been put on priority list. This holds 
true also of brass eyelets, but some 
manufacturers are still showing them 
and intend to continue to do so until the 
supply is exhausted. 


Smooth leathers take precedence, for 
the most part, in boys’ shoes for Spring 
because of their adaptability to various 
finishes. Manufacturers are still show- 
ing white shoes, not yet having felt the 
pinch of the scarcity of white leather. 
Many of them bought their white 
leather far in advance in order to have 
a quantity on hand when the supply 
diminished. Some manufacturers are 
showing a few samples using cream, 
usually in sueded leather and in com- 
bination with tans, but the offering is 
still somewhat tentative. Whether the 
ultimate demand is for white or cream, 
however, one fact remains clear—in 
Summer shoes it’s combinations all 
along the line; all-over whites (or 
cream) are of little importance. Which 
brings us to another angle—combina- 
tions of two tones of tan are still im- 
portant. 

And Summer shoes are well venti- 
lated—with heavy punchings, perfora- 
tions, etc., for coolness. 

It is clear from a review of Spring 
shoe lines that America has begun to 
feel the pinch of the war. Substitutes 
for old favorites are being offered; and 
it’s no guess that until conditions make 
it possible to obtain those old favorites 
again, the boys’ shoe business, and the 
whole of America, will make do with 
what it can get-—and accept it without 
grumbling, in the sense of “something 
new.” 
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March of the Small Fry 


[CONTINUED FROM PAGE 97] 


growing toes—is coming more into its 
own with the passing seasons. 

Smooth leathers are of supreme im- 
portance as materials for children’s 
shoes, especially those which have been 
treated to a mirror-like polish, boot- 
maker finish, or in those cases where 
the detail on the shoe suggests it, 
antiqued to bring out the design. Elk 
is important, especially in the smoked 
version and the new country cream 
which is expected to take the place of 
the increasingly scarce white leather. 
This new country cream elk has been 
cited for combination with tans and 
browns in spectator types and for com- 
bination effects which in former years 
were an important part of the white 
shoe business. Sueded leathers for hard- 
wear types, and also in combination 
with tans and browns, are always sig- 
nificant. Pig grains are being shown, 
both in all-over types and as trim on 
smooth leathers. Alligator and alligator 
prints are important as trimming de- 
tails. And a very soft, velvety leather 
which has been seen for the past few 
seasons principally in play types is 
coming forward for soft, casual shoes. 


Tan of Primary Interest 


Tan—antiqued, polished or bootmaker 
finished—is of primary interest when 
it comes to colors. Two tones of tan 
are attractive and important in a num- 
ber of lines, in moccasin patterns, in 
oxford types, and in some novelty ver- 
sions. Antiqued red should be watched 
since it has been shown by some high 
style houses in casual models such as 
the Norwegian moccasin. We have al- 
ready mentioned the part which cream 
is expected to play, but for the early 
part of the season at least, the current 
supply of white leather on hand -is ex- 
pected to be sufficient to meet the de- 
mand. For dress your young custom- 
ers will be asking for their usual patent 
leather and for some blue, but in in- 
creasing volume for tans, browns, red. 
Some all-white is being shown in dressy 
types, but these are not of major 
importance in most lines. 

The military trend is still strong in 
patterns. By military we refer to plain 
toe bluchers, moccasin oxfords, monk 
patterns, and certain military details 
such as high polish, brass eyelets, etc. 
The saddle, of course, holds its own, and 
some manufacturers are showing it in 
high colors on white. The Norwegian 
moccasin is still strong in its classic 
form; two important variations which 
have been played on it promise to keep 
it in the forefront of attention — the 
Norwegian moccasin with a laced front, 
and the same shoe with a low side 
buckle, resembling to some degree the 
buckled monk. This pattern will be 
important in antiqued tan; in highly 
polished tan; in cream with combina- 
- tion; in bright red, plain or antiqued. 
The kiltie (or kiltie - inspired turnover 
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tongue) js seen in some lines, and most 
lines have some version of the ghillie. 
Strap patterns are increasingly impor- 
tant, especially in the guise of barefoot 
sandals, either with closed toe, very 
much closed type, or with open front. 
For dress, T-straps, one-straps, trim- 
med pumps are all important: And the 
little elasticized stepin—with elasticized 
material placed where it will not con- 
strict little feet—is becoming increas- 
ingly popular. Many of these dressy 
types are open toes; some, of course, 
have closed toes, walled or plain. 
Fancy Trimming Toned Down 
Details are not so numerous as in 
former seasons, for the reason that 
most manufacturers are eliminating 
superfluous adornments to the shoe and 
are spending their efforts on simplified, 
well fitting, well made shoes. Some 
brass eyelets are seen, though, and 
some nailhead trimming. Slashed loops 
on the ghillie lend a decorative note to 
the shoe. Fold-over tongues are still 


significant in little dressy pumps and- 


in oxfords. Laced details; moccasin 
seaming; stitchings; perforations; soft 
supple leathers; flexible constructions; 
a prevalence of leather, nap or composi- 
tion soles (because pure latex used in 
crepe soles is becoming hard to get); 
decidedly lower heels; open fronts— 
all are part of the '42 Spring picture. 

So it would seem that this Spring’s 
shoe picture for children is one in which 
treatment and interpretation are of 
greater importance than elaborate de- 
sign. And we can’t help feeling that 
the result will be more well made, good 
looking shoes, and fewer markdowns on 
retailers’ shelves. 


To Move to New Location 


NASHVILLE, TENN.—One of the big- 
gest shoe store changes in years in 
Nashville will occur January 1 when 
Bell’s Booteries moves out of a leased 
space in Cain-Sloan’s Department 
Store and occupies a remodeled build- 
ing at 703 Church Street, a change of 
location after many years. In a store 
space adjacent to Cain-Sloan, Bell’s 
Booteries, owned by John P. Bell, of 
Lexington, Ky., was leased by the de- 
partment store management in 1933. 
Under the management of L. H. Brown 
the department reached gross sales of 
approximately $300,000 annually. R. 
E. Brown has managed the department 
since the death of L. H. Brown. At 
the new location Rhue R. Roberts will 
be secretary and treasurer, a relation 
which he has had with the company 
for 13 years, and R. E. Brown will be 
buyer. All of the 20 people will go 
with Mr. Brown to the new store. 

Chris Wayne, of Minneapolis, Minn., 
has been employed by Cain-Sloan’s to 
manage a shoe department in the same 
space owned and operated by the com- 
pany. 


Slipper Booth Makes Sales 


DENVER, CoLo.—lInstalled immediate- 
ly after Thanksgiving and used to dis- 
play slippers until the first of the year 
—the house slipper booth on the main 
aisle of the Fifteenth Street building 
of the Denver Dry Goods Company has 
proved most profitable. Showing every 
variety of slipper, with prices ranging 
from $1.25 to $5, sales have amounted 
to from $150 to $250 each day. Shop- 
pers use the main aisle of the Denver 
as a thoroughfare from Fifteenth to 
Sixteenth Streets, and the attractive dis- 
play of slippers arrests their attention. 





Designed for Sport and Summer Wear 


These new 1942 Sea Dogs, said to be among the lightest shoes of this 


type on the market, are of one 


piece molded rubber construction 


and can be used for many kinds of sport and general Summer wear. 
Conlin & Smith have included them in their line in women's as well 
as men’s sizes, in a variety of attractive sports colors. 











A Job that pays “BIG DIVIDENDS” 


No invest- 
ment is 
required to 
operate a 
Health Spot 
Shoe Shop. 
This gives 
every man an 
equal 


opportunity. 


Under the Health Spot Shoe Shop Plan, there is no limit to what you can earn. You have a real 
incentive to put a lot of energy and enthusiasm into the job, for your ultimate reward is greater 
earnings ; you increase your income at the same time you build up the store’s volume. 


B. A. CRAWFORD 


MIAMI 


F. C. PLESCHNER 
FLINT, MICHIGAN 


HEALTH SPOT SHOE SHOPS, INC. 


STM ERR, aS 
= * 
‘ 


Standard HEALTH SPOT SHOE SHOP Front 


The Health Spot Shoe Shop Plan is a challenge 
to your ability. You alone control your earning 
power. You can use your knowledge of fitting and 
selling shoes to the fullest extent, knowing that it 
will benefit you to do so. 


MEN WANTED 
Every time a new Health Spot Shoe Shop is estab- 
lished, there is an opportunity for some goed man 
to create the kind of job he has always wanted. 
These men are just a few of the many successful 
Health Spot Shoe Shop operators who would not 
change places with other shoe salesmen. The same 
opportunity is open to you, because in 1942 there 
will be many new Health Spot Shoe Shops started, par- 
ticularly in the South and West. 
Send for an application blank Today if this profit- 
sharing plan appeals to you. 


A. C. HOOK 
NEW YORK CITY 


INDUSTRIAL AVENUE, DANVILLE, ILLINOIS 


The "Big 
Dividends" 
st a regular 
weekly salary 
PLUS a 
liberal share 
of the 
profits. 


WM. E. O'NEILL 


LOS ANGELES 


JOHN LYNCH 
ROCHESTER, WN. Y. 
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For Summer Sport 


[CONTINUED FROM PAGE 95] 


should receive more attention than in 
previous years. Watch black. 

In materials, linen, hopsacking, duck, 
denim, twills and gabardine are all 
good. Hopsacking weaves have the ad- 
vantage of being loose and cool. Mesh 
and very loose weaves resembling 
knitted materials are even softer and 
more open to the air. The fine close 
weaves, like gabardine, have the ad- 
vantage of looking very shipshape, 
trim and clean-cut. With gabardine 
growing more popular al! the time in 
ready-to-wear sports clothes, gabardine 
shoes should have a new style impor- 
tance. 

There are many practical features 
in the new rubber sole shoes. Guaran- 
teed fast colors in beach shoes; wash- 
able shoes; practical heel heights of 
around 13/8 for women not used to 
wearing flat heels; easy elasticized ad- 
justments or lacings which adjust the 
shoe to many foot and ankle sizes. 
Other practical features used by one or 
another or several of the leading com- 
panies are steel shanks; special lasts 
in three widths which are reported to 
fit 98 out of 100 people; combined cork 
and rubber soles insulated against heat. 

With all these new style and comfort 
features, there are plenty of promotion 
ideas for you to start the new season 
with. Don’t forget that there is a very 
real promotion tie-up between these 
shoes and the ready-to-wear styles suit- 
able to wear with them. Keep a weather 
eye out for mother and daughter styles. 
There are several very attractive shoes 
made in mother and daughter . . . big 
and little daughter . . . sizes. And don’t 
forget the smart beach bags available 
from the same rubber manufacturers 
in styles to go with their leading new 
beach shoes. 


For Playtime Hours 
[CONTINUED FROM PAGE 91] 


Lacings, starting low on the vamp and 
sometimes tying above the ankle bone 
are very popular, reflecting again that 
ankle interest already noted in the 
ankle strap. Platform soles and wedge 
or scooped wedge heels are almost uni- 
versal in these play types. High clog 
soles have received increased stimulus 
from their revival in more formal shoes. 

Play shoes . . . like other types... 
are both open and closed. The closed 
Norwegian moccasin with a strap and 
buckle adapted from the buckle monk, 
makes a very smart and practical closed 
play shoe. We show another use of 
straps in a front buckle shoe which 
should be a best seller. Another kind 
of adjustment worth noting is an in- 
genious use of concealed goring in a 
back strap shoe illustrated here. The 
side lace finds favor still and we give 
you an attractive example of it. Nail- 
heads, of course, Are very strong in the 
play shoe group. Special leathers are 
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eadin elailers Say, 
Aides Mie. Sey 


“THEY'RE TRULY 
GREAT SHOES!” 


To see clearly and close-up, why Hanan Shoes are 
so widely favored by fine stores everywhere, look 
over the complete line for Spring and Summer, 1942. 


ON DISPLAY IN 


ROOM 430A—STEVENS HOTEL 
during The National Shoe Fair 


Three 
Generations 
of 
Shoecraft 
Mastery 


welt sole... 


HANAN & SON, Inc., 671 North Sangamon St., Chicago, Illinois 


Ddiprcieaninininsenneyiiiinesiibnden 


used, tanned to be both soft and sturdy. 
Homespun types of fabrics also have a 
place in the new styles. Colors are 
gay with red saddle and cream, blue 
and green important. 


Expanding Departments 

Los ANGELES, CALIF.—An expansion 
program is in progress in the shoe 
departments of the several Farley 
Clothing Co. stores in this vicinity, 
which are under the general manage- 
ment of Nat Slepyan. The shoe de- 


CHICAGO, JANUARY 5, 6, 7 and 8 


partment in the downtown Los Angeles 
Farley store has been enlarged three 
times during the past five years of 
Slepyan directorship. Recently the 
shoe department of the San Diego Far- 
ley store was moved from the lower 
selling level to the main floor, a move 
that more than doubled the shoe busi- 
ness; now a fine shoe department is 
being included in the new Santa Monica 
Farley store when it opens the first 
of the year. Men’s and women’s shoes 
are featured in all Farley stores in this 
section. 
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Illustrated is Style No. 2024, of 27 Tan Cretan Calf with double 
one of a distinguished trio of new Hanan Hurdlers 
instock. Write for the special folder on these great sales-builders 
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-WITH THE NEW 


vi to the National Shoe 
Fair will have an oppor- 
tunity to see Goodyear’s impor- 
tant new PLastic shoe product — 
the Neolite sole. 


With good leather becoming 
scarcer and more expensive, 
manufacturers have been quick 
to use this new synthetic sole. 
Many shoes fitted with it will be 
displayed_at the Fair. 


What is Neolite? It is a new 
pLastic ... made possible by the 
introduction of Pliolite—the new 
synthetic resin developed by 
Goodyear. Neolite is a durable, 


| You Are Cordially Invited ' 
to visit the 

' GOODYEAR EXHIBIT 
' Booth 13— Mezzanine 

: Stevens Hotel, Chicago 
1 January 5, 6, 7 and 8, état 


~ ‘abnia 
- Ne? sed be 


MOLITE 





waterproof material made by 
welding together tough. natural 
fibers under extreme pressure 
and heat. 


Neolite wears twice as long as 
ordinary soles and costs no more 
than good-grade leather. Com- 
plete information may be ob- 
tained at the National Shoe Fair, 
or by writing to Goodyear, Shoe 
Products Department, Akron, 
Ohio. 


Neolite, Fay yw at 8. Bz the Soetvece 


NEOLITE 


THE PLASTIC SOLE 


HERE’S WHY THE NEOLITE 
SOLE IS SUPERIOR 


Firmer, longer-lasting grip 

Costs ne more than leather 
Lightweight, waterproof 

Wears twice as long as ordinary soles” 
Stays flat, stays straight on edge 
More comfortable 

Does not mar floors 

Being a plastic, absolute uniformity is 
assured 


‘Neolite soles help retain shape of shoe, 
insure smart appearance 
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hes gilt-studded 


jewel-toned ..vutterly feminine, fatally fascinating. Newest note in De Liso Debs’ 


artful conspiracy to make you “the woman other women watch.” 


FROM HARPER'S BAZAAR, JANUARY, SECOND COVER . . . SAMUELS SHOE CO., ST. LOUIS... NATIONAL SHOE FAIR—STEVENS HOTEL 





December 27, 194! 


is today’s best buy 


for profits Now, and Future—for 
dividends in Satisfied Customers 
which make Repeat Business 

.. which means VOLUME!!! 


a 7 \ Ons © GB) LO) 


in your store will prove a profit- 
able investment...for their na- 
tionally advertised natural style- 
name has built its consumer- 
recognition on Quality... the 


aclelmicliiatelelilelimelmiclitvielailelk 


Your success is your ability to 

. satisty your customers— 
the same quality which has 
el Me acl am iil: -lelacle ai igelel-© 
mark its consumer Good -Will. 


ON DISPLAY 
ROOMS 
1039A + 1040A- O56A+ 1057A 


2404 - 2405 - 2406 


PEA C°oCK Saws 


BOYD-WELSH, INC., ST. LOUIS 





No. 3251-1 


Antiqued Turftan Elasticized Mara- 
gator with smooth calf trim. Top 
Line Treatment U. S. Pat. No. 2,- 
240,816. 106 Last. 20/8 Flair Heel. 


Nationally Advertised in 
Vogue Harper's Bazaar 
Mademoiselle 








With the arrival of each new season and each new 
sample line, you find reliably reflected in Tweedies 
the shifting footwear whims of America’s smart 
young sophisticates. We call this “consistently 
alert, provocative styling” . . . a factor not to be 
overlooked, and one which becomes a powerful 
National Shoe Fair selling force in your store because it is so easily 
January 5. 6 7 & 8 1942 convertible into profitable consumer sales. 


Stevens Hotel Chicago 
Rooms 903A, 904A, 905A, 906A 


TWEEDIE FOOTWEAR CORPORATION.....JEFFERSON CITY, MO. 
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art Style Pace For Spring 1942 


PARAPHRASING the old Scotch tune: “You Take the Low Road and 
I'll Take the High Road”—“and We'll be in Chicago at the Same Time,” 
the St. Louis shoe manufacturers with 42 lines are “set. and ready” to 
open the largest single display at the National Shoe Fair with 75,000 
samples which promise to set a new style pace for 1942. With “style” 
the predominating theme—style in work shoes—style in casual shoes— 
and style and more style in dress shoes, the St. Louis manufacturers are 
giving “all out” accent to extreme high and low heels by making their 
high-heeled models higher than ever before. Similarly, they have 
lowered, to new style depths, their low-heeled casuals, and sandals. 

But the “St. Louis story” does not end with the change in heels. 
Colors and frills, trimmings and bows—from tip to toes—they are all 
part of the new style trend which will add a definite note of frivolity to 
the footwear which Milady will wear this coming Spring and Summer. 

From the color standpoint, St. Louis shoes will run the whole gamut 
of the rainbow, and with just one prerogative—that the colors be bright; 
vivid and confidence-inspiring. Red, greens and pastel creams will, how- 
ever, top the list. 

Another leader is the “Spectator,”—St. Louis’ answer to the feminine 
demand for an all-around shoe that can be worn any time, anywhere. 
The spectator, by all odds, promises to be the best seller for 1942 Spring 
and Summer wear. 

For one thing, St. Louis shoe manufacturers will show a greater 
variety of spectators than ever before. They will have them with both 
high and low heels. They will come in [TURN TO PAGE 198, PLEASE] 





IN STOCK FOR 
QUICK DELIVERIES-— 


Now Paradise Shoes as well as Tango 





Pumps are carried “In Stock” for im- 


mediate delivery under our new Sales 


Building Plan for Shoe Merchants! 


Viste Our Exhibit Cuiviing The Shoe Tai 
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POWERFUL ADVERTISING 
TO STIMULATE SALES! 


13 Insertions in 5 Leading Fashion Mag- 
azines over a period of 5 Months make 


our 1942 National Advertising Cam- 





paign double that of any other season! 





See Us we Root lls 4-37 IGEN) Stewensthiel 


SA ENE EKEOUELS.,. MESS Ow HE 
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NATIONAL SHOE FAIR | 


NORTH eae ener, | 
STEVENS. HOTEL « CHICAGO. 
JANUARY 5-6-7-8 © 1942 


200 Samples on Diaplay | 


SPALSBURY-STEIS-DEEVERS SHOE COMPANY 


FA T RY 2 one ee ren a. N . SAMPLE emer... 1523 WASHINGTON AVENUE ST touis 
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eal STEP DOINGS... 


at the National Shoe Fair, Stevens Hotel .. . 
Chicago . ee 5 to 8 
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NEW NEW WAYS NEW PLENTY OF 
“SURPRISE” NATIONAL 
STYLES TO SELL i. “oy ait a i EXCITEM 
Na 5 


Be Sure to Visit Rooms Yaw. ES—eighteen showrooms on the eighth floor of the Stevens Hotel 
will be eed with exciting "4 les and ways to step up your 
821 828 842 shoe selling. Featuring sensational Step shoes with the exclu- 


822 829 843 sive 1-2-3 Rhythm Tread feature—and revolutionary new Fashion Plate 
823 830 44 and Fashionette lines. So much important spring and summer shoe 
826 839 sso | aCws awaits you here on the eighth 
floor that again you'll see many of the 
62s ad 856 most important figures in the shoe busi- 
826 841 857 ness spending a big eet of their time 
reviewing the Johnson, Stephens & 
cetacean, Stephens & Shinkie Shinkle plans for the coming season. 


RHYTHM STEP SHOES” 


Fashion Plate en nd Fashionette Shoes 


Lee P4tmiseistieitiiiom still? ew “York 
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Three great Forest Park lines, designed to give customers the shoe they want : ;: 
you the profit you want . . . at a $6 price. Retailers all over the country are getting 
new ideas of how to win customers and boost profits with these three lines of $6 


shoes. Be sure to see the complete lines at the Stevens. They’re really something! 


TRIP-A-LONGS—The line that hits a new “high” in high style shoes. 
A complete new group of spectators, too. 


MERRY-GO-ROUNDS—A complete line of the fast-growing low-heeled 
numbers. Militaries, oxfords, open-backed sandals, pumps . . . every 
type... and all with the new lower heels. 


ARCH SCIENCE FOOTWEAR— The shoe that combines arch construction 
comfort and smart style design. Heel heights are medium .. . special 
lasts provide accuracy in fitting. 


FOREST PARK SHOE COMPANY 
Division of Brown Suoe: Company, 1610 Washington Ave., St. Louis, Mo. 
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Costume-Cued Queen Quality Shoes. 
the cue for shoe buyers who want something } 


new... different. Action-compelling, sales- \_ fe y 
producing... the beautiful new Queen Quality | ae 
plays a leading role in the Spring footwear scene. 
Drama-packed ads in Vogue, Mademoiselle, Harper's 
Bazaar... resultful dealer merchandising tie-ups...both feature shoe- 


and-costume coordination... both increase consumer-demand 


for Costume-Cued Queen Quality Shoes. Above all ...see 
the sparkling Costume-Cued Queen Quality line at 
the National Shoe Fair...then set the stage 


for a box-office hit right in your own store! 


See Queen Quality at the 
Stevens ... Rooms 939A 
940A 950A 9SIA 
952A 953A 954A 


QUEEN QUALITY SHOE COMPANY: DIVISION INTERNATIONAL SHOE COMPANY: SAINT LOUIS 
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MEANS BUSINESS 


“HERE Ww 


WINTHROP develops styles that young men want. 









WINTHROP’S advertising presents unusual shoes in 
an unusual way. It attracts...it’s talked about... it sells. 


WINTHROP’S wholesale prices give the dealer a 
“break”—compare WIN THROP’S mark-up with others. 


WINTHROP’S retail prices give the consumer a 
“break”—compare WINTHROP’S quality with others. 


+h ° *6* ° ae 
See Winthrops at the National Shoe Fair 
Rooms 534-536 °¢ Hotel Stevens 


WINTHROP SHOE COMPANY 


© SAINT LOUIS 
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DIVISION: INTERNATIONAL SHOE COMPANY 





Qed! in LIFE ECOHIRE and tha ARMY AND NAVY REGICTER 


cw |) words tell the story of the new Dorothy Dodd. 


W 1) words hold the secret of its amazing popularity. 


cwO words will tell the story of why Dorothy 
Dodd is one of America’s fastest-growing 
style lines selling at $6.75. 


By all means, see the new Dorothy Dodd 
at the National Shoe Fair. See for your- 
self how these two words—coupled with prwepercery 


the new Dorothy Dodd—can play a part | ~= 
in making 1942 a greater year for you. | wm /? 
Ait STYLES 


Hotel Stevens, Rooms 939A, 940A, 950A, 951A, 952A, 953A, 954A 


DOROTHY DODD SHOE COMPANY «© 8Branch: International Shoe Company « SAINT LOUIS 
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ON DISPLAY 
National Shoe Fair 
STEVENS HOTEL, CHICAGO 
Rooms 1031-32-33-34-35-36-37-38 


and all other leading 
sectional shoe conventions 


3INI1IO£ - SSOYXD VIYOLDIA — JNIZIO“£ 


Manufactured and Distributed Exclusively by 


TOBER-SAIFER SHOE COMPANY : saint tows 
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MILLIONS of BUYERS! 


Throughout 1942, millions of forceful selling messages will reach four 
out of five women in your community, telling them in a dramatic way 
why Red Goose shoes are the logical choice for their boys and girls. 
Red Goose advertising is having ever-increasing effect upon the buying 
habits of parents throughout the nation. 
Alert merchants everywhere are turning to Red Goose as a means of 
attracting new patronage to their stores, increasing their sales, and 
building S additional profits. 
You will profit by obtaining all of the facts imme- 
diately. Write postal card for catalog or salesman. Ar: 


~ Red Goose ‘Saeed 


International Shoe Co St. Louis 





December 27, 1941 





Cc. L. HEIN 


President, St. Louis Shoe 
Manufacturers’ Association. 














ST. LOUIS 


SHOE MANUFACTURERS 


TAKING Missouri’s famous, “You've Got to Show Me” slogan and reversing it to read 
(and mean) “We'll Show You’—the St. Louis Shoe’ Manufacturers Association is 
today the envy of the industry. Starting back in 1918, the St. Louis association has, 
step-by-step, and year-by-year, extended its scope and activity in the national shoe pic- 
ture until today its effectiveness, prestige and acumen is known to retailers through- 
out the entire United States. Furthermore, through the association, St. Louis shoe 
manufacturers have been able to present a solidarity of thought and action which 
has made the slogan, “Style Dominance and Western Dependability” both a truth and 
a reality. Whereas most slogans, especially organization slogans, content themselves 
with catch phrasing, the St. Louis shoe industry, through its association, first created 
a goal—the goal of style leadership and western reliability and then proceeded to 
systematically go about the job of incorporating these two aims in every pair of 


St. Louis-made shoes. 


In more recent years the St. Louis Shoe Manufacturers Association has exerted its 


influence over an ever-widening range of activity. Ever on the alert against legislation 

















HERE shown are the officers of St. Louis Shoe Manufacturers Association. 
On behalf of the Association's membership exhibiting 42 lines at the National 
Shoe Fair, these gentlemen extend a cordial welcome to the visiting shoe buyers. 


ASSOCIATION ... 


Proves the Value of Cooperation in Business 


which might be prejudicial to the entire shoe industry, it has carefully and accurately 
given counsel during every emergency. It has become the dynamic and out-spoken 
voice of shoe making. Back in the days of the N.R.A. it was the St. Louis Shoe Manu- 
facturers Association which took the “bull by the horns” and brought about a 
unanimity of thought and procedure. Similarly, it exerted an active influence in deal- 
ing with the “Wage and Hour” problem which confronted the industry. 


Wm. H. Moulton and John A. Bush, both pioneer St. Louis shoe men, are credited 
with being the prime movers in organizing the association. Their chief purpose then 
was to set up a clearing house for problems on production. Later a group of St. Louis 
leaders formed a second association as a medium for promoting St. Louis as a shoe 
market. This organization was known as the St. Louis Shoe Manufacturers and Whole- 
salers Association. In the late twenties the two associations were merged. Thus today’s 
organization carries on vigorously serving its members on all problems of a general 
nature. Its activities move from questions on legislation, to patents, to labor problems, 


to production methods, to cost, to shoe fair promotion and to public relations. 











CHILDREN'S SHOE 
MERCHANDISING! 


tar Brand 








T’S CLICKING! It’s going over big! Today, with millions 
of parents, ALL LEATHER® is the new measuring stick of 
value and quality in children’s shoes. 


And no wonder! Ail leather" is a natural. It’s so simple— 
so sound—so obvious that every woman can understand it. 


Roberts, Johnson & Rand’s huge national advertising cam- 
paign is making more and more women conscious of a 
new buying standard in children’s shoes. Every day smash- 
ing Poll-Parrot and Star Brand ads in America’s greatest 
magazines are setting up in more women’s minds this new 
and definite standard of buying children’s shoes. 

It’s a golden opportunity! You owe it to your organiza- 
tion to get full information. Make a resolution now that 
when you are at the show you will come in and get today’s 
greatest success story. 


*No paper or fiberboard in counters, insoles, or beel bases. 


Dont Miss Shis 
SPECIAL ATTRACTION 
NATIONAL SHOE FAIR 


FOR YOUR FRIENDS AND FAMILY 


ROOMS 817, 818, 819, 820 
JAN. 5, 6, 7, 8 


ROBERTS, JOHNSON E& RAND 


Branch of International Shoe Co. + ST. LOUIS, MO. 
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FRANK RAND 
international Shoe Company 





JOHN BUSH CLARK GAMBLE 
Brown Shoe Company Brown Shoe Company 





L. K. KANE E. J. HOPKINS CHARLES TWEEDIE 
Boyd-Welsh, Inc. Kane-Dunham & Kraus Peters Shoe Company Tweedie Footwear Corporation 








WILLIAM MILIUS 
Milias Shoe Company 


NORMAN McDONALD 
Johason, Stephens & Shinkie 


B. A. GRAY 
International Shoe Compeny 





PAUL JAMISON LARRY O'NEILL HARRY JOHANSEN 
Friedman-Shelby Shoe Company Rice-O'Neili Shoe Company Johansen Bros. Shoe Company 


ST. LOUIS SHOE MANUFACTURERS LOOK FORWARD: 


WITH due credit and regard for sound principles of leadership laid down by those who pre- 
ceded them, these gentlemen who, today, direct the shoe making activities of the St. Louis dis- 
trict, look into 1942 confident that further progress will be attained. These men know that as 
long as they adhere to the tradition of looking forward—of searching for new and better ways 
of producing and distributing salable shoes—St. Louis will continue to be a great and domi- 


nant shoe-making center. 


This confident spirit is the dominant characteristic of St. Louis Shoe Manufacturers. It 
is particularly apparent in periods of economic readjustment; it reflects a thorough knowl- 
edge of conditions interpreted in the light of sound business experience. It forms, therefore, 
the bed rock of the foundation upon which the very dependability of this midwest shoe-pro- 


ducing center is built. 








R. L. JORDAN J. ©. RAND MATT STEIS 
Roberts, Johnson & Rand Winthrop—Queen Quality and Vitality Spalsbury-Steis-Deevers 


THEODORE SAMUELS AL SCHEU A. J. BRAUER, JR. 
Samuels Shoe Company Hamilton-Scheu & Walsh Braver Bros. Shoe Company 


The 42 St. Louis lines to be exhibited at the National Shoe Fair in Chicago will include a 
display of approximately 75,000 samples, according to A. M. Burton, Sec’y of St. Louis Shoe 
Manufacturers Assoc. St. Louis shoe manufacturers, he estimated, will produce more than 90,- 
000,000 pairs of shoes during 1941, as compared to a total of 71,000,000 during 1940. During 
the first nine months of 194] the shoe industry for the entire country produced approximately 
375,000,000 pairs of shoes. Of this number, approximately 72,000,000 pairs were produced in 
the St. Louis district during that period. 


On this basis, St. Louis production is 15 per cent ahead of the national average, the St. 
Louis increase amounting to 38.2 as compared to but 23 per cent for the industry as a whole. 
And with St. Louis Shoe Manufacturers definitely setting a smart style pace for 1942, one 
can logically expect a continued growth for that market. 





SAM WOLFF 
Wolff-Tober Shoe Company 


D. B. GOLDMAN J. K. VARDAMAN, 
Valley Shoe Corporation Vardaman Shoe Corporation 


N. ETTELSRICK — HARRY OSTERMEIER J. B. REINHART, SR. 
Ettelbrick Shoe Company Sport Speciality Shoemakers, Inc. Trimfoot Company 





THEY LOOK ALIKE 
-- DRESS ALIKE 
-. THINK ALIKE 


...and the Twins Agree with their Mother 
on Weather-Bird and Diamond Brand Shoes 


They’re as alike as two peas in a pod...to the 

utter confusion of everyone! When it comes 

to clothes, their mother doesn’t always agree 

with them. But shoes are no problem... they 

all agree on Peters Weather-Bird or Diamond 
Brand Shoes. When they were kindergartners, the twins’ mother decided on 
Weather-Bird and Diamond Brand Shoes. ..she appreciates their longer wear, 
better fit, greater value (doubly important with twins to outfit). The twins like 
the smart appearance of these famous children’s shoes, as well as their ability 
to “take it”. 


Year after year, millions of mothers read the dramatic Weather-Bird and Diamond 
Brand ads in their favorite magazines. They know that AJ Leather in Vital 
Parts is the key to longer wear, better fit, greater value. This Spring, 11 national 
magazines... with a combined circulation of 22,852,615 ...will carry this impor- 
tant Peters message into the homes of Americans from coast to coast. Mothers 
look for the symbol that spells satisfaction . . . the hide bearing the message: 
“The Leather is There in Every Pair”. 


Let Peters tell you how to increase your children’s shoe business with Weather- 
Bird and Diamond Brand Shoes. See these lines at the National Shoe Fair... 
or ’phone, wire, or write for the Peters representative to give you the details 
personally. MAKE THIS A “MUST”... 


See Peters at the Fair... Hotel Stevens...Rooms 937, 938, 939, 940 
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fm, WEATHER -BIRD & 
< DIAMOND BRAND 


Shoes AOR BOYS ANDO G/ALS 
BRANCH: INTERNATIONAL SHOE CO SAINT LOUIS 


PETERS SHOE COMPANY ° 


December 27, 194! 





CZ When you attend the 


NATIONAL SHOE FAIR 


at the Stevens Hotel, Chicago, 
January 5, 6, 7 and 8 


be sure to visit the 


eilely lilo 


Rooms 864, 866, geithe 864A, 863A and 862A 
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a dealers have rendered their verdict! 
They have showered us with orders for Vitality’s 
new shoes for spring and summer. 

They have applauded Vitality’s distinctive new 
styles... more flattering, more attractive, more 
salable than ever. 

In short, they have echoed the sentiments of 
Vitality’s spring national advertising theme— 
Vitality Shoes “Go” Everywhere! 

So watch for the new Vitality campaign in lead- 
ing magazines—Life, Ladies’ Home Journal, Good 
Housekeeping, McCall's, Vogue, Harper's Bazaar, 
and Mademoiselle. It’s a brilliant, sales-stimulat- 
ing program built upon sound selling fundamen- 
tals. It’s designed to create greater profits for 
every Vitality dealer. 

Remember, Vitality Shoes “Go” Everywhere... 
which is just one of many reasons why so many 
dealers the country over consider Vitality the 
outstanding women’s shoe value in America. 














Made by 





VITALITY SHOE COMPANY 


Division of International Shoe Company 


AMERICA’S LARGEST SHOEMAKERS 


ST. LOUIS, MO. 
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YOUR KEY TO MORE PRorITs 
IN '42...AT ROOMS\901-902 


Mere people will work more hours... there'll be more demand for 

shoe comfort... and more money to pay for it in 1942. And we 
can help you pull more of that money into your cash register! 
BEGINNING SUNDAY, JANUARY 4th, we'll have on display the finest 
line of feature footwear on the market today, offering you one of the 
foremost fitting and selling features ever developed . . . the famous 
CONFORMAL PLASTIC ARCH that automatically moulds itself to fit and 
support each individual foot . . . proven by five years of service to be 
the greatest comfortéadvancement in modern shoe history. 


PLAN NOW to se@ our well-rounded line of men’s and women’s smart 
dress, sports and S@rvice styles. Discover how easily you, too, can cash 
in on the fast-grawing, high-profit market of people who are looking 
for the comfort CG FORMALS can give them! 


x 


As Advertised i J CONE ORMAL The AMERICAN 
the JOURNALof tp MEDICAL ASS’ 
Bae 


FOR MEN AND WOMEN 


Division International Sh 
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Unite 


THOS. E. COLLINS & CO. ST.LOUIS MO. 


We'll send you a sample, also names ‘of 
manufacturers showing Cotanna. 
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St. Louis Sets a 


Smart Style Pace 
[CONTINUED FROM PAGE 169] 


a wide range of colors, with beige, 
Jersey cream, golden tobacco, white, 
trimmed in the various shades of brown, 
polished calf and antiqued browns lead- 
ing. Some will have nail-head and 
stitching trim. Some will be pumps, 
some will be ties, some even straps, but 
all will have a new smartness that will 
make them as appropriate at a party as 
in the pantry. 

Attention must be called to the lines 
of sandals which St. Louis shoe men 


prophesy will be the second most called 
for shoe style. “Open type sandals” will 
be most in demand, and will come in 
improved elasticized models, open and 
closed high and low heels, and in colors 
ranging from conventional navy blue 
and black patent to the vivid liberty 
reds and bright, scintillating greens, 
plus an unlimited number of new pastel 
shades. Furthermore, some of the St. 
Louis firms will highlight sandals which 
include bows, ankle straps and other 
fancy details—trim, which harkens back 
to the flapper era of the first World 
War. 

American women are disclosing an 
escape mechanism from a war-torn 


world in a demand for additional frills 
and confidence-inspiring colors. The gay 
sandals the St. Louis stylists have cre- 
ated are in answer to that demand. 

Patent leather, polished calf, and 
gabardine still retain their popularity 
and reptile is also coming in for a new 
demand. Open toes and open heels will 
also be in favor, and all models will lay 
additionally heavy emphasis on the use 
of elastics and color. 

The casual shoe, a St. Louis creation, 
is also scheduled for a rising tide of 
popularity. The casual is St. Louis’ 
answer to the feminine demand for a 
play shoe that has more style, smart- 
ness and durability than the ordinary 
play shoe. Often termed “a town shoe 
with a country look,” the casual shoe 
pioneered by the St. Louis manufactur- 
ers is smarter, sturdier and better 
made. It comes more closely answering 
today’s needs than any other shoe of its 
type. The 1942 models have infinite va- 
riety, including all of the vivid and 
spectral shades that keynote spring and 
summer styling. Continuity of the cas- 
uals will be found only insofar as all 
models, regardless of frills and colors, 
will adhere to the rule of low heeling. 

Another of the 1942 innovations is 
the introduction of a new plastic, 
Vinyon. It is particularly adaptable to 
shoe styling. Vinyon mesh will be an 
important adjunct to many of the new 
models which the St. Louis shoe manu- 
facturers will feature for spring and 
summer wear. 

“Quick on the draw”—St. Louis de- 
signers and style men have caught the 
significance of the strip sandal theme 
and have developed it in an interesting 
array of versions which are expected to 
carry over into the light fabric shoes 
for early summer. 

St. Louis manufacturers see no im- 
mediate need for definitely limiting and 
standardizing shoe styles, particularly 
in women’s shoes. They point to the 
powerful psychological effect a pretty 
shoe has upon a woman. Limit her shoe 
styles and you lower her morale. It 
would be just as bad as to deprive her 
of her lipstick. 


_—_-— 


Campaign Planned by 
Wool Felt Industry 


New York, N. Y.—The wool felt in- 
dustry, through a recently-appointed 
information committee of The Felt 
Association, soon will inaugurate a 
public relations and educational cam- 
paign calling the attention of the pub- 
lic to the widely diversified uses for 
wool felt. Not only the average per- 
son but even many manufacturers of 
standard articles, as well, do not real- 
ize how important this centuries-old 
product is in the Defense program. An 
overwhelmingly large percentage of 
fabricated articles in both civilian and 
military use contain felt in their make- 
up, and it is now being used as a sub- 
stitute to a surprising degree, taking 
the place of materials which face a 
shortage. 
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AT A PRICE 


NOVELTIES 
ARCH SHOES 


SPORTS 


MEN'S — WOMEN'S — CHILDREN'S 


We are the largest, exclusive distributors of top-grade current 
shoes, from 15 of the leading St. Louis Factories. 
shoes to retail, profitably, from $2 to $5. See us for your pro- 
motions. Over 1,000 samples to choose from. 


COMPLETE DISPLAY 


Stevens Hotel, Room 956, 
January 4, 5, 6, 7, & 8, 1942. 
In attendance: Paul Sigan, M. K. Weil. 


M. K. WEIL SHOE co. 


1326 WASHINGTON AVE. 


"While in town see Weil"* 


Louis, MO. 








SHOES 
THAT 
SELL 

















$6 to $10 
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St. Louis Shoe Production 
Reaches New Peak 


St. Louis, Mo.—Shoe output by 
manufacturers here will amount to 
more than 90,000,000 pairs of shoes for 
1941 as compared to 71,000,000 last 
year, according to an announcement by 
A. M. Burton, secretary-manager of 
the St. Louis Shoe Manufacturers’ As- 
sociation released recently. 


Pointing out that defense output of 
military shoes had a signal effect on 
production, as well as generally better 
buying conditions at large, Mr. Burton 
explained that the wholesale value of 
last year’s production was $165,000,000, 
while the wholesale value of the entire 
72,000,000 pairs of shoes made here 
during the first nine months of 1941 
was $168,000,000. With no layoffs in 
plant production since June, this figure 
sets an all-time record for the Missouri 
shoe industry, according to the general 
estimate. 


Production increase likewise is at- 
tributed by Mr. Burton to the fact that 
enlarged inventories are being set up 
by most buyers, fearing higher prices 
and delayed shipments, and the large 
amount of goyernment purchasing in 
the future. St. Louis produced more 
than one-fifth of all shoes manufac- 
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tured in the United States so far this 
year, it was summed up. 

Approximately 75,000 single shoe 
samples of a wholesale value of nearly 
$200,000, will be displayed by 42 co- 
operating St. Louis manufacturers at 
the National Shoe Fair in early Janu- 
ary. 


Used Folders and Letters 
To Sell Winter Footwear 


Sr. Louis, Mo.—A record amount of 
sales of military rubber boots and other 
boot styles at Swope’s shoe store here 
is credited by the management simply 
to the fact that the store put in a great 
deal of missionary work in advance of 
the first snow, which hit St. Louis, 
November 20. 

Missionary work was made up of 
direct mail on boots exclusively, con- 
sisting of a folder showing popular 
styles of boots for snowy evenings, 
football games, etc., which was mailed 
to all high school and college girl cus- 
tomers of the store twice before snow 
actually fell. A personal note was en- 
closed in most mail pieces by the sales- 
person handling that customer, with the 
result that the sight of snow automati- 
cally reminded many customers to come 
in and look at the boot stock on display. 








St. Louis Stores Have New 


Shoe Department Managers 


St. Louis, Mo.—R. C. Murphy has 
been appointed shoe department man- 
ager at Wolff’s, men’s clothing store 
here. Before coming to the St. Louis 
store, Mr. Murphy was shoe department 
manager at Overgard, Inc., Champaign, 
Illinois, and at Bullock’s, Los Angeles, 
California. 

Jack Kols has been appointed shoe 
department manager at Kline’s depart- 
ment store here, Wohl Shoe Company 
retail department. Mr. Kols was for- 
merly manager of Wohl’s Vanity Slip- 
per Shop in Holywood, Calif., and also 
at one time managed another depart- 
ment in Kline’s, Kansas City. Carl 
Robinson, formerly with Kline’s shoe 
department, has returned to the St. 
Louis store after eighteen months with 
another store in Tulsa, Oklahoma. 


Enlarge Florida Store 


BRADENTON, FiLa.—For the past 90 
days, carpenters, painters, plumbers, 
electricians, masons and glaziers have 
been busily engaged enlarging the 
quarters occupied by Montgomery 
Ward. W. P. Beville, store manager, 
says the enlarging will add 7,000 square 
feet to their 16,500 square feet, which 
will given them more room for several 
departments. 


























MORRISON HOTEL 


Chicago Home of the Shoe Man 


Meeting Place of the 


NATIONAL SHOE 
TRAVELERS ASSOCIATION 


January 3-4, 1942 


Headquarters 


CENTRAL STATES 
SHOE FAIR 


May 17, 18, 19, 20 
and 
Monthly Shows of 
Shoe Travelers Association of Chicago 


1942 SCHEDULE 


JAN. 19-20 APRIL 27-28 AUG. 24-25 
FEB. 23-24 JUNE 1-2 SEPT. 28-29 
MAR. 30-31 JUNE 29-30 OCT. 26-27 

AUG. 3-4 NOV. 23-24 


Address Communications, Parlor 8, Morrison Hotel 
LEONARD HICKS 
Managing Director 


F. J. BEST 














The Active Human Foot 


[CONTINUED FROM PAGE 156] 


Customers of today no longer cling to the belief that 
shoes are something which have to be broken in before 
they can be worn with comfort. They demand, and 
should demand, that a pair of new shoes, be comfortable 
the first time they are worn. The current demand for 
medium low heels, as compared, for instance, with the 
spike heel, is indicative, it is believed, of the trend of 
thought. This does not presage the diappearance of the 
slender, graceful high heel, of course, particularly for 
evening wear on formal occasions. It means merely 
that most people have come to believe in the essential 
comfort of the lower heel for wear on those occasions 
when they are to be long on their feet. 

Most specialists believe that the normal foot can be 
divided into four main classes, and that within each 
class can be found a number of sub-divisions. In other 
words, they recognize that feet are as individual as 
faces—that no two are exactly alike. 

They point to the short fat foot, usually with high 
arch; the long, narrow foot, usually with low but per- 
fectly strong arch; and the two combinations of these 
shapes—the short foot with low arch and the long foot 
with high arch. Various sub-divisions arise from the 
fact that this classification is too general and that there 
are many in-between types, determined by the height of 
the arch, the shape of the heel and the degree in which 
have been combined shortness and fatness or the long- 
ness and narrowness of individual feet. 

So the rule adopted by good shoe fitters is to measure 
the foot first as it rests on the fitting stool; then again, 
with the weight of the body evenly distributed on both 
feet. From this he should learn how much the foot 
spreads in width and how much it increases in length 
under the weight of the body. He also has opportunity 
to classify it and determine which two or three of several 
lasts will insure the best fit. 

Rule No. 2 is to put on both shoes of the pair and, 
with the feet at rest, to study the fit at ball, instep and 
heel. The same thing is then done with the weight of 
the body on the feet—the customer standing. 

Rule No. 3 is to keep your eye on the feet of the cus- 
tomer while he or she takes an experimental walk and 
ascertain whether the shoe breaks properly across the 
forepart, whether one shoe or the other slips at the heel, 
gaps at the side and whether the foot in action remains 
firmly anchored at the ball point and does not tend to 
slip forward in the shoe, cramping the toes. 

All this takes time to learn but it is money in the 
pocket for the retail salesman who learns his lesson; it 
is profit in the bank for the merchant who sees to it that 
his customers are thoroughly satisfied—so satisfied, in 
fact, that they cease to be transients and join the 


regulars. 
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St. Louis Sells Many Trade-Marked Shoes 





Yore Than Fifty Nationally Known Branded Lines Now Pro- 
duced in Great Mississippi Valley Manufacturing Center 


Like the proverbial magician, St. 
Louis shoe manufacturers have, since 
‘he turn of the century, consistently 
reached into the hat and brought forth 
an amazing collection of animals, char- 
acters and objects to serve as identify- 
ing trade marks, with the result that 
St. Louis has become known as a shoe 
center to at least three generations of 
American people. Furthermore, the St. 
Louis shoe symbols have run the whole 
gamut of advertising ingenuity, rang- 
ing from midgets to giants, and from 
live animals to cartoon characters. 

Fifty or sixty years ago a St. Louis- 
made shoe was just a shoe. Since then 
St. Louis shoe manufacturers have ad- 
vertised their brands until customers 
in all parts of the country ask for them 
by brand when they buy. 

Today, according to the St. Louis 
manufacturers, more than fifty brands 
of shoes made here are nationally 
known. While most of them have been 
introduced to the public within the past 
decade, several St. Louis brands were 
dramatized on a national scale as early 
as the beginning of the century. 

A “living trade mark” was used in 
the early history of national advertis- 
ing by Buster Brown shoes which were 
introduced in many communities by a 
small boy wearing a wide-brimmed 
straw hat with ribbon streamers and 
talking to a bulldog which was his con- 
stant companion. 

At first there were two Busters, one 
a young boy and the other a midget. 
When the boy grew too large to wear 
children’s shoes he retired and other 
young boys succeeded him. 

Weatherbird shoes became known by 
much the same means. Beginning with 
the same “Weatherbird” as is now used 
by the St. Louis Post-Dispatch in its 
weather reports, the shoes changed 
their trade mark a few years ago to a 
black cock mounted on a weathervane. 
The cock, with slogan, “Best for boys 
and girls,” is now featured in nation- 
ally circulated magazine and radio 
advertising. 

Salesmen for Star Brand shoes early 
in the century were given a supply of 
signs which they carried with them and 
tacked on trees and fences from one 
end of the country to the other. Featur- 
ing a five-pointed star and the slogan, 
“Star brand shoes are better,” the signs 
left an indelible imprint on the minds 
of the horse and buggy travelers of that 
era. 

Later this same brand of St. Louis 
shoes was put before the public in a 
direct mail campaign which included a 
piece of leather used in the company’s 
“Stronger-than-the-Law” work shoe 
line. A slot cut in the middle of a small 
piece of leather invited the receiver of 
the letter to try to pull it apart. Since 
rending the leather was next to impos- 
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sible, people became impressed with the 
durability of Star Brand shoes. 

During the St. Louis World’s Fair 
another brand of St. Louis-made shoes 
attracted singular attention by display- 
ing a live white goose as a trade mark. 
When a shoe display worker took a 
crayon and colored the goose red. 
made such a hit that the goose stayed 
red and the name of the shoes was 
changed to Red Goose shoes. 

A trained goose, dyed red, was sent 
to many parts of the country to drama- 
tize the shoes. It appeared at demon- 
strations in shoe stores and ran races 
against boys and girls. Easily able to 
outdistance all of them, the goose was 
taught to lose races so the competing 
children could receive the pair of Red 
Goose shoes offered as a prize to the 
winner of the races. 

A large mechanical goose of red 
fleece with a man inside to operate it 
was another method of advertising 
often employed by Red Goose shoes 
which used to carry the slogan, “Head 
and Shoulders above all others,” but 
which are now sold with the appeal to 
children, “Half the fun of having feet.” 

More recently other St. Louis shoe- 
makers have come to the forefront with 
trade marks which create a tie-in be- 
tween brand and firm. Among these is 
the gracefully draped ribbon of Blue 
Ribbon Shoemakers, the parrot for Poll 
Parrot shoes, the peacock for Peaccok 
brand, the graceful sea gull for Rhythm 
Step shoes, and the colorful bird of 
paradise on Paradise shoes. Methods 
such as these have set the pace for the 
kind of advertising which has made 
St. Louis the-shoe center of the nation 
in the mind’s eye of a large percentage 
of the American public. 


New Ski Shop Opened 


RocHEstTer, N. Y.—“Something new 
has been added,” supplementing regu- 
lar shoe departments at Sibley, Lind- 
say & Curr Company’s—a new ski shop 
where ski and skating shoes are in- 
cluded along with other equipment for 
Winter sports. Max Fitz, a ski expert 
from Switzerland, who has been giving 
ski instructions at Women’s Campus of 
the University of Rochester, is asso- 
ciated with the new shop to advise 
prospective customers. 


Gun Display Pulls Trade 


SPRINGFIELD, ILL.—Siebert’s Shoe 
Store, 220 South Sixth Street, has been 
exhibiting guns, medals and trophies 
for a coming meet of the Central IIli- 
nois Rifle Club. F. B. Siebert, manager, 
reports that crowds have been standing 
around the window ever since it was 
installed, and also reports many new 
customers in his store as a result of 
the display. 
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ST. LOUIS’ 
finest makes always on the 
floor . . . Factory surplus 
stocks . . . cancellations .. . 
samples . . . received daily. 


CURRENT STYLES... 


in women’s novelty and 


staple Footwear ... from 
the leading quality manu- 
facturers. 


PRICED RIGHT... 
for fast turmover ... 
“LUCKY SHOES” .. . that 
assure you that extra profit 
and customer Good-Will... 





ON DISPLAY 
NATIONAL SHOE FAIR 


ROOM 1313 


STEVENS HOTEL 








SCHNEIDER 
SHOE CO. 


Quality Footwear Jobs 


1404 WASHINGTON AVE. 
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Tan Kip Bal 
Oxford, ventilat- 
ed plateau last. 
No. 2802. 


Embodying lasts and 
patterns that are up to 
the minute in every 
respect — shoemaking 
details usually associated with much higher priced 
lines—leathers and findings that reflect the choice of 
the markets. HAZZARD and EMERSON shoes for 
_ are established leaders in the popular priced 
field. 
If you are not familiar with these exceptional values, 
you should be! 





T HOTEL STEVENS 


ROOM 539 
CHICAGO SHOE FAIR 


ON DISPLAY A 


RIDING & FIELD BOOTS 


In addition to regulation Riding Boots, we produce 
an extensive line of Jodhpurs, Gore Jodhpurs, Engi- 
neers’ and Field Boots, which enjoy widespread 


popularity. 
* 5 a 


COWBOY BOOTS 
FOR MEN, WOMEN & BOYS 
These boots feature the popular square toe high heel 
last, and are noted for their durability and fine fitting 
qualities. 


R- P- HAZZARD CO- 
AUGUSTA, ME. 


BOSTON SALESROOM 
119 LINCOLN 8T. 
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40. Fluorescent lighting for show windows is not 
satisfactory unless supplemented with spots at close 
intervals. 

41. A valance painted on the glass usually looks the 
best. However, it is well to remember black will crack 
the glass in a large area. It is better to avoid valances 
where possible. 

42. So-called “invisible glass” that eliminates reflec- 
tion, interests the public as “magic.” However, it does 
create a dirt problem and requires that the windows be 
considerably deeper. 

43. A clock with a modern face is always a good eye- 
catcher on both the interior and exterior of the store. 

44. Remember flag poles, vent grilles, hose bibbs and 
all of the other minor items that are easy to forget. 

45. Pockets should be supplied for blinds or drapes 
when working out the windows. 

46. Try to have a happy balance between expendi- 
tures inside and out. Do not build your public up for 
an awful letdown by spending all the money on the 
front. 

47. A store interior, like a living room, should have 
definitely focal points—a feature display comparable to 
a featured fireplace. This satisfies the eye in searching 
for focal points. 

48. Have pleasing proportions. If the room is natu- 
rally bad and nothing much can be done about it, try 
optical illusions. Paint the ceiling dark, if too high; if 
the room is narrow, have a strong horizontal design on 
the floor. : 

49. If the room is not too deep, use mirrors to create 


the illusion of size. 


50. The interior, like the show windows, should have . 


areas that permit changes in color so that the room may 
be freshened up seasonally. 

51. Create definite strong axes for focal points. If the 
plan has definite circulation aisles, locate features on 
the ends of the aisles. 

52. Avoid what architects call “double composition.” 
Never have two things equal in size next to each other. 
Like dividing a room exactly in half with a painted line. 

53. This is a free era in design, which means if you 
have a family shoe store, each department may have a 
different treatment and color, even though all in the 
same room, providing there is a color balance in the 
whole store. 

54. Capitalize on vent ducts and other structural 
necessities by making them decorative rather than neces- 
sary evils. 

55. Capitalize also on interior departmental signs as 
decorative necessities. Do not make them too large. 

56. In designing the store equipment, do not be too 

[TURN TO PAGE 204, PLEASE] 
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Burg controls the quality from thread to 
finished piece, and by close supervision al every. point 
insures the invisible thread of dependability in every 


vard you buy — and in every fabric shoe you sell. 


S-T-R-E-T-C-H-A-BLE with Aiasheo 
-S.PAT, OFF 


REC. 


116 SOUTH STREET, BOSTON 


NEW YORK CITY ROCHESTER 
J. H. Spiegel Graham & Perry, Inc. 


A. 8S. BURG COMPANY, Incorporated 


ST. LOUIS CHICAGO CINCINNATI 


Wm. H. Dimond & Co. Robert H. Goldberg J. H. Plaut 
AT THE CHICAGO CONVENTION 
ROOM 1154 HOTEL STEVENS 








INVITATION 


TO BUYERS AND SHOE MEN 


Enter the new portals of the Marbridge Build- 
ing, the world-famous Shoe Center of New York— 
where more shoe and allied concerns show and sell 
than in any other building in America. 


The new entrances at 47 West 34th Street and 
1328 Broadway, new elevators and new spirit of 
service give the famous shoe building a new appeal 
to COME and BUY. Every possible service is ren- 
dered by us to facilitate orderly business and to 
expedite your transactions with convenience and 
courtesy. 

The Marbridge Building is in the very heart 
of mid-town New York, adjacent to the great retail 
stores and conveniently located to subway, bus and 
transportation services. 


We extend to you a welcome to enjoy our smart, 
friendly building . . . and you will be twice wel- 
comed by our tenants who will be happy to work 
with you in the Marbridge Building. 


D. S$. MACDONALD, MGR. 


MARBRIDGE BUILDING 


47 West 34th Street 1328 Broadway 
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much influenced by exotic woods. They may be hard to 
match in the future. 

57. If there is a considerable wall area because of 
hidden stocks, consider wallpaper or one of the many 
kinds of wall materials, instead of plaster and paint. It 
will give the wall decorative texture and will be more 
practical. 

58. If the equipment is enamel, use natural wood for 
ledges, pulls and areas that take hard wear. 

59. If bleached woods are used, hold your breath that 
there will be no chemical reaction in time. 

60. An enamel background for displays usually looks 
better than natural wood in association with footwear. 

61. Imitation leathers, cork and fabrics can be used 
for the faces of show cases and equipment instead of 
wood and be very effective. 

62. Linoleum companies have countless stock cutouts 
that take away the plain effect. 

63. For shoe displays, remember in an ordinary fix- 
ture height of about seven feet, you can get a mirror and 
two displays which look more effective than a large 
display. 

64. Displays which are illuminated are naturally many 
times more effective if illuminated. Even if placed on a 
floor plateau a spotlight should be used. 

65. A fluorescently lighted store should have some 
spots to take away the somewhat “foggy” effect of the 
fluorescence. 

66. When using fiuorescent lamps, select the lamp 
color that will work best with the room color. The new 
soft white seems the most flattering to women’s com- 
plexions. 

67. Exposed fluorescent lamps do not look well; they . 
should be covered with glass or plastic. 

68. For a carpeted floor, consider the carpet that per- 
mits two or three colors and allows later changes where 
it wears the most. 

69. Remember the medium toned carpet will show 
less soil. 

70. Look at wall colors under fluorescent lights before 
putting them up, if fluorescent lights are to be used. 

71. In selecting colors, use the interior decorator’s 
method of having the drapes, furniture fabric, etc., on 
hand, so exact shades may be selected. 

72. It should be well to keep in mind that color is 
energy. Light walls absorb less heat, and by reflecting 
it, there is a tendency to add comfort. 

73. A dark-colored floor, however, has the tendency 
to increase the size of the room. 

74. Cold colors make a room look larger, warm colors 
make it look smaller. 

75. Since furniture is so important in a shoe store, 

[TURN TO PAGE 247, PLEASE] 
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SHOES have the same wear-problem as fires. The old high-pressure heavy-tread pneumci 

tires looked plenty tough — at the garage — yet they collapsed aftor 5000 miles — or less. 

ern, resilient, fibre-reinforced development plus flexible, low-pressure running have reduced fri 
tional wear and abrasion—and solved the tire problem despite today’s terrific punishing condition 


Barbour Stout-Edge Welt construction lengthens the wear of any grade of outsole by the sa 


basic principle. It replaces the old-type rigid, brittle, short-fibre leather midsole, with a resi 
lent two-ply flexible welting made only of selected long-fibre top-shoulder leather. Thi 
forms a resilient retaining wall which holds the shoe in shape and f-l-e-x-e-s naturally wit 
the foot. Thus, abrasive, scuffing-wear across the ball is eliminated, and the more grad 

flexing wear is e-v-e-n-l-y distributed over the entire sole area. 


All leading manufacturers carry a selection of flexible STOUT-EDGE styles IN-STOCK. It will h 
you build repeat-business to concentrate on STOUT-EDGE Welt flexible heavy-edge styles, beca 
they give your customers maximum wear and much greater comfort. 


BARBOUR WELTING CO., Brockton, Mas 


++ the world's largest mansfacterer of Goodyear W elting.. . creator of Genuine Bertier Sevvnseh and Sand, ¥ 
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Supply Situation for Leather and Other Important 
Shoemaking Ingredients Deemed Satisfactory Despite 
Difficulties Due to Defense, Priorities and Blockades 


SPEAKING in Chicago late in October before the 
annual meeting of the Tanners Council of America, 
Major Joseph W. Byron, chief of the hides, skin and 
leather division of the Office of Production Manage- 
ment, said: 

“We realize that some international allocation plan 
must be worked out on both manufactured leather and 
shoes. As to civilian supply, further expansion of pro- 
duction, if at all possible, must be along lines of dry 
salted hides and dry hides and skins not used at present. 

“Anticipating a question on civilian supply we have 
thought the matter over carefully for many hours. Our 
answer is taken from the philosophy of my grandfather, 
William D. Byron—‘You can usually satisfy a person’s 
needs—rarely ever his wants’.” 

In reporting this meeting of the Tanners Council 
(Boor aNp SHoe Recorper, issue of November 1) it 
was inferred that an international control program 


December 27, 194! 


covering shoes and other leather products may be in 
the offing. 

In other words, the chances are about ten to one that 
the tanning industry, and the shoe manufacturers who 
depend on that industry for the raw materials of which 
shoes are made, are going to be called on to adjust 
themselves to an entirely new set of conditions; but, 
nevertheless, the suggestion is ventured that such a 
development, startling as it may seem on the surface, at 
least to those unfamiliar with developments in the field 
of leather chemistry, and equally unfamiliar with the 
ingenuity of the American tanning industry in adapting 
itself to new sources of supply, would not be in any sense 
of the word a really serious matter. 

The needs of the people, as Major Byron pointed out, 
will be satisfied, even though their wants may not be; 
and the entire history of American business seems to 
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indicate that the wants of the people are created largely 
by advertising and can be changed by the same method. 
So perhaps we need not worry too much about the latter. 

And, insofar as the upper leather tanning industry 
is concerned, it has been one continual revolution since 
the early 1880’s when the chrome process supplanted 
the famous waxed calf then tanned in Peabody and 
Salem, Mass., and gave birth at the same time to the 
widespread acceptance and popularity of the now famous 
glazed kid leather. 

No one can possibly argue that the tanning industry 
is not adaptable. In fact we need go back no further 
than the start of the present World War to find ex- 
amples of this adaptability. 

The best grades of calf leather, for instance, prior 
to 1939, were made from skins imported from Germany, 
France, Holland, Belgium and some’ of the Scandinavian 
countries. When supplies from these sources were shut 
off, there was a moment of panic in the calf leather 
end of the tanning industry. It was feared that the calf 
industry was in for a bad time. Skins coming from 
Europe, where grazing space is scarce and animals spent 
their lives either in barns.or small, fenced-in yards, were 
free from blemishes and there was an absence of scars 
such as those resulting from cuts received by coming 
in contact with the barbed wire fences and brambles of 
the wide-open ranges. 


Calf and Side Leather 


The leather industry, prior to 1939, therefore, was 
firmly convinced that calf skins from Europe were the 
only ones which could be made into a grade of calf 
leather which would be acceptable to at least a segment 
of the American public. But the industry had to have 
calfskins, so calfskins by the million, almost, began to 
come in from Canada, Africa, the Argentina and even 
from Brazil, where no one seems to have suspected the 
existence of such an animal. Figures compiled by the 
United States Bureau of Foreign and Domestic Com- 
merce, show tremendous increases in imports in these 
skins. Domestic resources, furthermore, are not in- 


considerable, and while tanners not so very long ago, 
were not inclined to think highly of either, because they 
do not conform to standards set up during pre-war days, 
they have surprised even themselves by their ability to 
turn these allegedly sub-perfect skins into a calf leather 
which, insofar as the average merchant can see, is just 
as satisfactory to the public as were the smoother, 
lighter and more supple skins of yesterday. In fact, it 
is doubtful whether the public at large even knows that 
the source of supply has been changed. 

And so we find ourselves, despite everything, with 
what seems to be an abundant supply of calf leather 
and we still have untapped supplies of kip skins and 
cowhides. Kip skins, which come from the adolescent 
calf, or the young cow, depending on the point of view, 
make thoroughly satisfactory leather, which is being 
used in increasingly large quantities in some types of 
men’s shoes and can, say leather chemists, be adapted 
to women’s shoes if such a move should ever become 
necessary. 

From cowhides come side leather of which two prin- 
cipal types are high in favor at the moment because both 
are used in army shoes. In fact their increasing use in 
shoes of these types, plus the implied likelihood, accord- 
ing to Major Byron, of the use of United States shoe 
factories being used for the manufacture of army and 
civilian shoes for countries other than our own, may 
possibly lead to a shortage. 

The two types of side leather most in evidence just 
now are the so-called dress sides and the retanned sides 
—the former being a medium light weight, chrome- 
tanned leather used in the new garrison shoes; the 


latter being a heavier weight, twice-tanned leather used - 


in making service shoes, millions of pairs of which 
already have been bought by the army, with presum- 
ably millions more still to be bought. This is the same 
type of leather, incidentally, which goes into the manu- 

facture of work shoes. 
Reverting to calf leather for a moment, we find that 
it appears in a half dozen or more different basic 
[TURN TO PAGE 210, PLEASE] 
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One of the finest attributes of color 
27 is the superb manner in which it 
sets off a bootmaker or antique finish. 
Here is the perfect background for 
this popular treatment. 


Gallun leathers have what it takes — 
in looks and performance — to help 
you set new sales records in the com- 
ing season. Check the Gallun num- 
bers in catalogs of leading manufac- 
turers ... A. F. Gallun & Sons Corp., 
Milwaukee, Wisconsin. 
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finishes, all of which can be applied to almost any grade 
of calf leather, no matter from what country the skins 
have been imported. 

There is the smooth finish, so smooth and so lightly 
applied that the grain of the leather frequently can be 
seen through the finish; the suede finish with which 
everyone is familiar because of the deepness and lus- 
trousness of the pile, or nap; embossed grains such as 
the Scotch grain types which are the products of the 
embossing press, not unlike a printing press minus the 
ink; boarded grains achieved by the familiar boarding 
process which brings into existence tiny wrinkles in the 
surface of the leather; and patent calf—calf, in other 
words, which has been given the patent leather finish. 
With the exception of suede calf, which is cleaned by a 
special process, and patent calf, which can be wiped 
clean and doesn’t lose its finish, the types of calf leather 
mentioned here have the property of being able to 
regain their original finish when cleaned and treated 
with a good polishing agent. This quality has served 
calf leather well in the case of the comparatively new 
boot-maker finish, just as it did years and years ago 
when the wax finish first came on the market before the 
chrome method of tanning was invented. 


War and the Kid Situation 


Now for kid leather, the raw material for which, as 
everyone knows, comes mostly from India and China, 
both of them obvious goals of the military and naval 
machines built up by that “clever little people,” the 
Japanese. 

We may find ourselves at war with Japan before this 
is read. We were certainly close to it when this article 
was written. If we are at war, however, it is a safe bet 
that shipments of skins to this country will not be inter- 
fered with by the Nipponese navy any more than the 
current shortage of ships has interfered with it at any 
time during the last six or eight months. And, despite 
the wails of the alarmists, when this threatened short- 


age first became apparent, no shoe manufacturer has 
yet gone on record as saying that he could not get kid 
leather in any desired quantity at any time. In fact, 
given available ships, the kid tanners might feel even 
more comfortable with a war in progress than some of 
them have felt in recent months, for convoying would 
then be the rule. With three fleets in Pacific and Asiatic 
waters—two American and one British—and with the 
necessity of using them to insure delivery in this country 
of rubber and tin, about all the captain of a kidskin 
laden ship would have to do would be to attach himself 
to a convoy and be relatively safe. 

Said a kid tanner recently: “There is no shortage now 
nor is there one expected in the future. There have been 
plenty of delays and we have found it necessary to keep 
more skins on the way to this country because of the 
uncertainty of shipping schedules and the sometimes 
devious routes made necessary by war conditions.” 

He then went on to describe the means taken, several 
months ago, to insure a renewal of the supply of raw 
skins which was becoming uncomfortably low. It was 
simplicity itself—a clever shipbroker was employed by 
the kid leather tanners to see what could be done. 
Through channels to which he had access, he found and 
chartered a tramp steamer which, proceeding to the 
port of shipment, was loaded with a mixed cargo of kid 
skins and other raw materials. The freight paid by the 
consignees of the other raw material enabled the kid 
tanners to land their skins in this country at a cost 
which was very little if any higher than that which they 
would have paid had the shipments been received in 
the regular, before-the-war method of importation. 

Also, other countries, just as in the case of calf skins, 
are appearing on the horizon as possible sources of 
supply. Given’shipping space which, with the American 
ship-building program, seems likely to increase rather 
than diminish, the industry will almost certainly not 
lack for the raw material of which kid leather is made 
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lines that use Firestone 


ONTROLastic in their elasticized shoes 


At the Chicago Show, as in New like fit. And, because of its multi-ply construc- 
York, you'll find it’s the better tion, it resists the deteriorating effects of 
manufacturers who are using backing perspiration and dampness. 
materials made with CONTROLastic yarn. MULTI-PLY FOR MULTIPLIED STRENGTH 


There are reasons. It gives, without giving CONTROLastic copies from the tree 
way. It molds without binding. It insures glove- trunk Nature’s secret of strength. No matter 
how fine the size, every inch of Firestone 
CONTROLastic is multi-ply ...3 to 5 wrap- 
ped layers of latex, not just a single strand. 


CONTROLASTIC SHOE CLOTH If you want more substantial Spring business, better- 
EXCLUSIVE CHOICE OF J. EINSTEIN satishied customers, play safe on your elasticized shoes. 


Samples of the many differe Specify Firestone CONTROL- 
astic yarn on all elasticized num- 


bers. Write it on your orders. 
Do as many other retailers 
s in New York, Boston, are doing: stamp ‘made with 


t. Louis, Milwaukee, Cincinnati. CONTROLastic” in sock lining. 


Your assurance of Sculptured Beauty 


FIRESTONE RUBBER & LATEX PRODUCTS CO., FALL RIVER, MASS. AND EMPIRE STATE BUILDING, NEW YORK 
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Leadership is deserved when the product is 
true, beautiful and useful. GABARDINE has 
deserved its strong place in shoes. Don’t over- 
look : its possibilities for sales, profits and 


prestige. 


J. EINSTEIN, inc. 


ONE PARK AVENUE * NEW YORK 


ST.LOUIS + CINCINNATI * MILWAUKEE 


#1460 


Beautiful to look at. Pleasing to fit 
and feel. Durable to wear. 


Samples on request. 
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SHOE BY LITTONIAN 


NOVILLA COLT for baby feet 


Every manufacturer and retailer of baby shoes has a duty to Young 
America’s feet, for the health of a vigorous nation is greatly affected by 
the feet of its youth. Protection through the formative years is foot-insurance 
for later life. The first requisite of healthy baby shoes is good leather. 
NOVILLA COLT is soft, durable, white, regardless of age, repeated cleanings, 
scuffings (even chewings). In addition NOVILLA COLT has sales appeal to 
mothers and babies because it is fresh, and touch-appealing. 


STERLING DIVISION 
519 WEST HUNTINGDON STREET, PHILADELPHIA 
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Good Materials Make Good Shoes 


Leather Innersoles 


If you take the number of different methods used in making shoes and 
multiply it by the individual requirements of the shoe manufacturers 
using them, you will arrive at a figure approximating the number of 
types of leather ipnersoles now being made in this country. This, while 
admittedly an exaggeration, nevertheless illustrates the adaptability of 
the modern tanner and innersole manufacturer. Starting, perhaps, with 
two general types of leather, these men, working together, have been 
able to produce innersoles to suit every purpose. It also illustrates the 
adaptability of leather when properly handled. 

The qualities which all good innersoles have in common are lightness 
in weight, flexibility, porosity and durability. They must not add greatly 
to the over-all weight of the shoe. They must flex with the outersole; 
and they must last at least as long as the outersole—longer if the wearer 
of the shoe has in mind an expert re-soling job at a minimum of cost. 
In the leather field, with which we are now concerned, there are two 
main types of good innersoles—those made of all leather; those made of 
a combination of leather and fabric. 

Many of the leather innersoles—certainly those used in welts of good 
grades, and, in some cases in Littleways and McKays—are cut from the 
bend or shoulder section of cowhide. Just as these two sections of the 
steer are covered with the firmest, most durable hide for sole leather, 
these same sections of a cow, with a much lighter hide, produce the best 
and most durable leather for inner soles. 

The heavier innersoles are made of what is known as grain leather— 
in other words, the whole hide, properly tanned, of course. If lighter 
weights are desired, the hide is split. This also gives more flexibility 
and economy, the first because it is thinner, and the second because the 
flesh side is then used and the top, or grain side, is used for other pur- 
poses, much of it, incidentally going into the manufacture of patent 
leather known as “patent sides.” These are the types most frequently 
used in men’s welt shoes and in sport and walking shoes for women. 

Other types are grain leather which has had the grain buffed off and 
has then been backed with fabric—usually canvas; the two-piece inner- 
sole made of two thin pieces of leather which have been cemented to- 
gether; and other combinations of leather and duck, and leather and 
buckram. 

It is important to know that all high-grade leather innersoles are 
treated after tanning in such a way as to remove from the leather any 
excess acid remaining from the tanning liquors which might either irri- 
tate the foot or cause the innersole to crack. 


Welting 


Welting is another part of the shoe in which large quantities of 
leather are used. The best grade is made from what is known as double- 
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roof shoulders (indicating the part of the hide from which it is cut) 
which is tanned by one process and then tanned a second time by 
another to give it the toughness, strength, durability and flexibility 
which are prime requisites. The lightest weight commonly used is five- 
sixteenths of an inch wide and one-twenty-fourth of an inch thick, 
widths increasing by one-thirty-second of an inch and thicknesses by 
a fraction of an inch even less than that. It is, therefore, possible to 
get leather welting of exactly the right size, or weight, for any desired 
shoe, no matter what the type may be or the size. 

The welt first came into existence, of course, with the invention of the 
Goodyear welt method of shoe manufacturing, but has been adapted for 
use in making shoes by other methods. 

Formerly considered merely a structural detail, it has rapidly de- 
veloped into a style detail—almost a trim—with the introduction of 
color and even patterning—without loss of strength. Pre-wheeled welts 
have made one less operation necessary in the shoe factory. Patterned 
welts have helped to accentuate the stylefulness of the shoe. Colored 
welts match the sole and upper, or harmonize with either or both. 

Further variations have been worked out combining constructional 
features and colors, an example being the welting with a high rib which 
takes the place of the older reverse welt. In this type the rib is on the 
inner, cr sewing edge, of the welt and fits snugly against the side wall 
of the vamp, keeping moisture from the shoe’s inseam and serving to 
some extent to buttress the side wall of the shoe. 





Wood Heels 


It is safe to say that the wood heel, covered with whatever material 
style may demand and in whatever color will sell the best, are used 
today on a majority of women’s dress shoes. Several different woods 
are used but the heel manufacturers, themselves, will agree that one of 
the best is that derived from the sugar maple, much of which comes 
from the upper New England states. This wood is tough and durable. 
Nevertheless, despite its toughness, it can be shaped easily in the spe- 
cially designed machines which are in use today. 

This wood is seasoned by much the same process as that employed in 
the seasoning of lumber designed for building. The process, however, 
is much more thorough and carried out under controlled conditions. The 
moisture in the wood is removed by prolonged drying in kilns or ovens 
in which a uniform temperature can be maintained for any given period 
of time. This is very important, because if the wood is not entirely free 
from moisture, it may crack, either while being shaped in one of the 
heel-shaping machines, or while being attached to the shoe. 


Beautiful as these modern wood heels are, with their infinite variety 
of coverings in all colors and patterns, the heel manufacturer insists 
that they must “match” the last and be properly attached. In the 
language of the shoe designer, some heels have a tendency either to 
“kick back” or “kick under.” This lack of proper pitch can usually be 
determined by noting whether a vertical line dropped from the rear top 
of the counter passes through the back of the heel lift. 














quality replacement. 


from long, strong fibres. 





fo 
* v4 Pre-War Replacement : 


RELETHA 


Makes Shoe History 


Retetha has been tried, tested and proven by 
leading manufacturers and retailers—and is now univer- 
sally accepted, not merely as a leather substitute but as a 


RELETHA 


I. ideal for sock linings and heel fare---Sereuse 
it is firm with a leathery pliability—in the season’s most 
authentic colors—and back of its leather like surface 


there’s Durability for RELETHA’S toughness is derived 


RELETHA 


The Quality Replacement For 
Sock Linings and Heel Pads by 


PROSPECT MILLS CORP. 


15 CHESTNUT STREET, CAMBRIDGE, MASS. 
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Footwear for the Americas 


[CONTINUED FROM PAGE 124] 


pose of aiding the blockade-stricken 
economies of these nations. Included in 
the long-range measures are plans to 
improve transportation facilities to en- 
able the South American republics to 
absorb products among themselves. In 
1940, only 7.6 per cent of South Amer- 
ican exports figured in such transac- 
tions. The influence of improved trans- 
portation and distributive facilities, 
with the help of United States loans, 
may do much to open wider intra- 
American markets among the nations 
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south of the Rio Grande. The Inter- 
American Development Commission, a 
government agency set up by the Inter- 
American Financial and Commercial 
Advisory Committee, has assisted in the 
application of these plans to aid the 
South and Central American republics. 
New enterprises, including shoe fac- 
tories, are being developed to meet the 
requirements of the other American re- 
publics during the emergency period, 
with the object of permanently inte- 
grating these new and improved indus- 


trial] units into a self-sufficient Western 
Hemisphere economy, which can with- 
stand the strain of a future emergency, 
after the present one has passed. 

In recent years, Mexican huaraches 
have found a receptive market in the 
United States; and, with the mutual 
exchange of ideas between stylists in 
North, South and Central America, new 
and distinctive styles can be incorpo- 
rated into these native products from 
Mexico. Argentina has been exporting 
to the United States a type of footwear 
known as alpargatas (cloth-top and 
rope-sole footwear), which could be de- 
veloped for the United States market 
if improved styles were embodied in 
their design. Before the war, the plain 
Deauville sandal, imported from Czecho- 
slovakia and France, was restyled and 
became quite popular in the United 
States. This same development may ac- 
crue to South American manufacturers 
if the same method is adopted. 

However, Argentina and, in general, 
South American manufacturers must 
conform to the special requirements of 


- the United States market if they are 


to obtain the proper response to their 
original shoe style concepts. The people 
of the United States, as a general aver- 
age, have long and narrow feet. Short 
and wide feet would be an apt descrip- 
tion for the peoples of Central and 
South America. Consequently, it would 
be necessary for the South American 
shoe manufacturer, seeking to gain a 
complementary portion of the special 
United States shoe market, in which he 
has been invited to participate by 
United States buyers, to utilize shoe 
lasts similar to those now used in this 
country. He must also concentrate on 
a shoe product which would compare 
favorably with the designs and styles 
now commonly, produced in the United 
States. In the final analysis, the price 
range of his product will be the ulti- 
mate determining factor in the accepta- 
bility of his merchandise. . 
The extension of reciprocal trade 
treaties which Secretary of State Cor- 
dell Hull has arranged with the Amer- 
ican nations, and particularly the recent 
Argentine trade agreement, has, with 
the consequent lowering of tariff rates, 
done much to favor the development of 
a potential two-way exchange of the 
best specialized categories of footwear 
between the United States and Argen- 
tina and the other American republics. 
Argentina and Brazil, and major South 
American producers, are in a strategic 
position to accomplish this objective, 
since both nations obtain in local areas 
the major portion of their basic: raw 
material supplies for making shoes. 
United States manufacturers now, 
too, have an opportunity to replace 
Parisian styles with high-style footwear 
from the United States. The market 
for this type of footwear in South and 
Central America is small but steady in 
the large cities bordering the Atlantic 
and Pacific Oceans, and could be ex- 
panded with the improvement of eco- 
nomic conditions in the American re- 
[TURN TO PAGE 249, PLEASE] 
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bucko 
calf* 


White Bucko Calf, “tops” in reverse calf, is the leading 
leather in high grade walking shoes . . . both lined 
and unlined ... that are particularly styled for home 
defense wear. For years it has been a favorite for 
active and spectator sports . . . for nurses’ and 


general hospital wear. Easy to clean. 


Bucko Calf comes in a full line of colors. 


HUNT-RANKIN LEATHER COMPANY 


106 Beach Street, Boston 


sortona CALF is the beautiful crushed 
leather, so attractive when made up 
in soft constructed shoes. - 


INFANTA CALF is known for its attractive 
mellowness and depth of color. Tdeal 
*Registered Trade Mark 


number 295, 780 
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Scienee Perfeets New Materials 


Growing Acceptance of Synthetic Products for Various Uses 
in Shoe Manufacturing Demonstrates Healthy Adaptability 
of the Shoe Industry, with Its Background of Established 
Traditions, to the Steady Advance of Modern Research. 


IF the history of industry proves anything, it is that 
constant change is the normal condition. Manufac- 
turing methods are not static. New products are made 
from old raw materials. New raw materials, first 
processed in the test tubes and flasks of the industrial 
chemist, emerge either as new products or as quality- 
changing components of well-established products. To 
this rule the shoe industry is no exception—hence the 
increasing use in all grades of shoes of parts made of 
materials known as “synthetics.” 

| Included in the list of these synthetic shoe parts are 
outer soles, insoles, counters, box toes, midsoles, sock 
lining, welting, built up fiber heels and heel seats. The 
aim of this article is not to discuss these items in detail 
but rather to stress their growth as a class, their con- 
tribution to mass production methods and even the con- 
tribution to quality of these synthetic parts. 

Most synthetics of which shoe parts are made consist 
of combinations of various fibers held together by a 
various number of binding agents such as latex, waxes, 
gums, etc., all squeezed into a firm sheet by the 
application of pressure. The latitude afforded the in- 
dustrial research chemist and physicist is therefore ex- 
tremely wide. By choosing the best of many fibers, by 
combining different fibers, by changing from one bind- 
ing agent to another, by altering the intensity of pres- 
sure, he can, and does, turn out a product which is built 
to do a specific job — which has only those qualities 
which are necessary and none of those which are unnec- 
essary. 

Take the case of the so-called combination counter 
which is made up by combining two materials to give 
the two contrary qualities desired in a counter, namely, 
a soft flexible top edge for comfort and a firm, tough 
unyielding base to withstand wear and abuse. 

This property of synthetics to building a new material 
to obtain desired properties can be applied to any of 
the other synthetic shoe materials. This makes possible 
building shoes with a “balanced shoe construction.” 

Not even the most rabid synthetic fan will claim that 
the counter under consideration will outlive a counter 
made of the best grade of properly tanned leather. On 
the other hand, neither, probably, will any other part 
of the shoe, even the upper. So the problem resolves 
itself, insofar as the shoe manufacturer is concerned, 
into one involving the selection of materials and shoe 
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parts with approximately equal degrees of durability ; 
and because the synthetic substance of which so many 
of these parts are made can be built to any desired 
specification, they can be made by scientific engineering 
to “synchronize” with the materials used elsewhere in 
the shoe, no matter what their quality, within limits. 

Leatherboard heel seats are another of the synthetic 
shoe materials frequently cited in this connection. Not 
exposed to wear at any point, this part of the shoe need 
not have the durability of the heavy leather lifts which 
go to make up the rest of the heel. Furthermore, they 
are light in weight. 

Industrial chemists are convinced that any of the 
animal or vegetable fibers now in use, as well as some 
which may not presently be available, can be converted 
into materials destined to play an increasingly important 
role in industry. 


JN those synthetics used in the shoe industry even 
leather fibers are employed, as in the case of the durable 
and styleful leatherboard heels with which every mer- 
chant is familiar. Leatherboard is really a chemical by- 
product of the sole leather industry. As described in a 
booklet published by the National Leather Fiber Confer- 
ence, “leather fiber for heels contains from 85 to 90 per 
cent of sole leather which has been torn apart and 
separated into its individual fibers, mixed with 10 to 15 
per cent of cellulose and coloring matter, and then re- 
assembled. The result is a new product with many of 
the characteristics of leather, and other advantages 
peculiarly its own. 

“The leather from which leather fiber is made comes 
to the factory in various forms, but mostly as cuttings 
from sole leather. These leather cuttings are placed in 
‘beaters,’ from which machines they emerge as indi- 
vidual fibers suspended in water and free of tahhing 
and loading materials found in all sole leather. This 
mixture passes into a ‘wet machine’ which arranges the 
fibers in parallel position, squeezes out most of the 
water, and forms them into sheets. These sheets are 
then dried under scientific control, and during this 
process the fibers shrink and interlock to form a homo- 
geneous product. The final process is to calendar the 
sheets by running them between heavy steel rollers. 
From these rollers the sheets emerge smooth, even and 
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uniform in thickness. They are then trimmed and tied 
in bundles for shipment to the heel manufacturer.” 

Other types of fibers used in these synthetic materials 
from which shoe parts are made include wool, flax, 
cotton and fibers of pure cellulose. It is the contention 
of the research chemists of the country that if a need 
develops for a synthetic substance with clearly defined 
qualities, they can find the proper fiber to serve as the 
raw material; for the theory they are working on today 
is not so much to invent a new product and then go 
out and find a use for it, as to find a need and then to 
satisfy that need with a product. The wide variety of 
fibers with which they are already familiar makes this 
a logical method of operating. 

The synthetic counters and box toes, already referred 
to as pioneers in synthetics for the shoe industry, were 
followed rapidly by other and even more significant 
developments. Innersoles made from cellulose and cot- 
ton fibers of one kind or another, bonded with latex and 
made in any desired weight and with any required 
degree of strength, continue to make steady progress in 
competition with leather types already discussed else- 
where in this issue of Boor anp SHoe Recorper. Other 
bonding agents are also used with cellulose under tre- 
mendous pressure to make sheets from which innersoles 
are cut. 


CHARACTERISTICS claimed for innersoles of these 
types, when made to exacting specifications by reputable 
firms, are freedom from cracking, porosity, resiliency, 
uniformity of weight, absorbent.qualities, quickness in 
drying and freedom from harmful chemicals. 

The use of felt and other materials, in combination 
with latex, to produce outersoles that have comfortable 
resiliency as well as waterproof and non-slipping quali- 
ties has made such rapid progress in the past ten years 
that it is a familiar story to all shoe men. 

Incidentally, due to the defense demand for both felt 
and rubber, at least one manufacturer has voluntarily 
withdrawn these soles from the market for the duration 
as a luxury item. 
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COMPOSITION soling, much in the spotlight these days 
because the United States Army Procurement Division 
has been buying service shoes equipped with these soles 
in order to experiment with their durability as compared 
with that of the leather soles of the grade currently being 
used, should also be included in this article on syn- 
thetics. Strictly speaking, these are not synthetics in the 
sense that the word is used by the chemist. They are, 
however, made of a _ material—rubber—sometimes 
combined with either fibers or cords. In one type— 
the cross laminated—the soling material is made up of 
a number of thinner layers, so disposed, one above the 
other that the fibrous structure in one layer is at right 
angles with the layer above and below. There is also 
the corded rubber sole, one of the best known in the 
industry. This is made by adapting to soling material 
much the same process as that used in making the super- 
strong cord tires now standard equipment on all autos. 
In one type the cords are so placed in the rubber sheet 
containing them as to run parallel with the wearing 
surface; in another case, the cords are literally on end 
and are vertical. In the first case, the weer comes 
against the sides of the cord; in the second against the 
end, an arrangement making for durability. 

Certain of the rubber companies developed composi- 
tion soling materials, with rubber as a base, shortly 
after World War I and these received extensive pro- 
motion and won considerable acceptance, particularly 
for men’s shoes. Recently a new plastic sole material, 
having few of the characteristics of rubber and devel- 
oped by the use of a synthetic resin, has been placed on 
the market. Wearing qualities, tenacity, lightness and 
comfort are among the advantages claimed for it, in 
addition to the fact that it is waterproof and non- 
slipping. 

The final argument for synthetics of the better sort is 
that they fit perfectly into the picture of mass produc- 
tion. Mass production, in its essence, is nothing more 
than the substitution of machines for hand labor—a 

[TURN TO PAGE 252, PLEASE] 
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National advertising and smart performance have brought 


Du Pont’s “PYRAHEEL” plastic heel covering to the fashion 


SCUFFLESS “PYRAHEEL” ADDS 
THESE CONSUMER VALUES TO A SHOE 
1. It resists dents, scuffing, scratches, and made acceptance? The added consumer value of“PYRAHEEL” 
the many stains that ruin heels. 


audience of America. Why not cut yourself in on this ready- 


2. Thie Du Pont plastic heel covering will make your best models better—easier to sell. 


matches the grains and colors of most 
shoe leathers, 
3.““Pyraheel” plactic heel covering is ce- adaptable to your style and manufacturing needs—beauti- 
mented firmly to the wood heel. Does 7 
not peel. fully matched in grain and color to many of your leathers. 
4. It keeps a heel looking sleek and young 
as long as the shoe is worn. 


Scuffless “PYRAHEEL” plastic heel covering is economical— 


A few of the leather effects available are pictured below. 


OD Gitte eo engne—th pany to NEE: For samples and prices, write: 


POND E. I. du Pont de Nemours & Co. (Inc.), Plastics Dept., Arlington, N. J. 


Patent Leather Effects Grained Kid Types Authentic Lizard Effects Alligator Patterns Built-up Leather Effects 
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MBUCK 


A PERFECT WHITE SUEDE 


PERFECT BECAUSE IT HAS PROVEN ITS SUPERIORITY THE 
PAST FIVE SEASONS. 

WHY TAKE CHANCES WITH INFERIOR SUBSTITUTES? 
THE RAW SUPPLY OF SKINS FOR AMBUCK IS AMPLE 
INSURING PROMPT AND UNINTERRUPTED DELIVERY. 
AVAILABLE IN ALL GRADES AND WEIGHTS. 
SUITABLE FOR BOTH MEN'S AND WOMEN'S SHOES. 


| AMALGAMATED LEATHER COMPANIES 


WILMINGTON, DELAWARE 
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eplace rigid arch-bulk 
with the feather-light ~ 


ARCH-CRADLE 


construction 
IN ARCH-SUPPORT SHOES 


ARCH-CRADLE shoe construction (protected by U. S. 
Patent No. 2,188,182) is a practical, thoroughly tested 
improvement in arch-supports. Resembling a hammock 
in the shoe, the resilient goring permits muscles and 
bone-structure to articulate and breathe, yet it relieves 
the foot of the pressure of hard, unyielding arch-supports. 
Firm yet f-l-e-x-i-b-l-e, ARCH-CRADLE construction does 
away with inner bulk in the shoe, snugly cradles the arch 
and cuboid bone, and meets the demand for maximum 
flexibility and comfort in strong, lightweight footwear. 
It is applicable to men’s, women’s and children’s shoes, 
and is particularly suited to footwear for active wear. 
Of definite therapeutic value, ARCH-CRADLE construc- 
tion possesses a triple appeal to retailers and wearers as 
it is “naturally” comfortable; lightweight and sanitary; 
and does away with stiff, unyielding, bulky inner supports. 
We license shoe manufacturers to make ARCH-CRADLE 
shoes. No special lasts or patterns are required, and 
ARCH-CRADLE construction can be quickly added to 
present styles. Write for complete information. 


THOMAS TAYLOR aA SGNS INC. 


HUDSON , MASS. 
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SHOES OF GENUINE KANGAROO LEATHER 
GIVE 
Rhino Strength and Kid Sofiness 


Here are two selling features for 
shoes of Kangaroo Leather that 
are bound to impress your cus- 
tomers; all the strength of a Rhino 
hide, and the gentle ease and soft 
comfort of Kid. Strange as it may 
seem, that is a true picture of Kan- 


garoo Leather, for actually it is 


17°, stronger, weight for weight, 
than any other leather used in 
shoes. And, the feel of a Kangaroo 
shoe on the foot tells the Kangaroo 
comfort story far more eloquently 
than any words. ... Let shoes of 
Kangaroo leather build volume 


and customer satisfaction for you. 


by the... 


SURPASS LEATHER COMPANY 
RICHARD YOUNG COMPANY 
ZIEGEL EISMAN COMPANY 
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Your sales can be helped or hindered 
by the kind of rubber heels you have 


on your men’s dress shoes. 


Good shoes, indicating successful 
men, are easily identified if equipped 
with rubber heels made by a nation- 
ally known manufacturer whose 
reputation for style and quality is 
acknowledged. 


These three U.S. RUBBER HEELS 
meet various style requirements— 
U. S. ROYAL, blind nailing; U. S. 
ROYAL RIBBED, open face nailing; 
and U. S. REGENT. 


Ask your manufacturer to furnish 
U. S. RUBBER HEELS on all men’s 
shoes— your customers will have 
confidence in their performance. 


UNITED STATES RUBBER COMPANY 


1230 Sixth Avenue Ci 


iy Rockefeller Center, N. Y. 


\ j 
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F you want promotional foot- 
wear for your bargain counters 
or basement “special close-outs,” 
trade-named shoes, samples—we 


have them . . . every Jot sized— 
for immediate delivery. 


We carry a tremendously active 
stock of shoes in all grades of 
women’s, men’s and children’s 
footwear. Our warehouse covers 
40,000 square feet of floor space 
piled high with K-B Authentic 
Jobs. 


We are jobbers and exporters 


to South America and those parts 
of the world free to do business 
the American way. 


Ours is a business built on in- 
tegrity and speed of service—plus 
a reputation of 26 years of growth 
and experience. 


Stimulate your business with 
bargains. K-B Authentic Jobs. 


See them on display at the 
Hotel Stevens, Chicago. When in 
New York come to our modern 
merchandise mart at 108 Duane 
Street. 


KIRSCH-BLACHER CO., uc. 


108-110 DUANE STREET 
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NEW YORK CITY 





RALPH KIRSCH 


May we meet you and aid your selections 


RALPH KIRSCH, president 
CHARLES BLACHER, vice-president 
ALLEN J. CANTOR, buyer and sales manager 


HAROLD HARRIS, buyer and promotion 
manager 


In CHICAGO at the SHOE FAIR 


HOTEL STEVENS 
ROOMS 1359-1360 





Our Best Wishes for Your 
Health, Prosperity 
and Happiness 


in the New Year Ahead 


Realizing the great importance, to both the 
manufacturer and retailer, of consistent quality 
in the products used in the making of shoes, we 
stress our policy and aim ‘to make and keep 
U.S. Leather one of the most consistently 
reliable sole leathers offered the Industry.’ 


The United States Leather Co. 





1942 MODEL» FOR MEN 


New streamlined lightweight model, 4 


lighter and 50% more elastic. And now, 
due to volume production, made to re- 
tail at $2.95. SeaxDogs are the only 
one-piece, molded, all-purpose rubber 
sport shoe on the market. No seams, 
innersoles, buttons or straps. Worn 
with or without socks. Seax Dogs are 
finding a place in every man’s wardrobe. 
Colors: Blue, White, Sand or Sun Tan. 
Sizes: 6-12, inclusive. 


SeaxDogs Display, Hote! Stevens, 
Room 1037A, Chicago, IIl., January 5 — 8th. 


* 


Sea * Dogs are a product of Conlin & Smith, 
Inc., 52 Vanderbilt Ave., New York, N. Y. 
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FIRST SHOWING * LADIES MODEL 


Demand created this feminine version of 
the popular Sea x Dogs... For muddy gar- 
dening, the beach, sailing, loafing, picnics 
and all sports. With or without socks, out- 
doors or indoors, ladies will cherish them 
for their luxurious comfort. 5 lovely colors. 














































SERvuS 
gia is 


Mande 1 v.s-”* 














The SERVUS RUBBER COMPANY of Rock 


Island, Ill., manufacturers of quality waterproof and 





canvas rubber-soled footwear, appreciate the for- 





bearance of our customers in giving right-of-way to 







government requirements for rubber footwear. 


In the hope that we shall secure sufficient rub- 


ber to cover manufacturing requirements, we will 






endeavor—in the coming year—to serve first the 





Army and Navy; and then to the extent of our abil- 






ity we will distribute our production as fairly as 


possible among all of our customers. 






Assuring you of our best interest in your be- 







half. we are 


SERVUS RUBBER COMPANY 


NEW YORK CITY 






Offices and Stockrooms: 328-330 BROADWAY 





* Fectory: ROCK ISLAND, ILL. - 
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“PEAK-ETTE” 
A NEW UNITED CREATION 
2718 HEEL 





IT matters not how high or how 


low the heel, our lasts are graded 





with utmost uniformity and preci- 


sion in all sizes and widths. FITZ BROS. CO. 


UNITED LAST CO. 


Visit our New York Style Studio 


or consult any of our sales repre- 





sentatives for authentic guidance 


in problems pertaining to up-to- 
date last styles. 


DISPLAYING AT 
NATIONAL SHOE FAIR 


HOTEL STEVENS * CHICAGO 
ROOMS 546A-548A 
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HAND-STAINED 
POLISHED 





CALFSKIN 





demands 


KIWI 


THE QUALITY 
STAIN-POLISH 


FREE 
DISPLAY STAND 


This attractive REVOLVING KIWI 


"Silent Salesman" 
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Spring Forecasts at 
Fashion Group Luncheon 


New York — Reporting at a recent 
Fashion Group lunch on “What... for 
Spring?”, Ruth Hamilton Kerr, Style 
Analyst for the Calf Tanners’ Associa- 
tion, said that there was no current 
lack in leathers and that she would 
therefore speak as though there were | 
no war in Europe. In her estimate on 
Spring shoe colors, she gave 40 per cent | 
to black, including patent leather. This | 
is less black that a year ago. Accord- | 
ing to Miss Kerr, 35 per cent will go 
to cream, beige, caramel, brown and 
antiqued tan. Navy is down to 20-25 
per cent. When navy is only 20 per 
cent then 5 per cent will go to royal 
blue . .. with no purple in it... | 
emerald green and three shades of red | 
... Clear flag; an orange red, now be- 
ing used in resort clothes; dressy cycla- | 
men. 
In handbags, black is up to 50 per 
cent. Beige, cream, brown and white | 
will take 30-35 per cent of the business. | 
More bright colors than usual will be 
sold. In gloves, beiges, creams, chamois 
and caramel will be very popular be- | 
cause they blend so well into many cos- 
tume colors. As a general trend in color 
coordination, there will not be as much 
matching of brilliant or beige color ac- 
cessories. Instead, two brilliant con- 
trasting accessory colors may often be | 
used in juxtaposition. 

There is a tendency to make gloves | 
and bags of dressy materials, Miss 
Kerr says. The place where the defense 
needs may affect civilian supply is in | 
sheepskins and lambskins, used for | 
aviators’ coats, and in calfskins used 
for officers’ shoes, belts and uniform 
trimmings. The supply of supple- 
mentary dyes and chemicals, such as 
formaldehyde and chrome may also be | 
affected by defense needs. In conclu- 
sion, Miss Kerr reported that this past 
year has been the biggest in the Amer- 
ican tanning industry. 

Speaking at the same luncheon on the | 
hosiery situation, Rachel Smith of 
Berkshire Knitting Mills also sounded a 
note of optimism. While pomting out | 
the difficulties brought about by the 
silk embargo, Miss Smith emphasized 
the stimulating effect it had had on the 
manufacturer and on the consumer who 
has been forced to adopt the idea of a 
stocking wardrobe with different types 
for different costumes and shoes. 


Mansfield to Manage 
Cline Shop 


Los ANGELES, CALIF.— Wm. Mans- | 
field has been appointed manager of | 
the Chas. D. Cline new Wilshire Boule- | 
vard shop. A recent radio commenta- 
tor who is making a country-wide sur- 
vey of stores considered this shop to 
be one of the finest shoe stores he has 
encountered, mentioning especially the 
lighting arrangements, modern furni- 
ture and the clever way in which the | 
shoe stock is hidden. 
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NEW IDEA IN 


HMAV-GAVE 


PLAYSHOES WITH THE 
“SWANSDOWN” PLATFORM -- 


THAT'S ‘like walking on clouds’ 
To be advertised in VOGUE 
--April and May, 1942 


See for yourself these 12 new models in 
Pray Gays, now with the exclusive “Swans- 
down” platform to give a lift and buoyancy 
that makes walking a sheer delight. Styled 
by one of the foremost designers in Amer- 
ica—they come in fabrics and leather, with 
plaited rope trim and genuine leather soles 
—to retail at $3.95 and $4.95. 


See S WAN 


Rooms 907-908 Stevens Hotel, Chicago + January 5, 6, 7, 8 














Spring and Summer Shoe Fabrics 


Fabrics always play an important part in shoes for 


Spring and Summer. Play shoes are slated to be big- 
ger than ever this year and so are sandals. Both these 
types make up smartly in fabrics. Other style trends 
will contribute to making this a good fabric year. There 
is already a strong trend toward using identical fabrics 
in accessories and costumes. A hat made of the same 
fabric as the coat or suit has been a popular vogue 
with many women this Winter. 
The same coordination idea is being extended to 
shoes. A gabardine shoe with a gabardine costume 
. matched weave but contrasted color . . . that is 
the new style idea for gabardine shoes. Gabardine has 
received strong promotion this Fall in ready-to-wear 
advertising. It has sold for southern resort costumes 
in light and bright colors. For Spring, black, beige, 
gray and navy will be good costume colors. With these 
a gabardine shoe will be a very smart accent, a glove 
or jacket picking up the shoe color. Emerald green, 
lacquer red and royal blue are the most discussed shoe 
colors. In the dark Spring colors, gabardine will also 
carry on in more classic types of shoes. And don’t for- 
get, when you are planning your gabardine stocks, that 
Easter is a dress-up time and gabardine has the right 
dressy look for Easter. 
Other twills will also be used for Spring shoes. There 
will be black faille combined with patent leather in 
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dressy styles. Faille, in a rayon-cotton combination, 
for linings has, as you know, become a staple fabric. 
Yarn-dyed it is a satisfactory color-fast lining even in 
dark colors. There will also be shoes of an even finer 
diagonal ribbed weave. This ‘fabric has been used in 
shoes for the past two years, both as a lining and an 
upper material. As an upper material, it is used on 
both the shiny and the dull surfaces. Combining the- 
two surfaces makes an interesting all-over fabric shoe. 
As a lining material it is cut toe to selvedge and holds 
the foot in place without slipping. The shiny side is 
used for the lining. 

After the twills, linen weaves are the favorites and 
as Summer comes on they will take an increasingly 
large share of the fabric shoe business. Here the big 
colors are natural and white, especially in spectators, 
where tan or blue leather are used for the trimming. 
Red and blue are popular colors for linen play shoes 
and sandals. Some pastel shades are being used in 
combination with pastel kidskins. 
broidery on linen weaves is also being used and is very 


Multi-color em- 


attractive. A nubby “homespun” fabric is in the linen 
family and has a special high style appeal. 

These linen weaves are seldom actually woven from 
flax yarns these days. 
linen, cotton and rayon and 100 per cent cotton are 
being used instead of the flax. One all-cotton material 
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Olivia de Havilland, appearing in Warner's 
“Male Animal,” wears a two-piece suit of 
soft green suede with a fitted jacket and 
flared skirt. The coat is of imported tweed, 
soft yellow greens on a beige background. 


California Has Long Been Recognized as the Focus of 
inspiration for the Designing of Typically American 
Play and Casual Clothes. More Recently, However, 
it Has Grown Increasingly Important as a Center for 
the Designing of Smartly Styled and Comfortable 
Casual Types of Shoes to Go with These Clothes. 
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hollywood * 


“SKOOTERS 


THE SEASON'S UNQUESTIONED TRAFFIC BUILDER 


WOMEN'S 
PLAY SHOES 


To Retail at $3.00 - $4.00 
See them at Stevens 


Hotel, Room 1|262. 
Salesmen in all 





territories. 


Hand lasted—manufac- 
tured solely by 


“VOGUE SHOE CO. 


1722 East 7th Street, Los Angeles, California 





452 SOUTH LA BREA « LOS ANGELES, CALIFORNIA 
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Quality Depends on Materials 


[ CONTINUED FROM PAGE 210] 


and which is used not only for the uppers of fine shoes 
but for linings as well. 

The fashion news of kid leather is that it is catching 
up with calf leather in the number of finishes in which 
it can be had. 

One of the most sensational of these is scuff-resistant 
kid, first presented to the shoe industry about 1938 and 
still further improved by leather chemists, many of 
whom have been working on this problem for years. 
Strictly speaking, of course, this is not a finish in that it 
does not appreciably change the appearance of the 
leather. If you have ever looked closely at a piece of 
kid leather which has been scuffed you will see that it 
looks as though the skin is made of two layers—an 
extremely thin outer layer so loosely joined to the under 
layer as to be rather easily separated from it when sub- 
jected to abrasion. The process of making kid leather 
scuff resistant takes into consideration the fact that 
when two parts of a skin are loosely joined, the fibers 
of the skin at the point of union must be somewhat 
widely separated, and they reasoned from that that the 
trick to be accomplished was to treat the skin in such a 
way that the separated fibers would come closer together 
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and form a more homogeneous fiber structure. 

This they accomplished by introducing into the tan- 
ning liquors a new element which so severely shrinks 
the skin that the desired result is achieved and the 
leather becomes what might be called “solid”. The 
process makes the grain side of the leather much firmer, 
gives it greater durability and opens up a wider field 
of usefulness; although in shrinking the leather, the 
size of the skin is necessarily decreased with a conse- 
quent increase in the cost of the finished product. 

There are also new grained effects in kid leather— 
some which resemble the Scotch graining of calf leather, 
although finer; other embossed designs which are 
limited only by the imagination of the designer. Many 
of these designs have a tendency to impart to the fin- 
ished leather an appearance of weight. Many of them, 
it is true, are made from the heavier weights of kid 
skin and are being actively pushed not only for use in 
the masculine types of women’s shoes but for use in 
men’s shoes as well. 

Then there is patent kid—soft and flexible; suede kid 
which needs no recommendation; and glazed, satin and 

[TURN TO PAGE 259, PLEASE] 
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A, scleded, padre style, in 
saddle leather or elk, 
for the most informal 
moments of the day. 


B. Hobo, Coolee in Hog- 
skin, Shagg, and Dura- 
tex, an original loafer 


type for casual wear. 


C, Viking, Coolee in sad- 
*dle leather and a va- 
riety of other leathers. 
Casual style with a 


more formal air. 
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Very light in weight, flexible. Can be worn 
in open shank shoes, yet sturdy enough to 
be indorsed by various Safety Councils for 
wearers of work shoes. 

Scientifically designed for quick relief. 
Priced for profitable retailing. 
PED-O-FLEX is not an Arch-Support, or Prop, 


but a true Arch Exerciser and Tread Balancer. 


Very attractive offer to distributors who contact 


CREEPAS Sandals 


play, beach and comfort 
Samples sent on request 
P. A. DONAHUE 


manufacturer 
403 E. 23rd St. Los Angeles, Calif. 
Authentically Styled in California 








FAST NOVELTIES 
TO RETAIL 
$2.00 ro $5.00 
IN STOCK 


GENUINE NYLON 
BLACK 





the better stores. 
Address 





PED-0O-FLEX CO. 


5227 SO. AVALON BLVD. 
LOS ANGELES, CALIFORNIA 











GROVES SHOE COMPANY 


NATIONAL SHOE FAIR 


BLUE 
BROWN 


CHICAGO 





ROOMS 1201 & 1202 











Two interesting wedge type play shoes from Casuals, Inc. 
The top shoe is an all-over tan gored slipon; the bottom shoe 
is a two-eyelet two-tone blucher combination. 


Los Angeles Moves Ahead 
[CONTINUED FROM PAGE 241] 


his revolutionary progress in 1930. Cas- 
uals, Inc., organized less than three 
years ago, was followed by Cobblers, 
Inc., in business over a year and a half. 
Joyce, of course, leads the production 
figure, followed by Fern. Los Angeles 
Shoe Mfg. Co. comes next in pairage 
and California Shoes fourth. 
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Many newcomers have _ arrived. 
Vogue Shoes, Rogers & Ferralli, Ted 
Saval, Paul A. Donahue, California 
Leisures, Jansen Bros., Kimel Shoe Co., 
Alfred Cerf, Colline of Hollywood, 
Cole-California Shoe Co, Ryder of 
California and Stanley Williams Shoes, 
are additions to the shoe roster. 

Recognition of the Coast shoemakers 
just didn’t happen. It took time and 
energy. The sandal which Bill Joyce 


hesitatingly took out of his pocket is 
today considered the single style in- 
spiration which changed the course of 
a great part of the country’s shoemak- 
ing ideas. And its effect is surging on- 
ward. Many other shoemakers, too, have 
had the vision of anticipating what’s 
to come. ; 

Los Angeles’ superiority is recognized 
particularly in leisure clothing, just 
right for the casual way most Califor- 
nians live. In their dayime and evening 
scheme of things they rarely dress tp 
as Easterners do. Casual jackets, slacks 
and play clothes needed Bill Joyce’s 
play shoe. The men haven’t been ne- 
glected either. Action backs, pure Ha- 
waiian type swim trunks, beer jackets 
and slack costumes are Coast origina- 
tions for the men. 

Acceptance is well indicated by its 20 
per cent increase in 1939 over 1937, 
the last figures available, with an esti- 
mated volume of $60,000,000. For 
a young industry to account for about 
11 per cent of the total ready-to- 
wear business in the U. S. A. speaks 
well for this second largest ready-to- 
wear market in the country. These fig- 
ures are low at this writing. Even the 
census figures of a year ago are already 
antiquated. The Federal census of 
3,182,000, taken. a year and a half ago 
in Los Angeles, is today upped by a 
quarter of a million residents. The in- 

[TURN TO PAGE 265, PLEASE] 
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COBBLERS (hs 


1212 STANFORD, LOS ANGELES, CALIFORNIA 


‘Permanent showroom: 
Marbridge Bidg., New York City 


December 27, 194! 


Walter Braun and Hans Springer 


Showing in Chicago, January 5-8 
Rooms 125A and 126A, Stevens Hotel 
* 

Showing in Fort Worth, Texas 
Jan. 11-16 — Texas Hotel 





Pee et 
Shoe Division 


4 


*T. M REG_U.S. PAT. OFF 





Official Program 


[CONTINUED FROM PAGE 85] 


Presiding at Wednesday Luncheon 


L. V. Hershey, Chairman of Board of Directors 
National Boot & Shoe Manufacturers Association 


Presenting 
DR. JOHN KENNETH GALBRAITH 

Director of Price Division, Office of Price 

Administration and Assistant Administrator, OPA 
With every civilian and business being affected directly or 
indirectly through the OPA, shoemen—both producers and 
distributors—will want to hear the intimate story of the 
functions of this all important National Defense agency, 
which wields important authority when dealing with prices 


| and commodities. 


Advance luncheon tickets on sale at Headquarters Booth, 


| National Shoe Retailers Association, Michigan Avenue 


Lobby. Stevens Hotel, and entrance to Grand Ballroom. 


WEDNESDAY NIGHT, JANUARY 7—7:20 O’CLOCK 
THE ANNUAL BANQUET 
BEEF STEAK DINNER—INFORMAL 


| GRAND BALLROOM—STEVENS HOTEL—7:20 P. M. 


Tickets $5.30, including Federal and Illinois R.O.T. 
Sponsored jointly by 
National Shoe Retailers Association 
National Boot & Shoe Manufacturers Association 
The “Home-Coming” of the Industry 
The Town’s Top-Talent—Unsurpassed Food 


Tickets may be purchased at National Shoe Fair Head- 
quarters, Room 1406, Stevens Hotel 


THURSDAY, JANUARY 8—ALL DAY 


| No meetings scheduled. Entire day left free for buyers 


to complete writing sizes—to check displays 
and: exhibits in Stevens Hotel. 


GOVERNMENT officials estimate that present stocks 


| in the hands of the retail shoe trade at 30 per cent above 


“ 


normal, warn that such inventory buying can have “a 
very unfavorable effect on all branches of the shoe 


| industry if carried to extremes.” 


| 
| 
| 
| 


THE Bureau of Census reports that in 1939 the cost 
of materials, supplies, fuel, purchased electric energy 
and commission and contract work for 520 establish- 


| ments producing boot and shoe cut stock and findings 
| totaled $90,487,474. These costs were divided as fol- 


lows: Materials and supplies, $89,572,035; fuel, $306,- 


| 074; purchased electric energy, $559,186; commission 
| and contract work, $50,179. 


a * * 


THE OPM shoe, leather and hides steering committee 
has the job of dealing with extremes. One of its assign- 


| ments is the simplification of cartons. Another is sur- 
| veying methods for producing special varieties of shoes 
| for the Army. On the one hand it is preparing plans 


for use if hide imports are cut off. On the other, it is 
studying ways and means for increasing exports. 
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Shoe Store of the Future 


[CONTINUED FROM PAGE 204] 


ihe following should be considered: Joinery of frame; 
-prings; webbing; filling; inner covering and outer 
covering. 

76. Shee store chairs and seating should be designed 
to facilitate fitting. 

77. Loveseats are not good for any kind of a store, 
unless there is space to waste. Strangers hesitate to sit 
iiext to each other, unless an arm divides. 

78. Built-in seats are not advisable, because they 
iestroy the flexibility of possible change. 

79. Keep in mind that most women do not mind going 
hrough men’s departments, but men object to traveling 
hrough women’s sections. 

80. Do not make the drapes too heavy and have them 
split for convenience. 

81. Consider the recessed type of display for bag 
selling. This should be illuminated. 

82. Consider the color of the hosiery boxes. They are 
best housed with the narrow metal divisions between. 


83. Vary the height of the show case display as to | 


whether it is for bags or hosiery. 


84. In the service section, consider whether additional | 


space is to be used elsewhere for holiday business. 

85. Men shop more hurriedly than women. 

86. Use iitles which say: “Downstairs,” “Lower 
Level” or “Lower Floor,” rather than “Basement.” 

87. Bargain hunters are usually not good prospective 
customers for other goods or departments. 


88. Women will follow the traffic line of least resis- | 


tance regardless of signs. 


89. A merchandising arrangemént should be such | 


that the public is given the maximum opportunity of 
seeing “impulse” merchandise. 


90. Flexibility for seasonal selling should be kept in | 


mind. 


91. Departments should be located to reduce per- | 


sonnel to a minimum. 
92. Daylight is not important in a shoe store. 


93. Consider stools for customer convenience in all | 


bag and hosiery sections. 
94. Large rest and powder rooms are not desirable, 
except in very high class stores. 


95. Women want fitting mirrors to see the’ whole 


ensemble, while men want to see the shoes only. 


96. When shoe boxes are exposed, they should | 


harmonize with the room color scheme. 

97. Do not underestimate children’s ages in the intro- 
duction of fairy tale ornamentals in a children’s de- 
partment. 

98. Have the fitting area well lighted, especially the 
fitting mirrors. 

99. When the room interior is cheerful, the personnel 
is more apt to be cheerful. 

100. Remember the decorative scheme of a shoe store 
is like an autombbile, unless it is carefully selected it 
will be out of date next year. 
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THE iMPORTAN Liere' 
MOCCASINS 


Comfort is the Buy-Word 
for Bass Moccasins 


We have proof in extensive files 
of unsolicited letters that praise the 
superb comfort and exceptional 
longevity of BASS Outdoor Foot- 
wear... the nation’s FIRST CHOICE. 


Sell the outdoorsmen and women 
in your rey! by featuring and dis- 
laying the famous BASS line of 
Fine Outdoor Footwear. There is 
available a wide range of styles to 
appeal to every purse and person. 
And, in each and every BASS 
Moccasin your customer can depend 
on the finest leathers and the greatest 
value for his dollar. 


Fast Seller: 

THE BASS RANGER 

Use these important sales 

remy on your prospects: 
ew double construction 

makes the Ranger tops in 

water-resistance. Comfort 

unparalleled! 


Profit Maker: 

THE BASS QUAIL HUNTER 
Many hunters and woods- 
men in your trading area 
want this low, long - life 
boot. Special hand seam of 
overlap type . . . more com- 
fortable ... more water- 
resistant. 


Nation's Favorite: 
THE BASS CAMP MOCCASIN 
Men, women and young- 
sters ... all “go for” this 
particular type True Moc- 
casin for camping. Tell ‘em 
about the grand comfort in 
all BASS Moccasins and 
you'll sell "em 


*FREE CATALOG 


Write to G. H. Bass & Co. 


Dept. BS-14 
Wilton, Maine 





Statistical Analysis of Shoe Production and Consumption 
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The Future of Shoe 
Manufacturing 


[CONTINUED FROM PAGE 100] 


and above necessities will hardly be as great in 1942 as 
in the preceding year. Furthermore, the efforts of the 
Government to siphon off excessive purchasing power 
will begin to take effect in the early months of 1942. 
Whether or not additional taxes are imposed, the tax 
schedule now in effect will bring home to millions of 
consumers the reality of the defense effort and the 
national emergency. Income strata in the brackets from 
$2,500 upward will be affected with particular severity 
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by the new income tax requirements. And consumers in 
this income range are one of the great bulwarks of retail 
trade. 

Even if the colossal outpouring of Government funds 
should, on net balance, create greater purchasing power, 
the advance in retail quotations will prove an offsetting 
factor. Shoe prices must be higher in 1942 than in 1941; 
costs have risen and, in spite of the industry’s strenuous 
efforts to absorb such increases, the arithmetic of cost 
cannot be denied. 

Notwithstanding all the influences which may combine 
to temper the surge of demand witnessed in 1941, there 
is a broad and basic reason for confidence in 1942 con- 

[TURN TO PAGE 252, PLEASE] 
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Footwear for the 
Americas 
[CONTINUED FROM PAGE 220] 


publics. Cooperation and mutual under- 
standing on the part of United States 
manufacturers and exporters would 
contribute substantially to this desir- 
able objective. 

Chile, the third ranking producer of 
boots and shoes, is one of the most im- 
portant in the inter-American scene. 
Many years ago, shoes made and sold 
in this market were produced from raw 
materials purchased from abroad. At 
present, less than 3 per cent are of for- 
eign materials. Much of this develop- 
ment is accredited to European influ- 
ence. 

Besides the Bata Shoe Company 
workers, many highly-skilled and tech- 
nically trained war refugees who es- 
caped in time from Europe’s blood-bath 
have found hospitality and a livelihood 
with our Good Neighbors in South and 
Central America. “Refugee capital” 
and the new infusion of skilled labor 
have aided considerably in developing 
boot and shoe manufacturing, as well 
as many other industries in the coun- 
tries in which they gained admission. 
Chile, of course, has benefited: mate- 
rially from technical and financial as- 
sets brought into the country by these 
refugees. 

No advances were made in shoe pro- 
duction in Chile until the world-wide 
depression in the nineteen-thirties. In 
recent years, shoe factories have oper- 
ated at about 60 per cent of capacity 
and the industry hit its peak in 1930, 
with 150 factories and 500 small hand- 
work shops operating. Some 25,000 
workers are engaged in this industry in 
which an investment of about $10,000,- 
000 is involved. At least 90 per cent 
of the machinery in use in Chile is of 
United States origin. The largest shoe 
machinery manufacturer in the United 
States has recently extended its market 
for leased machinery to South American 
shoe manufacturers and this will tend 
further to increase production. 

Chile specializes mostly in women’s 
shoes, which are made in plain oxford, 
strap, and pump styles. Especially in 
western Chile, where the climate is mild 
and dry, this type of shoe is used. A 
heavier type leather shoe is used by 
workers in the nitrate and copper min- 
ing industries. The supply of lower- 
priced shoes in South and Central 
America has increased, with progressive 
South American manufacturers concen- 
trating their production in this field. 

Increased expansion in shoe manu- 
facturing by our Good Neighboors will 
undoubtedly be reflected by increased 
purchases from the United States of 
leather, shoe-making materials and find- 
ings. Some of these materials are al- 
ready being imported by South and 
Central America. With larger produc- 
tion requirements, material improve- 
ment in trade of this type may develop. 
It is probable that exports from the 
United States of materials of this cate- 
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two-tone Python. A rich 
lustrous snakeskin that 
has met with amazing con- 
sumer success. Created by 
our Allan Turner, this de- 


sign is exclusive with us. 


See it at the show! 


sandal of flattery 


and grace. 


COBINA 


sensational new 
silhouette. 


©, Marbr 





BLOOMFIELD STREETS - 


HOTEL STEVENS, 
CHICAGO. 


ROOMS: 
1012A, 1013A, 1066A, 
1067A 


HOBOKEN 


dge Building » 47 West 34+ 





gory may increase to a larger extent 
than any actual footwear exports from 
the United States. 

Argentine and Brazilian shoe manu- 
facturers have created foreign markets 
for their products which they have ex- 
panded up until the recent world war 
period, and both countries look forward 
to the expansion of their exports to 
neighboring South and Central Ameri- 
ean countries and the United States. 


Sales Promoted by New Color 


Houston, Texas—One of the most 
interesting events in the shoe trade of 
Houston was the recent Harvest Corn 


promotion at Sakowitz Bros. Shoe De- 
partment, of which G. H. Sauer is man- 
ager. 

Harvest Corn—honey gold flecked 
with black—appears in shoes, bags and 
glove trim. The window display en- 
hances the attractiveness of the shoes 
and bags. Several ears of yellow, red 
and mixed corn are on display with the 
shoes, making an effective contrast. An 
excellent response was had from the 
window, Mr. Sauer said. 

The shoes had one price, $14.95. 
Gloves were $5.95; and bags, $13.75. 
The styles and color were suitable for 
street and afternoon wear. They give 
Winter costumes a lift. 
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“No Time to Lessen Selling Effort °° 


URBAN K. ALLEN 


President National Shoe Travelers 
Association 


WITH the year rapidly drawing to a 
close and the National Shoe Fair again 
with us, we of the National Shoe 
Travelers Association who are to hold 
our annual convention in Chicago on 
Jan. 3 and 4, are proud of the part we 
have played in making 1941 a banner 
shoe year. We believe that in this time 
of the National Emergency, which is 
also an emergency period for the shoe 
industry, salesmen throughout the 
country have done their part.in keep- 
ing business as nearly normal as pos- 
sible. 

We believe that all trade associa- 
tions have an important part to play 
in supporting the National Defense 
Program. We are making every effort, 
individually and as an organization, 
to keep business moving in normal 
channels. Mutual cooperation between 
manufacturer, salesman, and retailer, 
built on years of service and good 
faith, is an ideal which must be pre- 
served. 

This is certainly no time in which 
to lessen selling effort, either in adver- 
tising or by the salesman on the road. 
The traveling man is entrusted with the 
finished product of the manufacturer 
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ON EVE OF ANNUAL CONVENTION OF THE NATIONAL SHOE TRAV- 


ELERS ASSOCIATION, CHICAGO, PRESIDENT ALLEN CALLS FOR 


DRIVE TO KEEP BUSINESS MOVING IN NORMAL CHANNELS 


by URBAN K. ALLEN 


and it is up to him to present this 
product with honesty, integrity, with 
enthusiasm, and above all, with loyalty. 
If he does so, he gains the good faith 
of the retailer in the product and in 
the manufacturer. 

We believe that manufacturers 
should be interested in employing men 
who are affiliated with the National 
Shoe Travelers Association, because 
its members have pledged themselves 
to these ideals I have mentioned. Its 
members look on the vocation of travel- 
ing shoe salesman as an honorable 
and worthy one, and one that is jus- 
tified by its opportunity for service— 
service both to the manufacturer and 
to the retailer. Membership is offered 
only to men who will maintain these 
ideals, all important in establishing 
and sustaining those valuable personal 
relationships with the retailer. Per- 
sonal relationships are as important 
today as they ever were and, in many 
cases, the shoe salesman is the only 
personal link between retailer and 
manufacturer. 

The National Shoe Travelers Asso- 
ciation, now in existence for some 30 
years, has affiliated associations put- 
ting these ideals into effect in all of 
the principal cities. And these are 
growing in strength. The Chicago asso- 
ciation, as an example, has during the 
past few years, grown from a small 
group to a membership of some three 
hundred. This group maintains perma- 
nent headquarters at Morrison Hotel 
which are a mecca for other traveling 
men visiting the city and will be open 
at all times during the National Shoe 


THOMAS A. DELANY 
Secretary-Treasurer N.S.T.A. 


Fair. This same group, for the past 
five years, has been presenting a series 
of monthly shoe shows which fill sev- 
eral exhibition floors at the Morrison 
Hotel and which are regularly attended 
by retailers not only from the Chicago 
area, but from surrounding states as 
well. Other local groups also spon- 
sor seasonal shows throughout the 
year. 

Nor is this progress confined to in- 
dividual groups alone. A concrete ex- 
ample of the spirit of cooperation 
which exists between the shoe traveler 
and retailer is the Central States Shoe 
Fair, now an annual event sponsored 
through the combined efforts of a 

[TURN TO PAGE 254, PLEASE] 
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Store Design and 
Equipment 


[CONTINUED FROM PAGE 137] EVERY OPERATION WELL DONE 


In most of the newest shoe stores, 
ne ee ana SS T0 MA KE TH E M 7 pes 
the sidewalk outside. This means that 


a portion of the window, at — wher- 
ever possible, is open both to the street ies Bi) / l [ 
and into the store. This has resulted in & ea a Vy oes 


many cases in building windows into a 
lobby rather than just across the front 
of the store. This tendency to open up 
the view into the store is also carried 
out in the entrances, which in many 
cases consist wholly of plate glass or a 
plastic glass door or set of doors. 

There is a very good reason for this 
opening up, based on principles of | 
motor traffic. Highway engineers plan 
roads so that motorists can see what’s 
ahead of them as far as possible. And 
store designers today plan shoe stores 
on scientific traffic principles—so that 
the passerby can see into the store 
without any barriers shutting off his 
view. 

This principle of clear view ahead is 
also carried into the design of the in- | 
terior of the store. Here again a clear 
view is usually permitted all the way 
to the rear of the store, giving the “go 
ahead” signal to proceed to shoe buy- 
ing. Curves have played an important 
part in store design during the past 
several years yet these two have in 
most cases been laid out on the prin- | 
ciple that they are easy to see around 
and that they lead to merchandise | 
rather than bar the customer from it. | 
In many stores, particularly those of 
the salon type, rounded walls and curves 
are used to give a spacious feeling. 
Corners are rounded off so that right 
angle turns and sharp corners are 
eliminated. 

Many new stores are divided into 
definite selling areas, since departmen- 
tization has become a part of the mer- 
chandising and selling of shoes. These 
take form in the general family shoe 
store in a separate men’s and boys’ de- 
partment, children’s department and Skilled hands, careful supervision by experts and no mass 
women’s department. In the larger production methods make Mrs. Day's Ideal Baby Shoes 


stores, the latter are also further di- : as 
vided into “deb” sections or sections for the perfect foot covering for baby feet, from their first 


growing and ‘teen-age girls, and an- shoe through their first step, to their fourth year. Inten- 


ow oboe coed arabe bd sive research has shown Mrs. Day that materials cannot 
also frequently being divided into regu- be made too well, nor attention to detail too careful 
lar shoe sections, budget departments, that American Infant Foot Health may be safeguarced. 
teen-age departments, slipper shops, cr py 
play shoe shops, etc. From the stand- A successful record of retailing, proved the profit wis- 
point of design, it is important to note, dom of her policy. 

that these are not major structural di- | 
visions, but are accomplished merely by 
suggestions of divisions which fit in 
with the architectural scheme. In some 
cases there is a low partition, in others 
it is done by arrangement of the fur- 
niture. 
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Science Perfects New Materials 


[CONTINUED FROM PAGE 223] 


combination of speed, accuracy and vol- 
ume. Synthetics, because they are what 
might be termed a laboratory product, 
can be made to have absolute uniform- 
ity throughout the length and breadth 
of the sheets into which they are made. 
This means less waste and less labor— 
a reduction in costs which can be taken 
advantage of by the shoe manufacturer 
who not infrequently avails himself of 
the opportunity thus presented to grade 
up some other part of the shoe (the 
sole, for instance) without increasing 
the over-all cost of his merchandise. 


252 


The synthetic people are not making 
a frontal attack on the leather industry 
as such. They realize that leather is 
strongly entrenched and rightly so, that 
it will always continue to hold its place 
as a basic shoe material. Their conten- 
tion is that where synthetics can do the 
job better than some of the types of 
leather now being used, or where they 
can do the same job at lower cost, they 
should be used—in fact, are being used 
in increasing quantities. They have 
great confidence in the future of syn- 
thetics in the shoe field, but recognize 
that this future must be firmly estab- 
lished on a foundation of useful, satis- 
factory service. 


The Future of Shoe 
Manufacturing 


[CONTINUED FROM PAGE 248] 


consumption. Production of heavy con- 
sumers goods, of washing machines and 
refrigerators, automobiles and heaters, 
has been curtailed because these goods 
conflict directly with the metal needs of 
defense. In 1941 the prospects of fu- 
ture curtailment induced a boom in 
sales of consumers durable goods. Dur- 
ing the coming year the “soft” lines, 
including clothing and shoes, literally 
must absorb a greater share of con- 
sumer income. For that reason it ap- 
pears safe to anticipate a rate of con- 
sumption not lower than in 1941. 

Finally, the potentialities of the year 
ahead cannot be calculated alone in the 
bare terms of volume, of pairage. Since 
purchasing power has been arbitrarily 
diverted from durable goods, there is 
an opportunity in prospect for alert and 
far-seeing producers and distributors. 
It is the opportunity to re-focus con- 
sumer conceptions of shoe prices, to 
lead demand back into the abandoned 
channels cf quality, to give shoes their 
rightful place in the scale of consumer 
values. 


1941 Business Ahead 
Of a Year Ago 


Cuicaco, ILL.—Chicago retail shoe 
business will finish the year from 20 tc 
30 per cent ahead of 1940, it is esti- 
mated by both store owners and depart- 
ment buyers in downtown and outlying 
retail sections. All types of shoe stores 
and all types and qualities of shoes 
showed some gain. 

As far as business goes, it was a more 
or less spotty year, marked by a record 
Easter, an exceptionally early and good 
Summer and white business. Fall sell- 
ing began early and continued good 
until October when there was a decided 
drop. This lull continued, although sales 
figures were somewhat above last year, 
until late November when the figure 
rose and gave evidence of continuing at 
a steadily increasing pace until the end 
of the year. Christmas and gift buying 
did not begin as early as was expected, 
but by the second week of December had 
gained considerable momentum and 
gave evidence of being far in excess of 
last year. Slipper business, particular- 
ly in the better grades, was excellent, 
and a number of fur and electrified 
wool slippers were bought despite the 
additional Federal excise tax. Men’s 
slipper business was considerably better 
than last year, probably due to the 
fact that many were bought as gifts 
for men in the service. 

All types of stores and all types of 
shoes experienced a gain during the 
year, the greatest coming in stores car- 
rving shoes selling in the six to eight 
dollar field. Stores of this tyne gen- 
erally reported an increase of from 20 
to 30 per cent and reported that the 
vear brought definite gains in pairs of 
better shoes sold. 
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What American Men 
Want in Shoes 


[CONTINUED FROM PAGE 112] 


toned tan shoes, showed up remarkably 
well last year and this year’s expecta- 
tions see them going even further 
ahead.. This may be due in some part 
to their adaptability to ventilating 
which has become an important consid- 
eration in Summer shoe selling. Too, 
there is the practical side to be con- 
sidered in their elimination of the par- 
ticular care necessary to keep them 
clean as compared with the white com- 
binations, which makes this shoe de- 
sirable for wear with Summer suits in 
town. 

While shoes without ventilations will 
account for the majority of sport shoe 
volume, ventilated types in both the 
two-tones and the brown and white 
combinations (principally in the pla- 
teau patterns) will represent important 
pairage. According to the returns in 
this survey, ventilated patterns ac- 
counted for over 30 per cent of sport 
shoe volume on the average in 1941 and 
expectations are that this figure will 
be considerably increased next year. 
Along with the ventilated types, woven 
shoes are an important part of this 
picture and from indications should 
continue very well this coming Summer. 


Navy Influences Style Trend 

All whites, black and white and the 
so-called “cream-and-coffee” shoes did 
net do so well last year except in 
scattered spots throughout the country 
and indications do not hold much 
promise for them this year. The popu- 
lar wing tip brogue pattern in the all- 
whites of a few years ago has vanished 
from the picture and about the only 
style news in these shoes is the plain 
toe bal oxford with the white rubber 
sole which is the dress shoe of Navy 
officers and is selling in those cities 
which have some Navy activity. 

Reports, too, indicate an increase in 
the use of reverse calf and other service 
leathers, due, probably, to their place 
in the important play shoe picture. 

The average figure of about 15 per 
cent of total sport shoe volume last year 
accounted for by casual or leisure shoes 
is influenced a great deal by the popu- 
larity of these shoes on the West Coast 
and in resorts throughout the country. 
However, these shoes do represent extra 
pairage and while their volume cannot 
compare with the way they have gone 
over in the women’s field, indications 
are that sales will continue to increase. 


Women and Girls to Train 


As Shoe Salesmen 


St, Louis, Mo.—Because of the dearth 
of experienced shoe salesmen, a new 
type of educational class for training 
young women and high school girls for 
later shoe fitting and selling has been 
developed by Hadley Vocational School 
of St. Louis, Missouri. The course is 
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sponsored by a local association of re- 
tailers, and was adopted when it was 
found that high-paid defense jobs and 
other work away from shoe depart- 
ments had greatly cut down upon the 
number of available salespeople. 

Young women, “broken in” to the 
business of fitting both men and wo- 
men’s shoes under this class program, 
will ke given primary training with 
weekly extra work in department 
stores. Classes to be given include 
shoe manufacturing, with several tours 
through St. Louis manufacturing 
plants, shoe fitting, with a lecture de- 
livered by a well-known foot specialist, 
and sales technique and store opera- 
tions. 


Mexican Government Installs 


Inventory Control 

Mexico City, Mexico—While to date 
the shoe and leather industry has been 
exempt from Government control as to 
stocks and sales, the Diario Oficial 
(Government Bulletin) recently pub- 
lished a decree through which pro- 
ducers and dealers in raw hides, soles 
and tanned leather are compelled to 
submit monthly records of their stocks, 
sales and changes in general, to the 
Secretaria de la Economia Nacional. 

This decree is a logical addition to 
the one forbidding exportation of hide, 
leather and soles and declaring them 
items of primary consumption. 








A Symbol to Us- 
a PLEDGE to You 


HESE simple words summarize a 

lot of reasons . 
quarters of a century of “knowing how”; 
research development; expert workman- 
ship; quality of materials; dependable 
service . . . why shoe manufacturers 
more and more specify “Backed by 
Windram” for elasticising today’s mod- 
ish fabrics and leathers. 
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No Time to Lessen 
Selling Effort 
[CONTINUED FROM PAGE 250] 


number of traveler and retailer groups. 
Started as an experiment last year, the 
event was so successful that it will be 
considerably expanded in 1942. 

There are many other examples 

ich might be cited as further evi- 
dence of the continued activity and 
progress being made shoe traveler 
groups. In speaking for shoe travelers 
as a whole, I know that this progress 
and loyal support will continue to grow 
and éxpand and will be of such calibre 
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that traveling men everywhere will be 
prepared to meet any emergencies that 
may arise during 1942. 


Delany Announces Plans 
for N.S.T.A. Convention 


Boston, Mass.—Plans for the annual 
convention of the National Shoe Trav- 
elers’ Association, announced here re- 
cently by Thomas A. Delany, secretary- 
treasurer, make it obvious that the 
forthcoming gathering, to be held Jan. 
3 in the Morrison Hotel at Chicago, 
will be one of the most successful and 
most largely attended in the history 
of the association. 


While the general business session of 
the convention will not be called to 
order until 1 P. M., an important meet- 
ing of the Board of Governors will be 
held during the morning, beginning at 
10 o’clock. 

At the general business meeting of 
the convention, features will be the re- 
ports of various committee chairmen 
and discussions which will include a 
clarification of the Social Security Act 
and the Wage and Hour Law as they re- 
late to salesmen’s activities; the advan- 
tages and disadvantages to salesmen of 
the many style shoes and shoe fairs held 
throughout the country during the 
course of the year; the best method of 
securing positions for temporarily un- 
employed members—an activity in which 
the office of the secretary-treasurer has 
played a leading réle; the part to be 
played by traveling salesmen in na- 
tional civilian defense; the practice of 
many industries outside the shoe indus- 
try of purchasing shoes at wholesale 
and distributing them to their own em- 
ployees, thus depriving the merchant of 
a portion of his market; and a change 
in the association by-laws making it 
possible for the association to change 
the dates of its annual convention so 
that they will conform to those adopted 
by the National Shoe Fair. 

Officers of the N. S. T. A. are: Urban 
K. Allen, Chicago, president; J. C. 
Clark, Lincoln, Neb., vice-president, and 
Thomas A. Delany, Boston, secretary- 
treasurer. 

The Board of Regional Governors in- 
cludes: Fred B. Zepfiler, Arlington, 
Mass.; J. E. William Prescott, Des 
Moines, Iowa; Frank J. Weber, Cin- 
cinnati, Ohio; Henry D. Kuehn, Mil- 
waukee, Wis.; R. F. Grosskopf, Indian- 
apolis, Ind.; H. E. Cratz, Minneapolis, 
Minn.; A. E. Allen, Dallas, Texas; 
Sydney E. Boozer, Charlotte, N. C.; 
William J. Ahearn, San Francisco, 
Cal.; Paul S. Lippincott, Jr., Philadel- 
phia, Pa., and Harry C. Bantlin, 
Chicago, Ill. 

Chairmen of standing committees 
are: 

Publicity, Charles’ R. Byrnes, 
Chicago; Membership, Jeff Larson, 
Minneapolis; Transportation and Bag- 
gage, S. E. Lifschultz, Chicago; Style, 
M. E. Tobias, New York City; Trades 
Cooperative, George M. Groves, Chica- 
go; Hotels, H. D. Stanford, Des Moines; 
Legislation, Norman D. Souther, Oak 
Park, Ill; Budget, E. C. Smeltzer, 
Indianapolis, and Insurance, H. W. 
Hunter, Boston. 

During the year just ending, many 
affiliated associations have had a large 
increase in membership. 


Baynham to Have 
Nashville Store 


NASHVILLE, TENN.—L. E. Baynham, 
owner of stores in Atlanta, Ga., and 
other Southern cities, is scheduled to 
open a store here in the Life and Cas- 
ualty Insurance Co. building on Sixth 
Avenue as soon after January 1 as the 
building can be completed. 
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Program Outlined for 
Northwestern Convention 


MINNEAPOLIS, MINN.—Two outstand- 
ing, nationally-known speakers have ac- 
cepted invitations to talk at the 27th 
annual footwear exposition and conven- 
tion of the Northwestern Shoe Retail- 
ers’ Association to be held at the Hotel 
Radisson here January 11-12-13, ac- 
cording to H. S. McIntyre, secretary of 
the association. 

The first speaker will be J. R. Ozanne 
of J. R. Ozanne & Associates of Chi- 
cago. Mr. Ozanne is one of the na- 
tion’s ace retail trouble shooters who 
has talked to retailers at more than 
1000 meetings. A specialist in problems 
of retail selling, he has devoted special 
attention to the shoe business during 
the past year. He will speak at the 
business session on Monday noon, Janu- 
ary 12, on retail problems of 1942. Mr. 
Ozanne will also speak on the evening 
of the same day on the subject of “How 
Good a Salesman Are You?” based on 
a study of salesmanship in hundreds 
of shoe stores. This talk will be for 
salesmen who are especially invited to 
the meeting. 

Also to speak at the noon meeting on 
Monday is R. G. Creviston, in charge 
of public relations for the Crane Co. 
of Chicago. Mr. Creviston is acknowl- 
edged one of the leading speakers on 
the staff of the National Association of 
Manufacturers. He will speak on the 
threats being made to private enter- 
prise and how such threats may be 
combated. 

This luncheon meeting is open to the 
public, and members are invited to 
bring friends. Monday evening will be 
wound up with a footwear fashion 
parade to be staged by Zelle McConnell 
who handled the corresponding event a 
year ago. Neither a banquet nor a 
ball will be held this year. It was de- 
cided to eliminate these events and to 
concentrate on the footwear style show, 
following a survey of sentiment made 
among both retailers and exhibitors. 

Approximately 60 exhibitors had 
signed by the first week in December, 
according to Mr. McIntyre. 

There will be no general meeting or 
convention doings on the opening day, 
Sunday, January 11. Members are in- 
vited to come on Sunday and view the 
exhibits at their leisure. The annual 
meeting of officers and directors, how- 
ever, will be held Sunday with J. B. 
Haraldson, LaCrosse, Wis., president, 
in charge. 

The annual election and final session 
of the association will be an 8.30 break- 
fast on Tuesday, January 13. A na- 
tionally-known shoe manufacturer has 
been invited to speak at the breakfast. 


Buys Store in Texas 


AusTINn, Tex. — Samuel Marks has 
purchased and assumed active man- 
agership of the Kara-Vel Shoe store at 
717 Congress Street, this city. He re- 
cently moved here from Towanda, Pa., 
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where he has operated a family shoe 
store for 25 years. 


Canadians Seek Non-Skid 
Soles for Winter Shoes 


MONTREAL, CANADA—Steps are being 
taken to have rubber and shoe manu- 
facturers devise and manufacture an 
anti-slipping shoe for the use of milk- 
men and bread deliverers during the 
winter. That decision was taken at the 
meeting of the Executive Committee of 
the Safety League, foodstuffs section, 
under the presidency of H. S. Petford, 
of the Frontenac Breweries, Limited. 


The meeting had been organized by the 
Quebec Association for the Prevention 
of Accidents at Work. 

The meeting reported that in the 
early hours of the morning, before the 
snow has been removed, it is almost im- 
possible for the milkmen and bread 
deliverers to localize the slippery spots, 
and a considerable number of falls are 
suffered, not only occasioning suffering 
to the victims, but also resulting in 
charges to the industry following in- 
demnities that have to be paid. 

The anti-slipping shoe would help to 
reduce the number of accidents and 
their costs. 
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Michigan Shoe Men Plan for Rivera Show 





Retailers and Travelers Join in Annual Showing January 11-13 
at Detroit—Expected to Be Largest in History 


Detroit, MicH.—Pians for the larg- 
est annual Michigan Shoe Fair, to be 
held at the Hotel Statler here, January 
11-13, are being completed by conven- 
tion co-chairmen Herman Meyer for the 
travelers and Clyde K. Taylor for the 
retailers. As for several years past, 
this successful annual will be a joint 
affair staged by the Michigan Retail 
Shoe Dealers Association and by the 
Michigan Shoe Travelers Club. 

Details of the program show a well- 
planned three days of activity. The in- 
formal opening, Saturday evening, Jan- 
uary 10, will be a travelers’ affair, with 
the Travelers’ Club holding its annual 
election of officers and incidental busi- 
ness session at this time. Following this 
members’ meeting, open house will be 
held for all visiting shoe exhibitors. 

The events of prime interest to re- 
tailers will start on Sunday morning at 
9:00 a. m., with all sample rooms open- 
ing at this time. Advance reservations 
have required additional floor space, 


and the number of exhibits is expected - 


to be a record. Interest in direct buy- 
ing at this time is expected to be at 
a peak. , 

The Board of Directors of the Retail- 
ers will meet at 2:00 p. m. on Sunday, 
and announcement of the new board 
election will follow this meeting. 

The Annual Style Show will follow 
at 7:00 p. m. on Sunday, with 15 models 
especially selected for their ability to 
show modern styles in shoes. 

Monday will feature a luncheon at 
noon, at which all retailers who register 
at the convention will be the guests of 
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the Fair without charge. Registration, | 
incidentally, is also gratis. 

Feature of the Monday luncheon will | 
be a talk on late developments in the | 


~—* Consensus of Trade Opinion Sees 


Prices Reasonably Stabilized 
Temporarily, at Least; Hide 
Allocation Likely; Effects of 
Rubber Rationing Depend on 
Developments in Far East 
War; Shipping Vital Factor. 


New York—The sudden plunge of 


| the United States into war, first with 


Clyde K. Taylor, co-chairman for the 

retailers, at phone, and Herman Meyer, 

co-chairman for the travelers, put their 

heads together on plans for annual Mich- 
. igan Shoe Fair. 


shoe industry with special reference to 
war conditions. Speaker for this event 
is being selected through the coopera- 





tion of Arthur D. Anderson, Editor of 
BooT AND SHOE RECORDER. 
On Tuesday, members of the Retail- 

ers Association will gather at a mem- | 
bership luncheon for the annual election | 
of officers and presentation of reports 
of the secretary and treasurer for the 

(TURN TO PAGE 261, PLEASE] 


| attack after attack? 


Japan and then with Germany and 
Italy, has posed serious questions, the 
answers to which are being sought by 
many men in the field of tanning, shoe 
manufacturing and shoe retailing. Not 
necessarily in the order of their impor- 
tance, but in the order in which they 
are most frequently brought up, these 
questions are: 

What will happen to leather prices 
and, concurrently, what will happen to 
shoe prices? What of rubber, large 
quantities of which are used in soling 
material of one kind or another and in 
the manufacture of cements used in 
shoe manufacturing? What of raw ma- 
terials such as kid skins for which, in 
the past, at least, we have depended on 
the exporters in India and China—or 
of kangaroo, to cite another case—or 
sheepskins, the countries which pro- 
duce both of the latter of which being 
actively engaged in waging war in 
waters apparently infested with units 
of the Japanese navy while large 
squadrons of the Japanese air force are 
either launching or preparing to launch 
Can the United 
States continue to get these raw mate- 
rials? 


Boot AND SHOE RECORDER has con- 


| sulted trade authorities and herewith 


presents the answers in so far as these 
[TURN TO NEXT PAGE, PLEASE] 
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How War Affects Shoe Industry 


[CONTINUED FROM PAGE 257] 


authorities have been able to formulate 
answers up to this time: 

Leather and Shoe Prices—It is the 
considered judgment of many in the 
shoe trade that prices of both will 
stabilize at about the present level, for 
the time being, at least; and that re- 
sistance to prices asked earlier in the 
season for the volume shoe will vanish 
in view of the logic of events. 

Leather prices are currently occupy- 
ing the attention of Price Adminis- 
trator Leon Henderson, who recently 
announced the distinct possibility of a 
ceiling on the price of the finished lea- 
ther, in addition to the ceilings now in 
force on hide prices. Mr. Henderson is 
quoted as saying: 

“It is quite clear that increased raw 
material cost arising from the use of 
foreign hides purchased at substantial 
premiums over domestic hide prices will 
generate pressure for advances in 
prices of leather and leather products. 
Further advances in the prices paid 
for imported hides is almost certain to 
result in action on leather prices by 
this office. If tanners- are willing to 
buy foreign hides at higher prices than 
those at which domestic hides are sell- 
ing under the ceiling, leather prices 
must be too high.” 

Possibilities in the Leather Field— 
Reasonably ample stocks of those hides 
and skins which must now traverse the 
Pacific to reach us, are generally con- 
ceded to be on hand in this country. It 
is also the consensus of opinion that a 
convoy system eventually will be estab- 
lished by the United States Navy but 
how soon, at this writing, it is impos- 
sible to say, or even to guess, because 
we do not yet know the exact number 
of Pacific fleet units which were put 
out of commission by the Japanese at- 
tack on Pearl Harbor and other points. 

In an address delivered December 5 
by Merrill A. Watson, Executive Vice- 
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President of the Tanners’ Council of 
America before the Tanners’ Produc- 
tion Club of Wisconsin, the speaker 
speculated on “what may happen to the 
industry’s hide and skin supply and the 
government action which may be neces- 
sary if the present situation does 
change materially.” 

“Allocation in hides and skins,” he 
said, “to make a restricted supply take 
care of the more important demand; 
or, conversely, to cut off part of de- 
mand and fit the remaining demand to 
the available supply of hides and skins, 
is not a far-fetched possibility. The 
crux of the situation is shipping. A 
shift in supply sources may involve the 
necessity of tanning more inferior ma- 
terial.” 

In this “inferior material,” Mr. Wat- 
son said, would likely be hides and 
skins hitherto refused by American 
tanners because of blemishes “which 
may have little or no relation. to true 
quality. The consumer may have to be 
re-educated.” 

Mr. Watson referred also to the pos- 
sibility that “less heavy leather for 
civilian soles can be produced or that 
fewer quality hides can be used for 
non-essential purposes” because of de- 
fense needs. 

Rubber — Rubber rationing plans 
were being worked out as this was 
written. Jesse H. Jones, Secretary 
of Commerce, told the Senate Mili- 
tary Affairs Committee on December 9, 
that new rubber sources must be sought 
and emphasis was later given to the 
point he made, when civilians were re- 
quired to refrain from the purchase of 
new tires and innertubes until Decem- 
ber 22. 

The situation, as Mr. Jones explained 
it to the committee, and as it has been 
later confirmed through trade sources, 
is that we have in our stock pile in this 
country about 600,000 tons of crude 


rubber—a normal, one-year supply. 
There are, he said, 125,000 tons en 
route to this country across the Pacific, 
with no way of knowing at this time 
how much of it may be lost. The 1941 
production of synthetic rubber is esti- 
mated at 12,000 tons and 1942 is ex- 
pected to see that figure doubled. After 
1942 a production of 80,000 tons is 
looked for. If rationing is resorted to, 
he contended, and all possible encour- 
agement is given to the producers of 
the synthetic product, we may be able 
to go without normal imports of crude 
rubber for two years but will then be 
“in a desperate situation.” Here, as in 
the case of skins from Asia and the 
Indies, the crux of the matter is ship- 
ping. 

Army and Navy Shoe Buying—lIt is 
so obviously apparent that there will 
be a large increase in both these cate- 
gories that it is idle to comment. 


Higher Prices at Retail 
Expected in Spring 


DENVER, CoLO.— Business at Gano 
Downs is good in the shoe departments, 
according to present sale averages, and 
an excellent holiday season is expected. 
Prices have not increased in a marked 
way so far, but Spring styles and new 
stock will all be noticeably higher. 
Styles are a bit extreme. In an unex- 
pected way, polished calf still is impor- 
tant here. Fall has been ahead of the 
season last year. Winter shoes are now 
much ahead of last year in volume. 
Right now very rich black gabardine 
etched in glimmering black patent is 
popular. In the window displays shoes 
are 75 percent open toes. 

C. L. Cody, formerly of Cohen Bros. 
Department store, Jacksonville, Fla., 
and E. Volmuth, formerly of Broad- 
hursts, Denver, are now members of the 
shoe department. 

Men’s slippers have taken large space 
in sales volume. A favorite one is the 
wedgie in natural color. 
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Quality Depends on Materials 
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mat kid, all available in any color of the rainbow. The 
three latter are reaily one and the same, basically. Glazed 
kid is achieved by a process begun after the leather has 
been thoroughly tanned. First it is made soft and flex- 
ible by a process known as “staking” and then a chemi- 
cal substance known as “seasoning” is introduced into 
the leather under tremendous pressure—pressure suf- 
ficient actually to press it into the pores of the skin. 
The leather is then “ironed” with a glass roller which 
process imparts the lustre characteristic of glazed kid. 
Sometimes the type of ironing machine used in com- 
mercial laundries is used. 

Subsequent treatments to remove a part of this high 
gloss finish produce satin kid. If even more of the 
sheen is removed, we have the familiar mat kid. 


Leather Outersoles 


There is a tendency on the part of tanners of sole 
leather to return to first principles and strive less for 
speed in tanning and more for that degree of durability 
associated with the sole leather of other days when it 
took from four to six months properly to tan the hide. 
Many sole leather tanners, of course, have always put 


durability ahead of speed; others, largely, it is assumed, 
because of the extra cost of carrying large inventories, 
have elected to use the newer processes in which time is 
the chief factor with the result that a measurable per- 
centage of durability has been lost. 

Criticisms voiced by members of the tanning pro- 
fession themselves were not taken seriously until several 
months ago when the Procurement Division of the 
United States Army began to experiment with composi- 
tion soling material on service shoes. At that time it was 
openly stated by an army officer that the experiment 
was not being undertaken in an attempt to keep army 
shoe prices down, but to see if any more wear could be 
obtained from the sole of the service shoe. Still more 
recently, writing in the “Weekly Bulletin of Leather and 
Shoe News,” a sole leather authority said: 

“There is no doubt in this commentator’s mind that 
with a longer tannage and a treatment with reliable 


compounds for increasing wear and resisting moisture, 
the life and usefulness of army soles could bé increased 
100 per cent. That means much to the army and to the 
civilian population that will need all reasonable econ- 

[TURN TO PAGE 264, PLEASE] 
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British Footwear Production 
Now Strictly Controlled 


LONDON, ENGLAND—Under the Limi- 
tation of Supplies Order registered 
footwear manufacturers have been pro- 
hibited from supplying footwear (other 
than rubber) of their own manufacture 
to the home trade since Dec. 1, except 
under Board of Trade license and 
against coupons. 

The quantity of footwear which 
manufacturers are licensed to supply 
is, in the case of “concentrated” firms, 
the quantity they are permitted to pro- 
duce under the concentration certifi- 
cates. For other firms it is the corre- 
sponding proportion of their 1940 out- 
put. 

Inquiries at Stafford on how the trade 
will be affected by the new measures 
of control reveal that manufacturers 
are yet in doubt as to what the exact 
position will be. One well-known manu- 
facturer stated that under the order, 
they would be licensed to produce a 
given number of shoes. They would 
also be told how many of these were to 
be National Mark utility footwear. 
They were enquiring how National 
Mark footwear was defined and how 
rates of profit and prices were to be 
determined. 

One thing which was clear, however, 
was that the industry was coming un- 
der much stricter control than it had 
ever had in the past. 


A point on which some anxiety is be- 
ing felt is whether the industry will 
be left with sufficient labor after all 
the calls on men and women operatives 
for war work, to produce enough shoes 
te meet public requirements. 


Erecting New Office Building 


CoLuMBuUs, OHI0—Joyce, Inc., Cali- 
fornia shoe manufacturer, is building a 
new office building at its plant at 627 
West Mound Street, here. 





Style News in White-Trimmed Dark Shoes 


Smart early Spring pump—ideai for Easter—in biack patent 


leather with 


white crushed kidskin trimming in collar, bow circle and platform welting. Making 

strong headway in late Winter and early Spring shoes is the idea of white trimming 

on dark shoes. The style importance of “Winter white" is seen in white costumes 
now in the stores and in white hats featured for mid-Winter wear. 
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Merchants Plan Sales Training 
In Wisconsin City 


APPLETON, Wis.—The retail division 
of the Appleton Chamber of Commerce 
has adopted a program to train people 
for selling positions in retail stores and 
to continue their education in this field 
after they are employed. 

The Appleton Vocational School will 
offer the instruction and applicants for 
positions in stores will be referred to 
the school, where they will undergo a 
brief. but intensive course and then be 
placed through the employment office. 

After they begin work, the persons 
will receive “apprenticeship” training 
for the first year, going to classes dur- 
ing the day on the employers’ time. 
Third step in the program calls for 
advanced training at evening school in 
special subjects related to the retail 
sales field. 

Committee members of the retail 
division assisting in the drafting of this 
program include J. R. Whitman, man- 
ager of the J. C. Penney Store, and 
Wayne R. Jones, president of Gloude- 
mans & Gage. Both stores operate 
shoe departments. 

















Joins Father in Business 


HARRISBURG, Pa.—Harry Smith, 18- 
year-old son of Joseph Smith, president 
of Smith Bros. Shoe Store, is taking 
an active part in the store, serving as 
2 floorman while his father is vacation- 
ing in California, 








Opens New Shop 


PITTSBURGH, PA.—Sam Levine, owner 
of the Parisian Shoe Shop located in 
the Roosevelt Hotel, opened a new 
Parisian Shop in the East End section 
of the city, at 5929 Penn Avenue. This 
new store will be managed by Jack 
Terry who has been with the Parisian 
on Penn Avenue Downtown for seven 
years. Shoes in the new establishment 
will sell from $4.95 to $10.75. 

Selling to women only, Sam Levine 
has built up a fine clientele. He has 
styled and designed shoes for the 20 
years he’s been in the shoe business in 
Pittsburgh. 

J. Dexter Martin designed the win- 
dow displays in-the new Parisian Shop. 
Mr. Martin has been fashioning window 
displays for over eighteen years, spe- 
cializing in displays appealing to the 
store’s selective clientele. 















Michigan Shoe Men 
Plan for Record Show 
[CONTINUED FROM PAGE 257] 


past year. Formal business of the group 
will be held at this time. 

Convention is slated to close Tuesday 
evening with a banquet at 7:00 p. m. 
An unusually elaborate entertainment 
program has been laid out for this 
event, with a‘special floor show and 
novelties for the guests. 
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1941 Shoe Sales High 


BIRMINGHAM, ALA.—Shoe dealers in 
the South about set new sales records 
during 1941. Business was spurred on 
considerably by the impact of national 
defense spending. There has been a 
realization generally by stores of the 
increased importance of shoes in the 
family budget. Sales increases have 
run anywhere from 15 to 50 per cent, 
the bigger increases in stores which 
sell work shoes and boots. Quality mer- 
chandise sold best. 

Reflecting the trend, H. W. (Tank) 
Tankersley, manager of the women’s 
shoe department of Loveman, Joseph & 
Loeb, said his department enjoyed a 
20 per cent increase for November over 
the same month last year and antici- 
pated at least this much for December. 
Gift slipper sales were especially good 
for the Christmas season, and his de- 
partment had an attractive shelf dis- 
play of slippers built around the four 
sides of a center column. 

The Pizitz Dry Goods Co. devoted 
almost a half-page advertisement early 
in December to gift boots of various 
types and prices, and reported sales the 
best in many years. 





Open New Children’s 
Department 


PITTSBURGH, PA.—Meyer Jonasson & 
Company opened their new children’s 
shoe department recently. 

“From Cradle To College” is the 
slogan of this new fifth floor depart- 
ment, completely remodeled and redeco- 
rated and under new management. Miss 
Bitner, formerly with Boggs & Buhl 
here, is manager. She has been in the 
retail shoe business with various Pitts- 
burgh concerns from the past seven 
years. 

Dance shoes, Miss Bitner explained, 
will be the specialty of the department. 
Toe, tap, acrobatic and other styles of 
dance shoes will be handled. A com- 
plete line of these shoes will be stocked 
to fit all ages. 





Farm and Country Footwear 


Cuicaco, ILt.—Fads in farm and 
country footwear which appeared on 
out-of-town visitors to the International 
Live Stock show held in Chicago re- 
cently were the subject of several fea- 
ture stories and considerable comment 
in the Chicago press. This event, the 
outstanding farm and agricultural 
show of the nation, indeed was a cross- 
section of country working fashions. A 
eandid cameraman’s report showed a 
number of rubber boots, a number of 
high laced boots, hip boots, heavy type 
shoes suitable for barn and stockyard 
wear, and a preponderance of galoshes 
and “arctics” as they are still known 
in many quarters. Since this was large- 
ly a livestock and cattleman’s show, 
cowboy and Western boots were seen 
in abundance, not only in the arena at 
the stock show, in the stalls and at the 
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MORE folks will want JUSTIN 
COWBOY BOOTS in 1942! 


Cowboy Boots are moving in off the cattle 
ranges and dude ranches as more and more 
folks are “going Western.” 
wearin’ folks demand branded JUSTIN Boots 
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exhibits, but also along Michigan Boule- 
vard. 





New Manager Named for 
Spokane Shoe Department 


SPOKANE, WASH. — There has been 
a change in buyers of footwear at the 
Crescent Department store. A. A. 
Doose, manager of the women’s foot- 
wear department, has resigned, and 
James Swansan, formerly buyer for the 
Crescent’s Tamly shop on the second 
floor, has assumed the duties of buying 
and managing the women’s footwear 
section on the main floor. 


To Make Casual Line 


Los ANGELES, CALIF.—Stanley Wil- 
liam Shoe Co., which has specialized 
in manufacturing such sporting shoes 
as skating, bowling, etc., for West 
Coast retailers, has broadened its ac- 
tivities and is now making a line of 
casual shoes, wedgies, which will 
retail around the seven to eight dollar 
mark. Plans are made to merchan- 
dise this new line in a country-wide 
manner. Styling of the casuals is be- 
ing done by Al Rosnick, formerly of 
New York City, according to an an- 
nouncement made by Joe Duga, presi- 
dent of the firm. 
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Spring and Summer Shoe Fabrics 


[CONTINUED FROM PAGE 236] 


in a heavy weight has been an important fabric for 
men’s unlined play shoes for several seasons. 

Another fabric to watch this Spring is shantung. 
Here again costume and shoe fabric weaves can be 
exactly matched, although the costume shantung will 
not be exactly the same as the shoe shantung. Shan- 
tung, by the way, is one of the important fabrics for 
resort and Summer play clothes. 


Mesh Fabrics More Active 


Mesh is more active than a year ago. In natural and 
white spectators and in vivid multi-color and pastel 
sandals for southern resort or Summer, also in dark 
colors for Spring, mesh is taking business all along the 
line. Natural and white are combined with tan or blue 
leather trims. Multi-color mesh or a single bright 
color are trimmed with lighter, brighter leathers. Plas- 
tics are being used in both mesh and solid materials for 
shoes. Plastic mesh is being made into Spring and 
Summer shoes by a representative group of middle and 
some higher price manufacturers. 

A variety of braids is available for shoes. The nar- 
rower braids . . . an inch or slightly over . . . are 
stitched together or given additional width with a bor- 
dering braid. These braids come in many types in 
Indian and South American designs and colors and in 
dainty floral patterns. Some are closely woven; some 
are very open mesh. Right along with these ideas in 
braidings are the elasticized braids and gorings, very 
important in many types of shoes from Spring town 
to Summer play shoes. 

Felt has a growing market in Summer sandals and 
play shoes, as well as in house shoes and scuffs. It is 
particularly suited to gay colors. 

In all these fabrics, don’t forget that matching bags 
can be made to go with the shoes. 


Looks for Big Season on Play Shoes 


Miami Beacu, FLa.—Saks-Fifth Avenue is prepared 
to feature leisure shoes in a big way for the 1942 resort 
season, according to George Black, manager of that 
department in their Lincoln Road salon. Last season 
considerable emphasis was placed on this type of foot- 
wear, but this season, says Mr. Black, there will be a 
build-up on colorful footwear that is going to surpass 
anything ever attempted. In this shop they are empha- 
sizing “leisure shoes” rather than “play shoes.” The 
shoes are more dressy than the old-time play shoe and 
as comfortable as the house slipper of bygone days. 
They are worn with slacks, with house coats and par- 
ticularly with hostess pajamas. Because they are very 
dressy in appearance and comfortable to wear, Mr. 
Black is predicting a big volume on this type of shoe. 
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Quality Depends on Materials 
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omies in sole leather. If longer tannage and other pre- 
servative treatment are desirable for men in army service, 
they are as much to be desired on civilian shoes.” 

But this condition, as previously pointed out, is 
rapidly changing as more and more tanners, realizing 
that durability is a prime essential, turn to better meth- 
ods of tanning. As a matter of fact it is doubtful if the 
fault originally was that of the tanner. It was the in- 
evitable result of the need for speed in manufacture, 
resisted by many tanners and adopted by others. 

So it is a decided mistake to think, as some do, that 
long-wearing sole leather has disappeared from the 
market. 

Generally speaking, the best sole leather is that which 
is obtained from tanning certain types of heavy cattle 
hides imported from the Argentine or purchased from 
packers in this country. Furthermore, it is necessary, 
in order to obtain the best sole leather, to confine the 
cutting of soles to only a few parts of the whole hide. 
Durability is dependent on fiber structure and this struc- 
ture is at its best in the bend section of the hide, along 
both side of the backbone and extending from a point 
back of the shoulder to a point forward of the tail. In 
front of this section and extending also below it is an- 
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other section from which satisfactory sole leather is 
obtained, though not quite so good as the bend. Below 
this second section in turn, and extending up across the 
shoulders is the third portion of the hide from which 
shoe soles come after the tanning process has been 
completed. 

The tanning process—what extracts and chemicals are 
used to transform the hide into leather—is so well under- 
stood that it is not necessary to go into the matter in this 
all-too-brief article on sole leather. 

It is important for the merchant to know, however, 
that soles are graded honestly as to weight and degree 
of perfection or imperfection ; that not all of what might 
appear to be imperfections have any effect on durability ; 
and that the variety of weight and quality found in 
cattle hides, have been skillfully used by the modern 
tanner to build lines from which can be obtained exactly 
the right type of sole for the shoe in question. While 
leather may be challenged as a soling material, it is not 
likely to be superseded. 


Reid Joins Racine Sales Staff 
Los ANceLEs, Catir.—J. Ray Reid has been ap- 


pointed Denver West sales representative for the Racine 
Shoe Co. He previously had charge of the shoe depart- 
ment in the Clothes Shop, Glendale. Headquarters will 
be made in the Hotel Lankershim, this city. 
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Los Angeles Moves Ahead 
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crease during the last ten years is note- 
worthy, too, with the 1930 population 
2,540,000. This is a far cry from the 
40,000 residents in 1889 when the first 
manufacturer opened his doors in Los 
Angeles. 

Prowess is shown in many fields. In 
aircraft Los Angeles ranks first, with 
a weekly payroll of $8,000,000 and 
an employment of 200,000 persons, 
including subcontractors. In automo- 
bile making the Coast ranks second and 
in rubber they rate second place, too. 
Ship building is enjoying rapid develop- 
ment, due to its $350,000,000 in con- 
tracts, necessitating an employment 
figure of 30,000 men. The industrial 
rank of Los Angeles is sixth in the 
U. S. A., excluding the motion picture 
industry. Yes, it is a boom town, grow- 
ing by leaps and bounds. 

The mammoth motion picture indus- 
try, of course, rates first place, with 
other motion picture sites very small. 
A -weekly attendance of 80,000,000 
persons view their pictures in approxi- 
mately 11,000 theaters, according to 
official figures. Since pictures are re- 
leased six months to a year after the 
actual filming, the designers of cos- 
tumes must have vision and a thorough 
knowledge of fashion trends and their 
whims. : 

What factors are responsible for the 
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growth of the Southern California mar- 
ket? That’s the question asked by re- 
tailers and inquiring reporters. The 
answers are necessarily varied. Minds 
are untrammelled in California, with- 
out the usual “musts.” Weather condi- 
tions are favorable, until the rains get 
going. Within one hundred miles any 
scenic part of the world is duplicated. 
Ocean, mountains, desert, forests, trees 
and flowers are close by. Scenic beauty 
can bring forth great ideas from those 
blessed with design creativeness. 

Winter sports are near. Mexico is 
not far away. South America is close 
enough to be a stimulant. Honolulu is 
an inspiring force. Sun Valley, the High 
Sierras, Palm Springs and many resort 
testing grounds are at close range. So 
are dude ranches and near-the-soil liv- 
ing. The five flags, under which Cali- 
fornia has existed, give scope to design. 
The flags of Spain, Mexico, America, 
California State and Russia have all 
flown over California, the latter over 
its northern portion only. 

All this varied inspiration brings 
forth balanced design. Coast creators 
dare do anything with color. They know 
the effect of light on color, since Cali- 
fornia light is very strong. They are 
looking to Nature more and more. They 
will not be regimented. They take 
chances. Little Voris tops the leather 


field in the entire U. S. A. Lrene Bury, 
Viola Dimmitt, Louella Ballerina, Mar- 
jorie Montgomery Lutz, Addie Masters, 
Connie Masters, Patricia Perkins, 
Agnes Barrett and others have attained 
country-wide recognition in the manu- 
facturing field. Creators like Irene, Ber- 
nard Newman and Howard Greer are 
in the forefront. 

The market is publicizing itself wide- 
ly. It is attempting to get more and 
more distant buyers coming to Los 
Angeles, with hundreds of stores al- 
ready represented by a growing group 
of resident buying offices. The widely 
heralded Market Week, held during the 
first half of January and July, started 
some twenty years ago, was visited by 
10,000 buyers a year ago. Each Market 
Week gets stronger acceptance, the 
event being under the auspices of the 
Associated Apparel Manufacturers of 
Los Angeles. Instead of the usual three- 
day affair this coming January, the 
Spring showing will be extended to five 
days, so large an attendance is ex- 
pected. 

This comparatively new design center 
is healthy, as is any earnestly founded 
new enterprise, with a reason for exis- 
tence. There is a place for an up and 
coming manufacturing site at the other 
end of the American rainbow. There is 
only one New York, with its wealth of 
design talent, steeped in a background 
of experience. There is only one Los 
Angeles, filled with its inspiration, so 
freely given by Nature and locale. 
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36 Styles In 
Stock 
For Immediate 
Delivery 
$2.65 Up 


SEND FOR 
CATALOG 


THE ARNOFF SHOE CO.., INC. 








101 Duane Street New York, N. Y. 
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Children's Shoes 
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ALABAMA—George Fehler, depart- 
ment head of Steifelmeyer’s department 
store, Cullman, Ala., was formerly a 
salesman in the shoe department. He 
swears to the truth of the following 
story: A customer came in a few days 
ago and, pointing to a pair of shoes he 
was wearing, said: “I bought these 
shoes from you nine years ago and have 
been married in them three times.” 


* * * 


ALASKA—The Alaskan pac boot, 
for soldiers in army posts in the Arctic, 
is about knee high, laces with leather 
throngs. The uppers of chrome kip are 
oiled to waterproof it; the bellows 
tongue is sewed in to close up the front; 
and the vamp moccasin is seamed. Two 
heavy outsoles, also waterproofed, are 
Goodyear welt sewed to the uppers. 

a * * 


FLORIDA —G. Roy Gleason, of 
Miami, Fla., who travels the state of 
Florida for the Marion Shoe Division 
of Daly Brothers Shoe Company, Inc., 
had an odd accident recently on his way 
home from the Atlanta, Ga., sales meet- 
ing. A bed spring which was being 
carried on a passing car fell off and 
broke Gleason’s auto windshield glass 
and cut an artery in Gleason’s elbow. 
For a time the injury was considered 
serious. but Roy is getting over it 
rapidly and will be out to see the trade 
again soon. 





This Shoe Dealer 
Runs a Farm 


Albuquerque, N. M.—H. H. Hale, above, 
with one of his bovine friends, pro- 
prietor of Hale's Brownbilt Shoe Store, 
109 S$. Sth S#., this city, is one of those 
business men who are facetiously called 
“agriculturists". That is, they make 
their living in the city and spend it on 
@ farm. Hale owns 17 acres of bottom 
land near the Rio Grande. He keeps a 
cow and raises chickens and turkeys. 
Most of his land is in alfalfa, wheat and 
berries. 


ILLINOIS — First Lt. Charles E. 
Hinckley, formerly manager of the 
Bowman Bros. store at Macomb, IIL, 
can’t get away from the shoe business 
even in the army. He’s been making 
quite a name for himself as command- 
ing officer of the Mobile Shoe Repair 
Unit (216th QM Co.) at Fort Bragg, 
N. C, 

A high spot of the month—Irving 
Joseph’s reception and grand opening 
party for the Chicago press and trade 
at his new North Michigan avenue 
salon held the night of December 15. 

Roland D. Feltman, of Feltman & 
Curme Shoe Co., was recently elected 
president of the Republic Building Mer- 
chant’s Association, which is indeed as 
it should be since the Republic Building 
is known as the shoe center of Chicago. 

Thomas Webster, for the past eleven 
years house shoe buyer and head of 
shoe merchandising for Butler Bros., 
with headquarters at Chicago, has re- 
signed effective Feb. 1, 1942, to accept 
a position with the Servus Rubber 
Company of Rock Island, Il. 


* * * 


LOUISIANA—J. B. Simon, manager 
of Simon’s Shoe Store in New Orleans. 
is on Canal Street at last. For 30 years 
his store was at 108-10 St. Charles 
Street. Now he is telling friends that 
he is finally in the “big time” because 
he is on the nation’s broadest business 
street. 

The soldiers, according to J. E. Flem- 
ing, head of the Marks Isaacs store 
shoe repair department in New Or- 
leans, are really on their feet. He re- 
cently gave a sigh of relief when the 
last of 11,000 pairs of army shoes his 
department had worked on were sent 
back to the camps. Soles and heels were 
worn down during the recent maneu- 
vers in Louisiana, and his firm con- 
tracted with the government for their 
repair. 

Ralph P. Levy is busy these days 
running the business of M. Pokorny and 
Sons, Ltd., shoe store on St. Charles 
Street in New Orleans, and planning 
for the shoe exposition for Southern 
dealers to be held Jan. 18 and 20. Dis- 
plays of leading manufacturers will be 
set up at the exposition and Eugene A. 
Richardson, of Boston, will be in charge 
of it. 


* * * 


MASSACHUSETTS—Frank Newhall, 
who sellsfor P. W. Minor & Son, 
Inc., says that as a boy he wore copper- 
toed boots. His father, Joseph, born in 
1835, lived 100 years, and for many 
years “shoemaked and farmed” in the 
town of Saugus, and in late Fall, 
dressed a couple of pigs and salted 
down the pork and smoked the hams 
and bacon for Winter eating. Frank 
helped in the farming and shoemaking. 
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MINNESOTA — As far as known, 
the only shoe salon in America with an 
exclusive feminine sales force is being 
operated at Albenberg’s store in Duluth. 
Many other shoe departments and 
stores in the country have women sales- 
people as well as male salesmen, but 
Albenberg’s employ women only. Sell- 
ing latest fashion women’s shoes and 
catering to women only, the store man- 
agement found that the majority of 
women shoppers prefer to have women 
wait on them. Sales women are all 
trained in the art of proper foot fitting. 


MISSOURI — Here’s another shoe 
man who is making good in the army. 
First Lieutenant Harry B. Johansen, 
who until his induction into the army, 
was associated with St. Louis’ Johan- 
sen Bros. Shoe Company, Inc., of which 
his father, Harry G. Johansen, is presi- 
dent, has been transferred from the 
110th Observation Squadon, Little Rock, 
Ark., to the airport maintained by the 
United States Army Corps.at Montreal, 
Canada. He has been assigned to the 
duties of firing commander and control 
officer. 

* ™* * 


NEW BRUNSWICK—The most ac- 
tive person in behalf of scientific farm- 
ing in the St. John, N. B., district is 
a veteran shoe retailer. He is J. H. 
Vaughan, owner of the Francis & 
Vaughan footwear store in the city 
center, and one of the oldest shoe re- 
tailing entities in Canada. With a 
background of approaching on 100 
years. Mr. Vaughan has pioneered a 
movement for annual plowing competi- 
tions opened to farmers within about 
50 miles of St. John. This meet oc- 
cupies part of a morning and after- 
noon, and with lunch served at midday 
intermission. A different location for 
the program is named each year. Mr. 
Vaughan interested the St. John Ki- 
wanis Club in the project, and he is 
chairman of the committee in charge. 
In addition to the plowing contests, 
there are demonstrations and talks on 
agricultural subjects. From 200 to 500 
farmers attend. 


* * * 


NEW YORK—Jack Rubenstein, who 
is head of the Rochester Sample Shoe 
Store at Syracuse, N. Y., has been 
elected secretary of the Geddes Street 
Business Men’s Association, a new or- 
ganization of which he was one of the 
founders. 

William Pidgeon, shoe retailer; took 
off his coat and gave a review of Will 
Durant’s book “Mansions of Philoso- 
phy” before the Book Review Club of 
the -Y.M.C.A., recently. It was liked 
so well that his audience asked him to 
return at a future meeting and continue 
his talk on the same subject. 

John M. Fornes who has been calling 
on the shoe trade in Western New York 
State for the past 40 years, has retired 
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Thess will be many types of showmanship exhib- 
ited in Chicago during the National Shoe Fair. 


Some will give you pleasure, some will give you 
thrills, and, alas, some will prove disappointing. 


But there is one type of showmanship that will 
help you in your ceaseless quest for better shoe- 
manship. That's the showmanship of X-Ray 
Shoe Fitting . .. as it is employed successfully 
in thousands of shoe stores and departments. It 
is sincere, constructive showmanship that brings 
satisfied customers back for “repeat perform- 
ances”, keeps cash registers jingling merrily. 


It's the kind of showmanship that proves your 
expert shoemanship to your 
patrons, convinces parents 
that you know how to fit chil- 
dren's shoes scientifically — 
to protect and promote their 
foot health. 


If you want to learn more 
about this type of profitable 
showmanship, be sure to call 
at Rooms 707A or 830A, 
Hotel Stevens, during The 
Fair, for a “short course” in 


X-Ray Showmanship. 
A HEADLINER! 
The standard model X-Ray 
Shoe Fitter, pictured here, has 
been « feature attraction in 
leading shoe stores and depart. 


ceyaermeciea .RAY SHOE FITTER, Inc 
teamenene. Ml hee aoe 3533 N. Palmer Street, Milwaukee, Wis 
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Jodhpurs—Riding Boots 
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JODHPURS 


$1.95 Up 
A, B and C Widths 


$5.15 Up 
FIELD BOOTS 
$3.25 Up 


E ARNOFF SHOE CO., INC. 








Duane Street New York, N. Y. 
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RENEW , LEATHER 


NO MATTER HUW BADLY SOILED OR 
STAINED — NEW FINISH IMPARTED 


CAVALIER 
LEATHER 
RENEW » ceUaiien 
25¢ U LEATHER RENE 
RETAIL 


MADE IN 
20 COLORS 





CAVALIER 
POLISHES 


BALTIMORE 
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Woven Shoes Important for Summer 


One of the most important shoes in the ventilated patterns for Summer wear, the 
woven types are expected to continue their popularity this coming season. New 
ideas in weaving have given these shoes more “breathing” than earlier types. 





Men’s Shoe Space Increased 
In St. Louis Store 


St. Louris, Mo.—A new “streamlined” 
method of handling shoes has been de- 
veloped at Greenfield’s, prominent men’s 
store here, with the completion of a 
brand-new shoe department on a mez- 
zanine balcony built inot the store dur- 
ing its recent remodeling. 

Most unusual feature of the new 
mezzanine in the building is the fact 
that it was built specifically to provide 
a place for the shoe department-—vol- 
ume having grown so sharply during 
the past five years, according to Jess 
Andrews, shoe buyer for the store. 
Now, where customers used to be re- 
quired actually to “search” for Green- 
field’s shoe section, it is now one of the 
most prominent departments in the 
store. Actually three times as much 
display and stock space is thus made 
possible, and another 80 per cent more 
display space has been made available 
by the unusual design of show cases. 

Instead of using standard square 
cases and rows of “fixed” fitting chairs, 
Mr. Andrews has installed the back- 
ground six feet back from the center 
of the department, the background 
being made up of semi-circular prima- 
vera display units which show shoes 
at only one point—an open shelf at eye 
level enclosing the entire rear. The 
niche in which such shoes are now 
shown is lined with bright yellow ply- 
wood, which conceals yellow fluorescent 
tubing above. The result of this eye- 
level location, plus brilliant light, has 
the effect of making the customer quick- 
ly appreciate the rich tones of leather 
shown. Inasmuch as the store carries 
shoes from $5.50 to $20, the wisdom 


of thus portraying quality can be 
easily seen. 

Highly striking is the novel seating 
arrangement. Twenty-two bleached- 
leather arm chairs are scattered over 
the blue carpet of the department, de- 
liberately set at angles to one another, 
to suggest casualness which appeals to 
the men who want to make buying a 
pair of shoes a pleasant event. Chairs 
thus are arranged to be used wherever 
they may be fit, or for the customer 
to move as -he wishes—an idea which 
has attracted enough attention to bring 
many comments. 

Final touch is the use of fluorescently 
lit mirrors at each end of the semi- 
circular department, and a full-height 
mirror panel in the center. Depart- 
ment sales jumped 25 per cent immedi- 
ately after completion of the mezzanine, 
and are expected to go higher as soon 
as St. Louis footwear customers dis- 
cover the new location. 


Casual Demand Increasing 


CLEVELAND, OHI0O—The demand for 
casual type shoes is increasing, says 
A. D. Barnett, women’s shoe buyer at 
the Wm. Taylor Son & Company. Be- 
cause of this trend to the sandal and 
spectator types, fewer open-toed shoes 
are being sold. However, open toes are 
here to stay for a long time in the 
dressy line. 

In general, calf leather shoes are first 
in sales with tan far ahead of black. 
Suedes come next with black well ahead 
of brown. Alligator has been very good 
in the past, but higher prices may 
swing the demand to snakeskin. 
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Canadian Shoe Men Asked to 
Help Prevent Inflation 


MONTREAL, CANADA—More than 30 
shoe manufacturers, a group represent- 
ing a cross-section of the Canadian shoe 
industry, have been consulted by the 
Wartime Prices and Trade Board with 
a view to helping to solve the price 
problems that affect the shoe trade, it 
was revealed here, recently by Major 
Louis Daoust, footwear administrator. 
He said he had talked to the shoe men 
and asked them to collaborate in the 
Government effort to prevent inflation. 


After discussing the problems of 
trade among themselves, he said, they 
would within a short time approach him 
with constructive ideas on how to meet 
the situation. 


The boot and shoe industry is in a 
particularly difficult position, he pointed 
out. Heavy price rises in manufactur- 
ing and converting costs prior to the 
fixing of the price ceiling have resulted 
in high replacement costs for the re- 
tailers. Mr. Daoust said that when the 
suggestions were received from the 
shoe manufacturers he would put them 
before the board. He was appreciative 
of the cooperation the manufacturers 
were extending and felt sure it would 
go a long way to clearing up all prob- 
lems. 


One particular problem facing Mr. 
Daoust, as footwear administrator, is 
the question of Spring styles. Golf 
shoes, for instance, were not sold at all 
during the basic period, hence what 
should be their price ceiling? He added 
that the matter was being taken up by 
the board’s advisers 


Shoe Man Made Manager 
Of Big Clothing Store 


OcgpEN, UTAH —L. B. Eastman has 
been appointed general manager of the 
L. R. Samuels’ store in this city and 
the L. R. Samuels’ shoe department in 
Makoff, Salt Lake City. Samuels, which 
was originally a fine family shoe store, 
now features, in addition to complete 
lines of shoes for the family, top grades 
in read-to-wear, millinery, sporstwear 
and accessories. 

Mr. Eastman is to make his home 
in Ogden. He is well known to the 
shoe trade, having been with the I. 
Miller stores, with Neiman-Marcus, 
Dallas, as shoe buyer, and recently with 
Joyce, Inc., of Pasadena, Calif. Previ- 
ous to leaving the Joyce organization, 
Mr. Eastman was tendered a’ “Good 
Luck” testimonial dinner in which Bill 
Joyce, Mary Thacker and other ex- 
ecutives of the Joyce firm paid their re- 
spects to their departing associate. 


Leases Shoe Department 


AMARILLO, Tex.—W. A. Dieter, for- 
merly of Big Spring, Tex., has leased 
the shoe department of the Lucille 
Shop, ladies’ ready-to-wear store, here. 
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Houston Business Up 


Houston, Tex.—Business in Houston 
is on the increase, all shoe men are 
Some say as high as 50 per 
cent increase over last year has been 
noted; other stores range from 10 per 
cent up, but all are agreed that busi- 
ness is better than it has been in many 
a long day. The people are buying and 
buying heavily. 

In Houston the boot business is on 
the increase and will be for some weeks 
to come, at least through February 12 
when the Houston Fat Stock Show 
closes. Each year the boot business be- 
gins to increase around Christmas time, 
and stays at a high level for men’s, wo- 
men’s and children’s boots. 

The Texas cowboy boot is the most 
popular of the boats. A number of shoe 
men have large displays of bocts both 
in the windows and on display counters. 
These boots range from the Texas cow- 
boy boot to the English riding boot with 
practically all children’s boots in the 
cowboy style. 

Brown boots are the favorites among 
men, women and children, however; 
boots with fancy tops will begin to en- 
joy an increase after the first of the 
year, is is believed. 

Houston is cowboy -conscious from 
early Fall through the Spring because 
of interest in the fat stock shows around 
the country and the cattle ranches near- 
by. 


Nunn-Bush to Open New Store 


CoLumsus, OHIO0o—The Nunn-Bush 
Shoe Company of Milwaukee, Wis., will 
open a modern retail store here the first 
of the year, moving from its present 
location in the Bond Clothing Co. Harry 
Todd, who has been operating the leased 
department in the men’s clothing store 
will continue as manager. Nunn-Bush 
and Edgerton shoes will be handled ex- 
clusively. 


For a Quick Shine at Home 


Lyons & Co., United States distribu- 
tors of Kiwi polish, have developed an 
attractive wooden stand for those men 
who like to shine their shoes at home. 
Made of sycamore wood with a siip- 
proof rubber strip set on top, the shoe 
groomer contains ali the equipment for 
a beautiful shine—two dauber brush 
two polishing brushes, two chamois fin- 
ishing cloths and two large cans of Kiwi 
polish, one black and one dark tan. 
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—the modern, scientifically 
processed, one-piece vamp 
lining for men’s, women’s 


and children’s shoes. 


Millions are enjoying the 
extra comfort, coolness, 
smooth appearance and 
wear of FLEXNAP-lined 
shoes. They are easier to 


sell. 


Write for new booklet con- 
taining the whole story on 
FLEXNAP and how it 
helps sell shoes. 


W.S. LIBBEY 
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Men’s and Women’s| 
Designed by 
Swiss Ski Experts 


$2.85 up 
Style #214 
12 Styles In Stock 
For Immediate 
Delivery 
#215 SEND FOR 
CATALOG 
THE ARNOFF SHOE CO.., INC. 
101 Duane Street New York, N. Y. 
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LITHOX CORD SOLES and HEELS 
SQUARE CORD SHEET SOLING 


For Good Wear at Low Cost. 
Order yours today. 
THE LITHOX corp. 
WAPAKONETA, OHIO, U.S.A. 
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PROFESSIONAL 
BOWLING SHOES 
Te retail at Combination soles 
$2.95 
$4 
Rubber heel 
Left foot 
Leather sole 
Rubber heel 
Write for 
catalogue 


MFG. CO 


BROOKS SHOE 5 
58th & Market Sts., Philadelphia 





$ ASCO 
70 BOWLING SHOES 
and OXFORDS 
up No. 734L Wes. Ox. 1.70 
No. 782X Men's Ox. 1.80 
No. 731X Men's Hi. 1.85 
15 Additional Styles 
in Stock. All reg. 
combination soles. 
SEND FOR 
CATALOG 
ARNOFF SHOE CO., INC., 101 Duane St., N.Y.C. 








Display Fixture Increases “Extra Sales” 


The fixture shown above has been responsible for increasing extra-pair sales at 

Kaufmann's in Pittsburgh by reminding customers of footwear which will be 

needed in the near future. The fixture is painted green and is illuminated by 
fluorescent lighting. 


PITTSBURGH, Pa.—“At least one-half 
of the long list of customers who walk 
out of men’s shoe departments after 
purchasing a pair of street shoes can 
be sold another type of footwear at 
the same time.” That’s a conviction of 
Carl Russell, men’s shoe department 
manager at Kaufmann’s, Pittsburgh 
department store, which gave rise to 
the development of the clever “extra 
sale” fixture shown in the accompany- 
ing illustration. 

With the thought that men seldom 
buy rubbers, hunting boots, mocca- 
sins, galoshes, etc., unless they are ab- 
solutely in need of this utility footwear, 
Mr. Russell recently brought all. these 
“supporting” footwear items into sud- 
den prominence on the fixture shown— 
which is a constant reminder to both 
salesman and customer that there is an 
annual need for most of this footwear 
shown, and that it is logical for the 
customer to take care of these needs by 
buying at the same time he buys his 
street shoes. Formerly, rubbers, ga- 
loshes, boots, etc., were kept out of 
sight in stock shelving and were seldom 
brought out unless a salesman thought 
of the suggestion or the customer asked 
for them. ; 

Now, -an average of 20 persons of 
every 100 served by Kaufmann’s men’s 
footwear department are sold one or 
more pairs of one-purpose footwear at 
least once a year. Sole reason, accord- 
ing to the department management, is 
the reminder in the four-sided display 
shown. 

With a fluorescently-lighted canopy 


arched over sloping display panels, the 
green fixture contains a full forward 
stock of replacement shoes, boots, etc., 
under a display panel. One side is let- 
tered, “Ahoy, You Sportsmen,” and dis- 
plays boots, field boots, rubber boots, 
pacs, hobnail shoes, and a complete line 
of waxes, saddle soap, boot oil and 
grease. If -the talk can be veered 
around to hunting or fishing by the 
salesman, he invariably shows this side 
to his customer. On a second side, un- 
der the heading, “For Rain-Wading,” 
are rubbers, rubber boots, sport ga- 
loshes and zipper rubbers for street 
shoes. These, of course, are always 
suggested when Wintry weather be- 
gins, and to mothers of boys, rural cus- 
tomers, and policemen, firemen, etc. 

On the third side, under a sign let- 
tered, “Just Plain Comfort,” is a dis- 
play of Norwegian moccasins, lounging 
shoes and soft sole odd-purpose low 
shoes. Most are masculine, tough leath- 
ers which appeal to the man who 
spends a great deal of time at home 
puttering around the house. 

Finally, the fourth side is dedicated 
to “Army Men,” and displays shoes for 
all Army men from buck privates up 
to cavalry officers. Monk-type calfskins, 
side-lace dress high shoes, better pri- 
vate’s shoes and “off-duty” oxfords are 
all presented. 

In combination with plenty of sug- 
gestion by salesmen, this unusual fix- 
ture has helped to increase sales sub- 
stantially, as well as to remind every 
customer that Kaufmann’s is a logical 
place to find footwear for any purpose. 
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IN-STOCK—NOW 


B4804—Gold Metallic Mesh, Gold 
Kid Strap, Flesh Satin Sock... . $2.65 
B4816—Silver Metallic Mesh, Silver 
Kid Strap, Flesh Satin Sock... . $2.50 
21/8 Louis Heel —S & M Widths 
B4803—Gold Mesh ... $2.65 
B4815—Silver Mesh ..........$2.50 
16/8 Cuban Heel —S & M Widths 
ALSO AVAILABLE IN OPEN QUARTER 
COMPLETE SPRING LINE ON DISPLAY 

STEVENS 


HANNAHSON S 

















*Round the Trade .. . 
[CONTINUED FROM PAGE 267] 


from the selling end and is now with a 
large construction company. 

Frederick W. Liddon, who operates 
the shoe department in the Larkin Co. 
Department Store and the Liddon Boot 
Shop in Bailey Avenue, has just re- 
turned from a three-month vacation in 
Hollywood, Calif. 

Harold W. Smith, who has been 
traveling the Pittsburgh territory for 
the Ball-Band Rubber Co. for the past 
seven years, has been transferred to the 
Buffalo territory, taking the place of 
Ernest Reister, who is now traveling 
out of the factory in and around South 
Bend, Ind. 

More than 60 years ago, young 
Thomas Groundwater became a _ cob- 
bler’s apprentice in his native town 
of Scotland. Today he is complet- 
ing 52 years of service as one of 
the most valued employees of the 
Coward Shoe Company. After learning 
his trade in Scotland, Mr. Groundwater 
emigrated to the United States in 1889 
and promptly found employment with 
James S. Coward, founder of the 
Coward Shoe Company, for which he 
has worked ever since. Mr. Ground- 
water reports that many of the faces 
he first greeted late in the 19th century, 
are still Coward customers today. 
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Men's, Boys’, Ladies’ 
$1.25 Up 
18 Styles ~ 
In STOCK 
Style 26146 Send tor NEW 


THE ARNOFF SHOE COMPANY, INC. 
101 Duane Street New York, N. Y. 
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Workshoes 


Honest Value 
In Beery Poir 


KEENE, N. — . 








WISCONSIN—Clarence Hughes, for- 
merly employed at S. J. Brouwer’s 
downtown shoe store in Milwaukee, has 
joined the sales staff of the firm’s West 
Allis store, which is managed by Ernest 
Kendall. 

Patriotism is not lacking among Mil- 
waukee shoe firms as is evidenced by 
the fact that Caspari & Virmond, Inc., 
have defense stamps on sale, and ad- 
vertising urging the purchase of de- 
fense stamps and bonds by the public 
is being sponsored by the Albert H. 
Weinbrenner Co. and the Weyenberg 
Shoe Manufacturing Co. 

Ellis Brouwer, of the S. J. Brouwer 
Shoe Co., is a new member of the Mil- 
waukee Junior Chamber of Commerce. 

Joseph Rothschild, manager of Baron 
Bros., Inc., Madison, has been elected 
to the board of directors of the Madison 
and Wisconsin Foundation. 

Qscar Thureen, Viroqua, newly-elect- 
ed president of the Wisconsin Shoe Re- 
tailers’ Association, has been doubly 
honored. He is the new president of 
the Viroqua Kiwanis club as well. 

Frank W. Chadbourne and D. C. 
Lamb, secretary-treasurer and traffic 
manager, respectively, of the Fred 
Rueping Leather Co., Fond du Lac, 
have been named to the Legislative 
and Transportation committees, re- 
spectively, of the local Association of 
Commerce, proving that they are versed 
in other things besides leather. 





To Manage Springfield 
Department 


SPRINGFIELD, ILL.—Pat De Rienzo is 
the new manager of the shoe depart- 
ment in Roland’s Smart Shops, Inc., 
which opened here, recently. The store, 
formerly known as the W. H. Roland 
Company, has been completely modern- 
ized. 
The shoe department was moved from 
a third floor to a street floor location. 
It is now housed in a beautiful new 
salon. 


| Women's Shoes 
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BARGAINS IN QUALITY 
WOMEN’S SHOES 


BARIS SHOE CO., Inc. 


79-81 Reade St., New York City 


DURING NATIONAL SHOE FAIR 
HOTEL STEVENS 
Chicago, Ill. 

Rooms 1311 — 1312 
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Golf Shoes 


6 OF er ere ee Pe ere 


REMOVABLE SPIKES 
MOCCASIN TOES 
COLOR COMBINATIONS 


Price $3.50 


Send for New Catalog 


THE ARNOFF 
SHOE CO., INC. 
101 Dwene St. 
New York, N. Y. 


| Style #2165 
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Shoe Dressings 
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BOOT CREME 
CAVALIER 


CLEANS 
STAINS 
PRESERVES 
POLISHES 


25c 
CAVALIER 
BALTIMORE 
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ASCO Sandals 
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SNAPPY LUGGAGE TAN LEATHER 


LEATHER SOLES 
Whele ‘. ad Sizes 


$1.45 
Send for New 
Asco Atelotie 
Footwear 
THE ARNOFF SHOE COMPANY, INC. 
101 Duane Street, New York, WN. Y. 


Style 2100! 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


WANTED TO PURCHASE 








TRIPLE ACTION SALE SAVER 
KANT SLIP 


New velvety sponge com- 
pound disc. Kant Slips vulcan- 
ize in with cement. Kant Slips 
can be applied and worn in 
3 to 5 minutes. 


Kant Slips do not shorten the 
shoe. Made in parchment, 
Grey, White. Plain package 
@ $1.50 per doz. pr. 


(Price subject to change at any time) 


RATCLIFF PRODUCTS & SALES CO. 
Columbus, Ohio 














SALESMEN WANTED 





MANUFACTURER of Women’s and Misses’ 
Instock Sport Shoes—$2.00 and $2.50 re- 
tailers; seventy-five shoes on floor. Following 
territories open: Carolinas; Virginias; New 
York State; Arkansas and Oklahoma; Texas; 
Michigan; Louisiana; California and Ohio. No 
objection to sideline. Liberal commissions. 
Only proven men need apply. Address 2379, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y 





HAVE openings for two experienced salesmen, 

one for Iowa and Nebraska and another for 
Southern California who are interested in sell- 
ing a fast styled In-Stock Line of Popular 
priced Ladies’ Novelty Footwear which is well 
established in these territories. Qualifications 
must include road selling experience and a 
desire to make money. Address: Shu-Stiles, 
Incorporated, 1214 Washington Avenue, St. 
Louis, Missouri. 
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THE FOOT OSCILLATOR 
(Genera! Electric Equipped) 
Over 4000 Department stores and ether Shee retailers 
tow using the Osciliater; Steps up sales and Ee. 
LET YOUR CUSTOMERS THRILL FROM THIS SER- 
VICE: Inst relieves tired aching Feet; Self oper- 
ating; Gentle; Safe. 
120 Volt, A.C. 
New Low Price; 
$29.85 


(F.0.B. Chicago) 


THE VI-PED-EX CORPORATION __ intarmation. 


Stockton, Calif. 








Urge Sending Gifts to Camp 


KAUKAUNA, Wis. — “Send a Gift to 
Camp” days were observed recently by 
local merchants including the Modern 
Shoe Store, which had available a list 
of the Kaukauna boys in service and 
their addresses as well as mailing labels 
for the packages. Persons were urged 
to send a remembrance to the boys in 
the service, even though they had no 
immediate relatives and friends in 
camp themselves. The Modern Shoe 
Store’s gift suggestions for the service 
man included socks, military dress 
shoes, slippers and foot comfort kits. 








CASH 


tire Stocks or Surplus 
time to 


CAMITTA SHOE COMPANY 
16 8. 3rd St. Philadelphia, Pa. 
Phone Lombard 2062 

















SHOE STORES WANTED 


79-81 Reade St., New York 
Unusual references on request 














MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks. 
Branded or unbranded. Generous prices. 
Write, wire or phone. 





BARSH & CEASAR 
19 N. Fourth St. Ane - - Pa. 
Phone Market 1 














Walk-Over. . Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Oross, Nunn-Bush, Bte. 
IBVIN RUBIN 
“The House of Jobe”’ 
88 Reade St., Cor. Church 
Phone Barclay 7-7887. New York Oity 




















SELL YOUR SURPLUS STOCKS 
KIRSCH-BLACHER CO., INC. 


Visi? our new warehouses 


108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5376 and 5379 











‘es CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In ail other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
os Advertisements for this page must be in our New York office on Friday of the week preceding publication. -ea 
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Sales of Christmas 
Footwear Up 


SEATTLE, WasH. — With higher 
Christmas volume than in previous 
vears, shoe retailers here had one 
f the largest Christmases on record, 
th in slippers and shoes of all types, 
and expect a New Year of promising 
yroportions. 

Unusual influx of defense workers 
nto Seattle—well over 35,000 newcom- 
rs estimated during the past year— 
plus streamlining and modernization of 
principal department store shoe outlets 
during the year, has given added 
stimulus to selling that has “upped” 
volume at this season. 

December was ushered in with a 
heavy volume of slipper sales for all 
members of the family. Long-haired 
or fuzzy-wuzzy styles were extremely 
popular for men, women and children. 
Special slipper sections, such as at the 
Bon Marche on the street level, fea- 
turing men’s slippers, women’s slippers, 
and those for youngsters, and “Slipper 
Corners” such as at Nordstrom’s Shoe 
Store at 5th and Pike Streets, had aug- 
mented pre-Christmas sales. 

Gift certificates, too, accounted for 
a good portion of the volume, while 
at such shoe stores as Florsheim’s, 
shoe stores have been turned by a 
stroke of the pen into gift centers. 

Boosting volume on Army gifts at 
the latter store was the inducement to 
shop there for men’s footwear, inas- 
much as-Florsheim’s make it a policy 
to pay the stamps and shipping charges 
on all men’s shoes purchased there as 
gifts for the boys in camp. Further- 
more, the store had a Christmas List of 
suggestions of its own, featuring a 
number of gifts besides shoes and slip- 
pers, such as shoe trees and other ac- 
cessories. 

Different from other Christmas sea- 
sons was the Yuletide retailing of foot- 
wear this year because of the National 
Defense keynote. Some of the shoe 
outlets in department stores feature 
separate departments for outfitting the 
National Defense worker from heel to 
hat. The J. C. Penney Co. has launched 
a new slogan in merchandising its foot- 
wear, such as “A Shoe For Every 
Defense Job.” 


Sales Stimulated by 
Christmas Promotions 


MILWAUKEE, Wis.—In perhaps no 
other recent year have shoe dealers in 
Wisconsin made such a concerted— 
and from early reports successful—ef- 
fort to sell the public on the idea of 
footwear as a desirable and satisfac- 
tory Christmas gift for all members 
of the family. 

Slippers, of course, were promoted 
most widely, but dealers also put in a 
good word for shoes, galoshes, rubbers, 
hunting boots as well as bowling bags 
and shoes, hosiery, shoe trees, and pol- 
ishing outfits. 

With the official opening of the 
Christmas shopping season in Wausau, 
leading local shoe stores stressed foot- 
wear for gifts in their promotion. 
Porath & Schlaefer suggested the pur- 
chase of a handsome metal miniature 
shoe in an authentic-looking miniature 
shoe box for 50 cents to place under the 
Christmas tree with a gift certificate. 

The recipient of the gift was free to 
return the miniature shoe after Christ- 
mas when selecting his or her particu- 
lar size and style and receive a 50-cent 
reimbursement if so desired. The store’s 
promotion pointed out, however, that 
“of course, the lucky receiver of this 
gift may wish to keep the miniature for 
use as a paper weight, pen holder or 
ash tray.” 

Other Wausau stores promoting foot- 
wear, particularly slippers, included 
Winkelman’s, The Fair, Tress & Olden- 
burg, the French Slipper Shop, the 
Modern Shoe Store and the C. B. 
Mayer Shoe. 

In Kenosha, Thomey’s Shoes and 
Stern’s Shoes carried daily copy in the 
classified section of the local newspaper 
in connection with a Santa’s “Chuckle” 
contest. Each day five pairs of guest 
tickets for a loca] theater were given to 
those submitting the best “chuckle” 
advertisement made up of lines from 
the advertisements appearing in this 
section of the newspaper. By means of 
this contest, a consistent reader inter- 
est was maintained in these three- and 
four-line classified advertisements. 

A similar form of daily promotion 
was conducted by Gloudemans & Gage, 








over that Surplus Stock 


Purchasers. 


PURCHASE” space is the record for 
vertisers. 


100° E. 42nd St., New York, 





DON’T LOSE _ ; 
YOUR HEAD “> 


Turn to the CLASSIFIED PAGES for 


Sixteen years’ continued use of “WANTED TO 


BOOT AND SHOE RECORDER 


Classified Advertising Dept. 


one of our ad- 


Bowling Shoes 

Nine different styles in black, white and 
smoked elk, high cuts and oxfords for men 
and women Bowlers. Three professional 
genuine Goodyear Welt 
Construction. Chrome 
leather sole—left foot. 
Gum rubber sole with 
leather tip — right 
foot. Left 
handed 
Bowling 
Shoes in 
stock no ex- 

tra cost. 


re 

eC HYDE ATHLETIC SHOE CO 

f n A. R. Hyde & Sons Co 
CAMBR DGE MASS 








NO SHOE STORE 
SHOULD BE WITHOUT 


THE MAJOR TWIN SHOE STRETCHER 

Made in U.S.A. 
working two shoes at a time—even if 
different size and kind—it renders 
The price coe including three pairs of Right 
and et “sts. Vamp Easers and Bunion Irons is 
$35.00 0. B. Philadeiphia. Weighs 60 Ibs. 


Laing, Harrar and Chamberlin 
43 N. 3-d St. Philadelphia 











Inc., Appleton, with 12 awards made 
each day to persons correctly solving a 
quiz contest appearing on the local 
daily’s classified’ page. 

At Green Bay, the Big Shoe Store 
and Kane’s daily put forth sales ar- 
guments for footwear in the “Parade 
of Presents, Gifts” running on the 
classified page of the local daily. 





New Edition Now Ready 


1942 


Directory of 
Shoe Manufacturers 


39th ANNUAL EDITION 
Flexible Leather Binding, Fits Vest Pocket (234 x 5!/2) 
Many More Changes Than Ever Before 


$2.0 
ORDER TODAY 


POST 
PAID 





N. Y. 
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AMERICAN SHOEMAKING 


i 683 ATLANTIC AVENUE 
Tel. Liberty 0190-0520 


BOSTON, MASS. 
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WILLIAM IsELIN & Co.. INC. 


(e 


and risks incident to 


and 


=| 


Credit decisions 
Collection of accounts 


ounded 1808 
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THERE’S A REAL DIFFERENCE BETWEEN 
A RABBLE AND A REGIMENT 


There’s a real difference between 
“Hope-for-the-Best” credit 
and collection efforts 


and 


Orderly financing of sales 
through a factoring 
arrangement with us. 


UR service relieves the manufacturer of 
the time, labor, anxiety, expense, losses 


Customers’ Ledger Bookkeeping 


Results: Better Merchandising— 
Greater Profit 


Details gladly given on request 


357 Fourth Avenue 


52 Ninth Street 
Lynchburg, Virginia 


52 South Starling Street 
Columbus, Ohio 


Branch Offices 


iz 


_# c f OTS - 
o for Manufacturers and 


Selling Agents of Shoes, 
Leather and Allied Products. 


SO TTT TTL TILL LLL LLL LLL LLLL LLL cece LLL ooo boLL cL oo 
NEW YORK 


1222 Grand Rapids National Bank Building 
Grand Rapids, Michigan 


819 Santee Street 
Los Angeles, California 





Colorful Resort Shoes Shown 
At Miami Beach Opening 

MIAMI BeacH, FLa. — The formal 
opening of Delman’s Lincoln Road salon 
in Miami Beach occurred December 1 
and the display of new 1942 resort 
shoes showed several new trends. 

A. S. Blatt, manager of the salon, 
has been with Delman’s for the past 
13 seasons, and has a keen style sense. 
For the 1942 resort season, which of 
course is a forecast of what will be 
worn throughout the nation next Sum- 
mer, Mr. Blatt is predicting a tremen- 
dous run on color. While he feels that 
the all white shoe will be as always the 
most wanted footwear, there is to be 
such a demand for white in combination 
with colors as to make this type a close 
second in volume. 


274 


He is prepared to show plenty of 
pastel combinations. Red, he says, is 
to be the leader in the strong, high 
colors. Beige or wheat will continue 
right through the picture. Brown and 
white will be more popular than ever, 
with a considerable showing of blue 
and white. He is not so confident about 
the black and white combination. Beige 
or natural will sell best, he believes, 
when combined with luggage or saddle 
tan. The patriotic red, white and blue 
combination is to be pushed in play 
shoes, 

Mr. Blatt states that to start the 
season Delman’s has stocked more than 
200 different colors and shades. 

Suede is expected to be first choice 
and in all colors, including pastels. Kid 
and calf will have about an equal de- 
mand, and some reptile will be popular. 
In fabrics there are three lines being 


highlighted. Sailcloth, very colorful, 
comes first. Gay prints for dressy 
shoes will be popular, particularly with 
the woman who does not want to buy a 
separate color for each outfit; she will 
depend upon the multicolors in the 
print to carry out her ensemble. Linen, 
in white or wheat, embroidered in color, 
Mr. Blatt feels will be popular in the 
light sandal for afternoon wear. 

Open toes continue to be strong, with 
the opening somewhat smaller. Open 
heels, particularly in the sandal types, 
have been heavily stocked. 

Mr. Blatt states that he is prepared 
for a tremendous demand for low heels. 
This is particularly true in oxfords. 

Straps, with buckle fastening, on 
both sandal and pump models, are ex- 
pected to be strong. There is plenty 
of trim on all the new models, par- 
ticularly as a throat ornamentation. 
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A Buying Guide 


To Our Advertisers in this Issue 





BOOTS AND SHOES 


Allied Kid Company, New York, N. Y. 

Ama —px Leather Cos., Wilmington, Del. 
American Felt Company, New York City 

American Hide & Leat er Co., Boston, Mass. 
American Shoemaking, Boston, Mass. 

Arnoff Shee Co., New York City 

Arrow Decorating & Fixture Co., Philadelphia, Pa 
Avon Sole Coe., Avon, Mass. 





B. B. Chemical Ce., Cambridge, Mass 
Barbour Welting Ce., Brockton, Mass. 
Barrett Shoe »» Frankfort, Ky. . 
Baris Shoe Co., Inc., New York City 
Barsh & a Philadelphia, Y¥ 
Rass, G. H., & Co., Wilton, Me. . 
Boyd-Welsh, Ine., St. Louis, Mo. 
Brannock Device Co., Syracuse, N. 
Brauer Bros. Shee Co., St. Louis, Mo. 
Brooks Shoe Mfg. Co., Philadelphia, Pa. 
Brown Shee Co., St. Louis, Mo. 

Burg, A. S., Co., Boston, Mass.. 


Cambridge Rubber Co., Cambridge, 
Camitta Shoe Company, Pulledeipie va. 
Carme Shoe Mfg. Ce., Union, q 

Casuals, Inc., Los Angeles, Cal.. 

Cavalier Corp., Baltimore, Md. 

Church & Co., New York City 

Cobblers, Imec., Los Angeles, Calif 

Collins, Thos. E., Co., St. Louis, Mo. 
Colonial Tanni Co., Boston, Mass. 

Compo Shoe Mach. Corp., Boston, Mass. 
Cenformal Shoe Company, St. Louis, Mo. 
Connell, J. M., Shoe Co., Inc., So. Braintree, 
ee es GD, (ND, |... ceed etibn Done Secccchecetetibapsnceyrcasened 157 
Conrad Shoe Co., No. Abington, Mass. 
Craddock-Terry Co., Lynchburg, Va. 

Curtis Shoe Co., Ime., Marlboro, Mass. 


Daetsch & Woodward, Inc., Brooklyn, N. 

Daly Bros, Shoe Co., Inc., Marion, Ind. 

Dewey & Almy Chemical Co., Cambridge, 
Dickerson, Walker T., Co., Columbus, 0.. 
Donahue, P. A., Los Angeles, Cal. 

Denovan, F C., Co., Boston, Mass. .... 

Derothy Dodd Shoe Co., St. Louis, Mo. .. 

Douglas, W. L., Shoe Co., Brockton, Mass. 

Drew, Irving, Company, Lancaster, 0. 

Dunde Shoe ReShaping Services, Inc., Los Angeles, 
Dunn & ore Ime., Auburn, N. Y. 

du Pont, E. I., de Nemours & Co., Inc.. Arlington, N. J. 


Edwards, J., & Co., Philadelphia, Pa. 
Einstein, J., Ime., New York City 

Elam, F. 8., & Sen Shoe Co., Rochester, 
Endicott-Johnson Corp., Endicott, N. Y. 
England-Walton, Boston, Mass. 

Enna Jettick Shoes, Inmc., Auburn, N. Y. 
Ephrata Shoe Co., Inc., Ephrata, Pa. 
Evans, John R., & Co., Camden, N. J. 


Firestone Rubber & Latex Co., Fall River, Mass. 

Florsheim Shoe Company, Chicago, Ill. 

Ferest Park Shoe Company, St. Louis, Mo. 
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French, Shriner & Urner Mfg. Co., Boston, Mass 


Gallan, A. F., & Sons, Inc., Milwaukee, Wis. 
Gerberich-Payne Shoe Co., Mt. Joy, Pa. .. 
Geedwill Shee Co., Holliston, Mass. 
Goodyear Footwear Co., Providence, R. 
Goedyear Tire & Rubber Co., Akron, Ohio 
Green, Daniel, Co., Dolgeville, N. Y 

Groves Shoe Company, Chicago, 





Hanan & Son, Inc., Chicago, Ill. 
Hannahsons Shoe Co., Haverhill, 

Hanover Heel & Innersole Co., Hanover, Pa. 
Hazzard, R. P., Co., Augusta, Me. 

Health Spot Shoe Shops, Inc., Danville, 
Herbst § Mfg. Co., Milwaukee, Wis. 
Hermal Shoe Co., Everett, Mass. 
Hunt-Rankin Leather Co., Boston, Mass 
Hutchinson & Winch Co., Boston, Mass. 
Huth & James Shoe Mfg. Co., Milwaukee, Wis. 
Hyde Athletic Shoe Co., Cambridge, Mass. 


International Fabric Co., Boston, 
Irvin, Rubin, New York City 
Iselin, William, & Co., Imc., New York City 


Johusen, Stephens & Shinkle Shoe Co., St. Louis, Mo. 
soe » Ime., Pasadena, Cal. 
ian & Kokenge Co., The, Columbus, 0. 

Soa, H. J., & Sons, Inec., Ft. Worth, Texas 


Keith, Geo. E., Co., Brockton, Mass. 
Kirsch-Blacher Ceo., New York City 
Kleinert, I. B., Rubber Co., Long Island City, N. 
Kreider, A. 8., Co., Lebanon, Pa. 





A complete list of exhibitors at The National Shoe Fair appears elsewhere 
in this issue. 
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KREIDER’S SWEETHEARTS 





@ No wonder Sweethearts have been ‘‘Mothers’ 
Favorite for Generations”! — these scientifi- 
cally ~~ baby shoes give both the 
support and freedom ¢—: feet req 

Soft. Flexible. ‘Se 
No seams to rub. i . 
Pre-Welt Construction as in higher priced 
shoes 

Packed in Special Carton which makes 

an amusing Toy Crapte for Baby. 





For Gener V ations 
MOTHERS’ FAVORITE 


BABY SHOES 


Fine leather shoes. 
Coote | Feet in cozy 


Room 

Cushioned insole. 

Smooth inside. 
Styles. Gen- 

vine flexible Pre- 

welt construction. 


E 

be... yet in- 
expensive. Sizes from 
cradle to 4 years, 





FOR PERFECT 


others and Customers 
KEEP CUSTOMERS—GAIN NEW ONES 
Stock SWEETHEARTS and See! 
Write nearest dealer or direct to factory 
KEEHN BROTHERS, CHICAGO 
HILL SHOE CO., PHILADELPHIA 
SPECTOR BROTHERS, BOSTON 


New York Office 47 West 34th Street 
A. 8. KREIDER CO., LEBANON, PA. 





fren-lypen are tops 


and... 
NATIONALLY ADVERTISED! 


Dealers tell us that at the price 
Teen-Types are very good value. 
They’re the first shoes for the 
Junior Miss that have Style built 
around Good Health features. 
For sports and casual wear you 
can play them across the board 
—for a sell-out. Send us a sam- 
ple order—today. 


JOYCE (right) Sad- 
dle Oxford in white 
Elk, tan saddle. Rub- 
ber sole and heel. 
Sizes 

widths 

(Wholesale) 


TROTABOUT (left) 
Harness stitched 
meceasin, white and 
brown. Rubber sole 
and heel. Sizes 3% 
to 9, widths AAA 
to C. (Wholesale) $4 


JESSIE (right) 
Ghillie Oxford in 
Antique finish. 
Walled last, 8/8 
leather heel. Sizes 
3% to 9, widths 
AAA to C. 

( Wholesale) $3.35 
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Laing. Harrar & Chamberlin, Philadelphia, Pa. 
Lane Bros. Shoe Ce., Boston, Mass 
Leighton, Fred, New York City 
Levor, G., & Co., New York City 
Libbey, W. S., Co., Lewiston, Me.... 2.2.60. cece eee e weer teen eaeenaaeneeeneseees® 
Life Magazine, New York City 
Lima Cord Sele & Heel Co., Lima, 
Lincoln Leather Co., Boston, Mase. 
Lithex Corp., The, Wapakoneta, 0. 
Lockwedge Shoe Corp. of America, Columbus, Ohic 
Lyens & Co., New York City 


Manfield & Ronn, Philadelphia, Pa. 

Marbridge Bldg., New York City 

Meis, Charles, Shoe Mfg. Co., Cincinnati 

Middle Atlantic Shoe Retailers Association, Philadelphia, Pa.. 
Middletown Footwear, Inc., Middletown, N. 

Miller, I., & Seoms, Long Island City, N. Y 

Miller Shoe Co., The, Cincinnati, we 

Morrison Hotel, Chicago, Ill 

Mrs. Day’s Ideal Baby Shoe Co., Danvers, Mass. 


New England Shoe & Leather Association, Boston, Mass. 
North & Judd Mfg. Co., New Britain, Conn. 
Northwestern Leather Co. Trust, Boston, Mass. 


O'Donnell Shoe Co., Humboldt, Tenn. 


Packard, M. A., Shoe Co., Brockton, Mass. 
Palatine Corp., New York City 
Panther-Pance Co., Chelsea, Mass. 
Ped-O0-Flex Co., The, Los Angeles, Cal. 
Pennant Shoe Co., St. Louis, Mo. 

Peters, Branch of I. 8S. Co., St. 

Pfeiffer, Frank H., Co., W 

Pincus, Lester, Shoe Corp., New York “City 
Pli-Mode Shoe Co., Everett, Mass. 
Plymouth Shoe Company, Middleboro, Mass. 
Portage Shoe Mfg. Co., Milwaukee, Wis 
Posner Shoes, Dr. A., Inc., New York City 
Prospect Mills Corp., Cambridge, Mass. 


Queen Quality Shoe Co., St. Louis, Mo. 


Ratcliff? Products & Sales Co., Columbus, 0. 

Red Seeks Div. International Shoe Co., St. Louis, Mo. 
Reed, E. P., & Co., Rochester, N. Y. 

Rice-0'Netil —_. Ce, St. a Mo. 

e foumg Co., New York City ... 2... 0... cccccccccccnecencesessesseseseseeeesace 
Roberts, Johnson & Rand. Inc., St. Louis, Mo. 186, 187 
Robarts-Hart, ag Keene, N. : . 271 
Ross, A. H., & Sons Co., Chicago, Tl. 


Samuels Shoe Co., St. Louis, Mo. 
Saval. Ted, Shoes, Los Angeles, Cal. 
Sehneider Shoe Co., St. Louis, Mo 
Scholl Mfg. Co., The, Chicago, Ill. 
Sea-Dogs, Warren, 0. 

Seiberling Rubber Co., Akron, 0. 
Selby Shoe Co., The, Portsmouth, Ohio 
Servus Rubber Co., New York City 
Seton Sy Co., Newark, N. 

Shoe Form Co., Auburn, N. Y 
Shore-Craft, New York City 

Smith, J. P.. Shoe Co., AE mm. 
Spalding Fibre Co., No. Rochester. N. H. 
Spalsbury-Steis-Deevers Shoe Co., St. Louis, Mo. 
Stacy-Adams Co., Brockton. Mass. 
Sterling Last Company, New York City 
Stetson Shoe Co., So. Weymouth, Maes. 
Superior Shoe Co.. Inc., Chicago, Il. 
Surpass Leather Co., Philadelphia. Pa. 
Swan Shoe Co., Inc., Baltimore, Md. .. 


Taylor. Thomas, & Sons, Hudson, Mass. 
Tober-Saifer Shoe C 

Trimfoeot Company, Louis, Mo. 

Trostel, Albert, & Sons Co., Milwaukee, Wis... 

Tupper Footwear, Inc., New York City 

Tweedie Footwear Corp., Jefferson City, Mo. 


United Last Co., Boston, Mass. 

United Shee Machinery Corp., Boston, 
United States Leather Co., New York 
United States Rubber Co., Inc., New York City 
United States Shoe Cerp., Cincinnati, 0. 


Vamos, Alfred, New York City 
Vi-Ped-Ex Corp., Stockton, Cal. 
Vitality Skoe Co., St. Louis. Mo. 
Vogue Shoe Co., Los Angeles, 


Weil, M. K., St. Louis, Mo. 

Weyenberg Shoe Mfg. Co., Milwaukee. Wis. 
Windram Manufactering Co., So. Boston, Mass. 
Winthrop Shoe Co,, St. Louis, Mo. 

Wohl Shoe Company. St. Louis. Mo. 
Wolff-Tober Shoe Mfg. Co., St. Louis, Mo. 


X-Ray Shoe Fitter, Milwaukee, Wis. 
Ziegel-Eisman, Boston, Mass. 





A complete list of exhibitors at The National Shoe Fair appears elsewhere 
in this issue. 
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VIAN & ORENGE 


COLONIAL TANNING CO-*iis° 


Also tanners of WHITE, BLACK, and COLORED ELK, and SPLITS 
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GERBERICH-PAYNE SHOE COMPANY, mount soy. rena 


NEW YORK OFFICE, MARBRIDGE BUILDING 


LOS ANGELES, HOTEL LANKERSHIM 








